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NADA Assisting 
Good-Faith Test 
In Appeal Court 


Stage Set on Coast 
For First Review 


Of Franchise Law 


By Maynard M. Gordon 
News Editor 


 Desso first significant appeal of a 
case under the good-faith law 
is being undertaken in San Fran- 
cisco, with assistance from the Na- 
tional Automobile Dealers Assn. 


Notice of appeal was filed in the 
Ninth Circuit Court of Appeals last 
week by McLaren Motors, Inc., a 
former Dodge-Plymouth dealer in 
San Leandro, Calif. 

Attorneys for Melville McLar- 
en, in announcing NADA’s as- 
sistance for the appeal, said the 
case “was exactly what Congress 
had in mind when it passed the 
dealer day-in-court law in 1956.” 

Chrysler Corp. won the first 
round of the McLaren case last 
December when Federal District 
Judge Albert C, Wollenberg direct- 
ed a jury verdict in favor of the 
company after the plaintiff com- 
pleted its presentation. The judge 
ruled that insufficient evidence had 
been presented by McLaren to 
show lack of good faith on Chrys- 

ler’s part. 
* eo * 

TEPHEN S. SIMMERMAN, gen- 

eral counsel of NADA, said the 
association decided to help with 
the McLaren appeal in an effort 
to establish a principle of a jury 
verdict in good-faith suits. No deal- 
er suits involving a clearcut issue 
under the Franchise Act have gone 
through a jury determination — ei- 
ther having been disposed of di- 
rectly by the trial judge or settled 
out of court. 

The Circuit Court of Appeals in 
San Francisco, if it accepts the 

argument that a jury verdict should 
have been accorded McLaren, could 
order a retrial in the District 
Court. Or it could accept Judge 
Wollenberg’s directed verdict and 
pave the way for the first good- 
faith review by the United States 
Supreme Court. 

Attorneys for McLaren and 
Simmerman said they were pre- 
pared to pursue the case to the 
Supremé Court, if necessary. 
Clifton Hildebrand, who with 

Julian Caplan has acted as counsel 
for dealers in three Bay Area 
good-faith cases, expressed hope 
for a Circuit Court decision this 
year on the McLaren case. 

* * * 

RIEFS are to be submitted with- 

in 90 days and oral arguments 
in an additional 60 days to the ap- 

pellate court. A strong possibility 

exists that Ford and General Mo- 

tors may file “amicus curiae” briefs 
(Continued on Page 4, Col, 5) 
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Top Cars 


New-car registrations for two months, 
plus 16 states for March: 


1961 1960 
Pos. Make Pos. 
1—236,066 Chevrolet 258,821— 1 
2—202,081 Ford 241,175— 2 
38— 57,707 Pontiac 61,197— 5 
4— 52,929 Rambler 62,986— 4 
5— 50,037 Oldsmobile 56,234— 6 
6— 47,421 Plymouth 68,970— 3 
I— 42,154 Buick 43,903— 8 
8— 34,722 Dodge 52,877-—- 7 
9— 25,760 Comet 1,134—15 
10— 24,427 Cadillac 25,741—10 
11— 19,175 Mercury 28,329— 9 
12— 13,691 Chrysler 13,030—12 
13— 12,161 Studebaker 18,848—11 
14— 5,654 Lincoln 4,829—13 
15— 2,070 Imperial 3,085—14 
60,615 Misc. 98,270 
Total All Makes 
886,670 1,039,429 


Further details on Page 32. 





Spring Boom in Sales 
Sighted by Factories; 
Dealers More Cautious 


By Robert M. Lienert 
Associate Editor 
A == marked the beginning of 
an old-fashioned spring boom 
in new-car sales, it appeared last 
week as the makers issued retail 
reports for the month. 

Dealers, however, were some- 
what more restrained in their ap- 
praisal of the situation. 

“We're looking for. a big May,” 





Output at ’61 


High Again; 


Chevrolet, Ford Soar 


By Martin L. Whitmyer 
Staff Writer 

A NEAR-RECORD performance 

by Falcon, plus steady five-day 
operations by most other makes, 
helped push car output in the 
United States to this year’s high of 
an estimated 126,568 units last 
week. 

In achieving the highest out- 
put week of the year, the makers 
jumped their schedules 8.8 per- 
cent over the 114,529 cars produc- 
ed the previous week. Last week’s 





Bennett Assails 
Motives of ‘Truth- 
In-Lending’ Bill 


By Helen Kahn 
Washington Staff Writer 
ASHINGTON.—A strong attack 
on the Douglas truth-in-lend- 

ing bill was delivered last week by 
Senator Wallace Bennett, Utah Re- 
publican and chairman of Bennett 
Motor Co. (Ford), Salt Lake City. 

Bennett suggested that the bill 
might more appropriately be 
called “the case of the cross-eyed 
credit controls,” “nonsense and 
non sequitur” or even the “hid- 
den trick” bill. 

Bennett maintained that: 

1. The language of the bill con- 
ceals its true purpose. 

2. It may also conceal an anti- 
business bias. 

3. The “lurid examples” involve 
fraud and are punishable by local 


law. 
* * * 


OUR. It is unenforceable “with- 

out also setting up and using 
vast new Federal powers to change 
the whole pattern of our present 
system of using credit in retail dis- 
tribution and to fix prices on every 
commodity and service in every 
town in the United States.” 

5. There is no justification on 
the Federal level because of state 
laws. 

6. There is doubt of the bill’s 
constitutionality. 

Bennett began by addressing 
himself to a premise in the Douglas 
bill—that “economic stabilization is 
threatened when credit is used ex- 
cessively for the acquisition of 
property and service.” 

This is “at best highly debatable,” 
he said, and added that the Federal 
Reserve Bank, chosen to administer 
the bill, has refused to commit it- 
self. 


* * * 
HE inference of excessive credit 


should be removed, Bennett 
(Continued on Page 46, Col. 1) 





output, however, was 11.1 percent 
below the comparable week of 

1960, when 142,303 cars were 
built. 

No makes worked overtime last 
week, At the other end of the ledger 
were Imperial, which was filling 
lines at the Chrysler plant in De- 
troit, where it will be built begin- 
ning today (May 8), and the Buick- 
Oldsmobile-Pontiac field plant at 
Linden, N. J., which was shut at 
press time by a strike, Oldsmobile 
worked four days at Lansing last 
week, All other auto-building plants 
in the U. S. worked five days last 
week. 

* * * 

Tos low-price standard group, 

with both Chevrolet and Ford 
reaching highs for the year, took 
45.1 percent of total industry out- 
put last week on an estimated 
57,050 cars. A week earlier, the 
group picked up 39.9 percent on 
45,768 assemblies. 

Chevrolet turned out an esti- 
mated 30,100 standard-sized cars 
last week to top its previous high 
of 28,675 units built two weeks 
ago. Ford’s 18,900 assemblies last 
week surpassed its previous high 
of 17,043 cars built during the 
week ended April 22. 

The compacts, with Falcon ac- 


(Continued on Page 47, Coil. 1) 
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NADA Task Force Completes Factory Round— 


Members of the Task Force of the Natignal Automobile Dealers Assn. 


said one Midwest volume operator. 
“If it doesn’t happen in May or 
June, I’m afraid it won’t happen 
this year.” 

Plymouth said last week that the 
improvement in the daily selling 
rate in April over March was the 
greatest it had ever experienced, 
“exceeding by substantial margins 
the increases in 1953, 1955 and 1957, 
the best in Plymouth’s history.” 

* * ok 


F Nepean April’s industry total 
of 460,823 units fell below the 
March count of 478,850, sales in the 
final 10-day period ran at a month- 
ly rate of 540,000. April had two 
fewer selling days than March. 
Domestic-car registrations in 
April a year ago totalled 599,004. 

It was the boom in the closing 
days of the month that stirred 
factory optimism to new heights, 

Compact-car sales were estimated 


Ford Sues Ex-Dealer 
In Good-Faith Suit 


NEW YORK.—Ford Motor Co. 
has filed a counterclaim against 
Alexander Hammend, the attor- 
ney and former Ford dealer in 
the. Bronx who is suing the com- 
pany for $4.4 million under the 
good-faith law. The counterclaim 
is Believed to be the first made 
by a factory against a plaintiff 
dealer. 

The counterclaim and an 
amended answer to Hammond’s 
suit were filed last week in Fed- 
eral District Court here, Ford 
contended in an earlier reply to 
Hammond’s charges that he ac- 
cepted a $77,000 settlement from 
the company after his dealership 
went out of business in 1959, 

Hammond charges that Ford 
overloaded him with new cars, 
insisted on unreasonable sales 
quotas, showed favoritism for 
other Ford dealers in the New 
York area and refused to deliver 
new cars without factory-install- 
ed radios. 
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meet with 


General Motors Corps execitives in Detroit to discuss current dealer problems and to 
ask factory cooperatian in solving them, Standing, from left, are James M. Roche, GM 
distribution vice- -president; iC; Goad, executive vice-president; John F. Gordon, pres- 
ident; Cyrus R. Osborn, executive vice-president. Seated: P. J. Crowley, director, dealer 
relations section; Shefrod &. Skinner, executive vice-president; H. L. Galles jr. (Chev- 


rolet-Oldsmobile-Cadillac), Albuquerque, 


chairman of Task Force 


Committee, and 


James C. Moore, NADA executive vit¢e-president. Sam H. White, Houston Oldsmobile 
dealer and Task Force member, was tnable to attend the GM meeting because of his 
wife's death. The Task Force finished its first round of industry conferences last week 


at Ford and Studebaker-Packard. 





at 160,889, or 34.9 percent of the to- 
tall compared with 165,100 in 
March, a penetration of 34.5 per- 
cent. 

a K * 

HE month’s retail sales total 

undoubtedly would have been 

higher had it not been for a so-so 
closing period for Chevrolet. With 
a dealer contest beginning May 1, 
it was believed that many Chevrolet 
deliveries were withheld from deal- 
er reports near the end of the 
month. 

As it was, Chevrolet reported 
110,600 sales, compared with 110,- 
000 for Ford, Ford apparently ran 
about 7,100 units ahead of Chev- 
rolet in the final 10-day period. 

Corporate penetration in April 
was: General Motors, 46.8 percent; 
Ford Motor Co. 30.0 percent; 
Chrysler Corp., 15.1 percent; Ameri- 
can Motors, 6.7 percent, and Stude- 
baker-Packard, 1.4 percent, 

In general, makers were highly 
gratified by the Apel record. 


_roRe DIVISION said that its in- 
crease in April’s daily selling 
rate over March was the biggest in 
15 years. 
“The auto sales picture .. . has 
broken wide open,” said Lee A. 
_(Continued on Page 4, Col. 1) 


10 Deceptive Ads 
Listed by FTC 


Truth Watchers Cite 
Concern with Problem 


By John K. Teahen Jr. 
Associate Editor 

EALERS and trade association 

officials who have assailed the 
misleading advertising appearing in 
many markets have been assured 
that the Federal Trade Commission 
is keeping an eye on the situation. 

Recent statements by FTC per- 
sonnel indicate that the Govern- 
ment agency is just as concerned 
about the deceptive practices as 
are the auto men themselves. 

A commentary on 10 types of 
questionable ads was offered re- 
cently by Paul A. Jamarik, of the 
FTC staff, at a meeting of the 
Automotive Trade Assn.—National 
Capital Area, 

Jamarik commended the Wash- 
ington dealers on their adoption of 
a code of standards and told them 
that false advertising is “a problem 
of mutual concern to the members 
of your association and to the com- 
mission,” 





co * a 
HERE is Jamarik’s summary of 
what he called “a pattern of 
automobile advertising which seems 
to be deceptive in several] respects.” 

1. Understating the price. Jam- 

arik referred to ads which picture 
a fully equipped model, but men- 
tioned a stripped price. 

“The quoted price for the car,” 
he said, “should include all 
charges for any equipment or ac- 
cessories that are illustrated or 
described in the advertisement.” 
2. Deceptive composites, “This is 

deceptive,” Jamarik said, “because 
it features the picture of a low- 
priced car with a high-priced car 
in such a manner as to lead the 
customer to believe that the higher- 
(Continued on Page 4, Col. 3) 
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Mills Calls for Reexamination .. . 











New Look at Industry Partnership 


SAN ANTONIO, Tex.—In a ma- 
jor address before the Texas Auto- 
mobile Dealers Assn. here today, 
Ben D. Mills, general manager of 
the Lincoln-Mercury Division, pre- 
dicted greater diversity of product 
in response to consumer demand, 
cast an eye on shoddy salesman- 
ship and urged reexamination of 
factory-dealer relations. 

The industry must live with di- 
versity and not fight it, Mills as- 
serted, because the customer de- 
mands it and he is boss. 





On salesmen, Mills cited the mil- 
lions invested by makers and deal- 
ers and then declared: 

“To hang so great an invest- 
ment on such a flimsy peg as 
a poorly trained, poorly motivat- 
ed, undirected and _ underpaid 
salesman is sheer folly. To cor- 
rect this situation is one of the 
most demanding and difficult 
problems before the industry.” 
Here are his remarks on factory- 

dealer relations: 

“I think it’s high time that we 


Chrysler-Minor Suit Sped; 
Ruling Due on Colbert Quiz 


DETROIT.—Chrysler Corp. won 
two motions in a lawsuit against 
a former marketing executive last 
week. The company also asked 
Federal Court here to throw out 
a stockholder’s suit and cancel an 
order under which L. L. Colbert, 
Lynn A. Townsend and K. T. Keller 
are scheduled to give depositions 
to management critic Sol A. Dann. 

In nearby Pontiac, Oakland 
County Circuit Judge Clark Adams 
kept alive an injunction preventing 
Jack W. Minor from disposing of 
his assets in W & M Sales Co. 

Judge Adams also denied a 
Minor motion seeking to dismiss 
Chrysler’s suit to recover half the 
profits made by Minor in W & M, 
which handled certain advertis- 
ing placed by Chrysler divisions. 


The judge gave Minor’s attorney 
10 days to appeal his decisions or 
prepare for trial in the case, which 
resulted after Minor was dismissed 
last September as Plymouth mar- 
keting director because of his out- 
side interests. 

Judge Adams denied a request 
from Minor’s attorney for more 
time in which to decide on future 
action. 

A preliminary hearing in Minor’s 
damage suit against Chrysler was 
delayed until the end of May in 
Wayne County (Detroit) Circuit 
Court. 

Chief Federal District Judge 
Theodore Levin will rule today 
(May 8) on a Chrysler motion to 
dismiss Dann’s suit to delay 
last month’s annual shareholder 
meeting and impound all proxies 
voted on election of directors and 
six resolutions. The company’s 
motion argues that the matter is 
“moot,” since the meeting took 
place and Chrysler agreed to hold 
the proxies. 

Dann has subpenaed Colbert, 


Inspection Clears 
Another Hurdle 
In North Carolina 


RALEIGH, N. C.—The House 
Roads and Highway Safety Com- 
mittee has approved a bill already 
passed by the Senate which would 
restore compulsory auto inspec- 
tions. 

The action brought a prediction 
by Senator Cutlar Moore, sponsor of 
the bill, that it will become law 
despite the fact that similar legis- 
lation has been rejected since such 
an inspection program was wiped 
off the books in the late 1940s be- 
cause of protests from motorists. 

Prior to the House committee ac- 
tion, Rep. James Vogler said the old 
inspection program was a mess be- 
cause of long waits required of mo- 
torists at state-operated lanes, and 
he voted to repeal that law. How- 
ever, he said, the bad features have 
been eliminated from the new pro- 
posal, and he urged his colleagues 
to vote for it. 

The proposed law would require 
annual inspection at licensed ga- 
rages or service stations. The in- 
spection would include brakes, 
lights, tires, horn, steering gear 
and windshield wipers, with an in- 
spection fee of $1 being charged 
for each inspection. 

Seventy-five cents of each fee 
would go to the garage and 25 cents 
to the State Department of Motor 
Vehicles for administering the law 





and for stickers to be placed on the 
ear windshield. 


Keller and other Chrysler leaders 
to give depositions in the Detroit 
attorney’s office tomorrow (May 9). 
Keller gave up the presidency of 
Chrysler to Colbert in 1950, remain- 
ing as chairman of the board until 
1954. Keller is believed to own the 
largest single block of Chrysler 
shares. 

Chrysler maintains that Dann’s 
indicated line of questioning for 
Colbert and Keller is “vague.” 


Chrysler directors also obtained 
a three-week postponement of a 
reply deadline in a New York 
stockholder’s suit filed by Robert 
Markewich. 

Chrysler directors recently re- 
elected Colbert chairman of the 
board and president. Townsend was 
— administrative vice-presi- 
ent. 





Dealer Failures 
Increase to 115 
In First Quarter 


NEW YORK. — Business failures 
by motor-vehicle dealers increased 
to 115 in the first quarter, compar- 
ed with 91 in the previous quarter 
and 54 in the first quarter of 1960, 
Dun & Bradstreet reported, 


Failure by all types of retail busi- 
nesses reached 2,164 in the first 
quarter, up from the 1,867 in the 
previous quarter and 1,803 in the 
first quarter of last year. 

First-quarter failures by dealers 
in automotive accessories totalled 
28, down from the 34 in the previ- 
ous quarter but above the 17 in the 
first quarter of 1960. 

Failures by garages and repair 
shops in the first quarter numbered 
73, compared to 87 in the previous 
quarter and 78 in the first quarter 
of 1960. 

There were 165 failures of gas 
stations in the first quarter, up 
from the 156 in the previous quarter 
and the 130 in the first quarter of 
last year. 


looked right into the heart of our 
partnership and examined our most 
fundamental attitudes toward that 
relationship. ... 

“And if we look closely, and if 
we are honest and frank, I think 
we would have to say that we have 
been growing apart in this business. 
It seems to me that the postwar 
years have been marked by a grad- 
ual deterioration of relationship be- 
tween factories and dealers. 

“Our criticisms of each other 
have seemed to grow more pointed 
and more frequent. There has been 
an effort to legislate solutions to 
our problems and the terms of our 
relationship. The result, I believe, 
is that we have both indulged in 
an increasing self-deception which 
cries for penetrating and perceptive 
analysis. 

“All of our differences to the 
contrary, we are inevitably part- 
ners in this business. This does not 
mean that we will always agree, 
but it seems to me one error is 
more fundamental than all of our 
differences, and that is the error 
of fighting each other rather than 
fighting our mutual business prob- 
lems. In my view, no one can win 
this kind of a battle—we will both 
lose. 

“It strikes me that we should 
look very carefully at the funda- 
mentals which are there whether 
we are conscious of them or not, 
and for a few moments consider 
exactly where we stand. 

“First, we cannot legislate con- 
sumer behavior. We must respond 
to it and satisfy it or we, as an 
industry, will lose ground to those 
who do satisfy it—no matter what 
they are selling. Sometimes our ac- 
tions would indicate that we believe 
the world is bounded by the facto- 
ries at one end and the automobile 
dealers at the other. This is obvi- 
ously far too narrow a viewpoint. 

“The economic world is made up 
of people with dollars to spend and 
they will spend those dollars for 
products which interest them most. 
The automobile is only one of a 
tremendous variety of products 
from which they can choose, In 
a word, we do not own the con- 
sumer—he owns us. 

“Second, we are not in the auto- 

(Continued on Page 43, Col. 1) 





Chrysler Gets Delay 


On Dual-Dealer Reply 


FORT WAYNE, Ind.—Chrysler 
Corp. has obtained until June 1 
to file its formal reply in Federal 
District Court here to Justice De- 
partment charges that Chrysler 
Corp. dealers dualled with Stude- 
baker were coerced to drop the 
Lark franchise. 

The reply by Chrysler original- 
ly was to have been filed by May 
3. No court action on a Govern- 
ment request for a temporary in- 
junction against Chrysler is 
expected until the reply is sub- 
mitted here. 





Business Barometer 


Automotive News Economic Index — 


100.8 Percent of 
97.3 Percent of 


Auto Production 
Truck Production 
Auto Registrations—yYear to date.. 
Truck Registrations—yYear to date. 
Steel Production—Tons 
Paperboard Production—Tons.... 
Soft Coal Output—tons 
Oil Refinery Output—Barrels 
Electric Output—Kilowatt hours.... 
Barometer Freight Car Loadings 
Department Store Sales Index .. 
Stock Market Price Index... 
U.S. Government Spending 
—Fiscal year to date ......... ° 
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Savings Deposits 
Used-Car Prices-—Average 
Business Failures ........... aaa 


Common 
Stocks May3 April 26 
18% 19% 
42%, 44% 
844%, 82% 
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1961 Range 
214%4-16% 
48 -37% 
85-63%, 
47%, -40 5% 


Chrysler... 


$79,686,096,000 


Commercial and Industrial Loans $31,623,000,000 
$35,595,000,000 


Last Week 
Like Week Last Year 
Percent of 


Percent of Like Week 
Last Week Last Year 
91.9 
99.4 


84.4 
91.3 
85.3 
94.6 
84.1 
103.7 
85.4 
95.1 
104.4 
90.5 
98.6 
119.0 


114,529 
24,669 
886,670 
134,754 
1,858,000 
319,809 
7,400,000 
46,774,000 
14,254,000,000 
324,124 
144 

132.1 


104.1 
99.3 
105.7 
98.4 
99.6 
100.7 
110.8 
99.5 


103.7 
102.1 
117.1 
103.2 
113.5 


99.7 
100.1 
103.0 
115.3 


$1,078 
369 


Common 
Stocks 1961 Range 
53 -425% 
44 -32% 
9Y%- 7 

573%, -40Y%, 


May3 April 26 
52 52 
435% 41% 

8 8Y% 

554%, 54% 
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Dealer Depicts Auto Careers— 


“The Changing Automobile Business” is being explained to junior and senior boys 
at Westchester High School by C. D. Colley, president, Colley Plymouth Center, Los 
Angeles, during citywide Career Day at Los Angeles high schools. Colley outlined 
the opportunities in the automobile business to the boys and the training needed. 
He told the students there are more opportunities for automobile mechanics today 
than ever before and that more specialization in this field is needed. 





Sales Down 23 Percent 





Ford Profit Drops 47 Pct. 


DEARBORN.—Henry Ford II, 
chairman, announced Thursday 
that Ford Motor Co.’s consolidated 
net income for the first quarter 
was $76,200,000, 47 percent less than 
the $143,100,000 earned in the first 
quarter of 1960. 

Consolidated sales in the first 
quarter amounted to $1,461,100,000, 
a drop of 23 percent from sales of 

$1,904,900,000 in the first quarter 
of 1960. 

All of the auto companies suffer- 
ed sharp declines in profits in the 
first quarter, compared to the like 
period of last year. Compared to 
Ford’s 47 percent drop, profits were 
off 42 percent at: General Motors 
and 85 percent at American Motors. 
Chrysler and Studebaker turned in 
losses after showing a profit in the 
first quarter of last year. 

Ford said the lower profits in the 
first quarter compared with the first 
quarter of 1960 were the result of 
lower unit sales. World-wide fac- 
tory sales of cars, trucks and trac- 
tors in the first quarter of 1961 
were 654,092 units, 27 percent less 
than in the first quarter of 1960. 

Domestic retail sales of cars by 
company dealers in the first three 
months were 11 percent less than 
in the first quarter of 1960. Domes- 


Trips and Prizes 
Offered by Willys 


In Dealer Contest 


TOLEDO.—Jeep dealers are com- 
peting for vacation trips and mer- 
chandise during a May-June incen- 
tive program, The trips and other 
awards are worth more than $50,- 
000, according to Willys Motors, Inc. 

The contest is based upon dealers’ 
performance against factory-estab- 
lished quotas in all phases of opera- 
tion, including parts and accessories 
and special equipment, according to 
C. M. Ritchey, Willys advertising 
and merchandising director. 

The top awards will be 15 six-day 
vacation trips to Bermuda for two. 
Dealers have been divided into 
three groups, based on sales poten- 
tial, and will compete within their 
own groups. 

Another 120 dealerg will receive 
merchandise prizes. There will be 
15 merchandise prize winners in 
each of the eight Willys sales re- 
gions. 


Rayon Firm United 
With Midland-Ross 


CLEVELAND.—Merger of Indus- 
trial Rayon Corp. into Midland- 
Ross Corp. was approved by the 
shareholders of both companies at 
separate meetings here. 

Frederick L. Bissinger, president 
of Industrial Rayon, will become a 
group vice-president of Midland- 
Ross and will continue to direct the 
activities of the rayon company. 

Terms of the merger agreement 
provide that each of the 1,851,255 
common shares of Industrial Rayon 
stock will be converted into two- 
fifths of a share of Midland-Ross 
common stock. 





tic factory sales of cars by the 
company in the first quarter were 
39 percent less than in the first 
quarter of 1960. 

The sharper decline in factory 
sales than in retail sales caused 
a reduction in dealer stocks in 
the first quarter of 1961, it was 
said. In the first quarter of last 
year, approximately 20 percent of 
the cars produced by the com- 
pany went into increased dealer 
stocks, the company said. 

As a result of the reduction in 
dealer stocks in the first quarter 
of 1961 and an increase in retail 
selling rates, presently scheduled 
car production for the second quar- 
ter is substantially higher than 
first-quarter production and slight- 
ly higher than production in the 
second quarter of 1960, Ford said. 


No-Salesmen Deals 
Seek Action Under 
Bankruptcy Act 


HOUSTON.—Petitions filed in 
Federal Court by Gene Mohr Buick, 
Inc., and Gene Mohr Chevrolet Co. 
have been referred to Thomas B. 
Blanchard, federal bankruptcy ref- 
eree, for arrangements to be made. 

Both firms had operated without 
salesmen for more than two 
months. 

Under federal statutes, companies 
may petition for an arrangement to 
be made by the Federal Court for 
the companies to pay their debts, 
an arrangement which usually in- 
cludes continued operation of the 
business; or they may petition for 
the court to declare the company 
bankrupt, and have a federal ref- 
eree handle the liquidation. 

E. A. Mohr, president of the cor- 
porations, stated in the petitions 
that the companies were unable to 
pay their debts and asked that ar- 
rangements be made under the 
Federal Bankruptcy Act. 

The Chevrolet company owes 
$352,840 to a total of 206 creditors, 
it was stated, and has assets of 
$198,194. The Buick company owes 
$146,751 to 168 creditors, and has 
assets of $146,237. 

When the no-salesmen experi- 
ment was inaugurated, a spokes- 
man said it was designed to cut 
overhead expenses, save the cus- 
tomer the sales talk and commis- 
sion and provide cars at lower 
prices to the public. 

Each vehicle carried two prices— 
the sticker price and Gene Mohr’s 
—and there was no haggling. Four 
executives—general sales manager, 
new and used-car managers and 
the fleet sales chief—handled clos- 
ings and made arrangements for 
demonstration rides. 

One retailing observer said the 
operation met with only paradoxi- 
cal success—plenty of customers 
but no one to close the deals. 

At the time the plan was intro- 
duced Gene Mohr Chevrolet had 11 
salesmen, and Gene Mohr Buick 
has eight, the spokesman said. 
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EALERS have been going 

through something of a soul- 
searching experience in connection 
with the task-force hearings. 


For some, this is just so much 
more talk about the dealer trou- 


bles. Others, however, are con- 
scientiously seeking the reasons 
behind the ruinous situation in 
the auto retailing field and are 
willing to face up to the prob- 
lems. 

This is not usually the case, how- 
ever. As a general thing, the idea 
is to point to the faults of the 
other fellow—the factory field men, 
the factory brass, the stimulator 
dealer, the discount house, the in- 
dependent dealer. 

* * * 


Beating the Beasts 


HESE are the “black beasts” of 

the franchised dealers. The cus- 
tom of whipping them in such pe- 
riods as this may have certain 
therapeutic value, similar to that of 
a wife who keeps from going nuts 
by blasting her husband. 

But whipping the standard whip- 
ping boys is not going to effect any 
real cures in the auto retailing in- 
dustry. 

This can be done only by re- 
moving the taboos, which serve 
as blindfolds, and facing our- 
selves as we are in relation to 
the job we are assigned to do. 
This is not easy. Self-examination 

is always a trying experience. It 
hurts to look at our own sins. But 
it is also the way to self-improve- 
ment. 

There are some who think they 
can keep the taboo subjects locked 
away in the closet. They have not 
fully gauged the temper of the 
times. The housecleaning is com- 
ing. It is just a question of who 
does the housecleaning. 

* * * 


Source of Reform 
ans urge dealers to clean their 
own house before someone else 
steps in. We wonder about this. Can 
dealers clean their own house? In 
seeking reforms, dealers always run 
into their own passions. They are 
too deeply involved. 

It is noteworthy that in the 
early days most of the Greek 
towns had foreigners draw up 
their laws. The code of Geneva 
was drawn up by John Calvin, a 
Frenchman. 

The outsider is above the pas- 
sions of the trade, and it may well 
be that dealers, while initiating re- 





Title Certificate Bill 
Dies in Minn. Senate 

ST. PAUL.—By a vote of 7 to 6, 
the title certificate bill sponsored 
by the Minnesota Automobile Deal- 
ers Assn. died in the Civil Admin- 
istration Committee gf the Minne- 
sota Senate. 

The MADA plans to introduce the 
bill again at the 1963 legislative ses- 
sion. 
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forms, will have to look to out- | 
siders to draw them up. 


* * * 
W. PUT the dealer public rela- 
tions problem up to William H. 
Mitchell jr., Chevrolet dealer in the 
Boston area who heads up public 
relations and advertising ethics for 
the National Automobile Dealers 
Assn. 

Mitchell is a spunky, hard-hitting 
dealer who has that toughness of 
character and dedication to truth 
so often associated with the New 
Englander. His persistence in 
speaking up for what he believes 
irks his fellow NADA leaders at 
times, yet there are many dealers 
who consider him one of the most 
healthful influences in the auto re- 
tailing field today. 

In reply to a direct question, Mit- 
chell asserted: 

“The public image of the deal- 
er will never be improved until 
dealers face up to the problems. 
Among the foremost of these are 
the illegitimate finance prac- 
tices,” 

Many dealers feel that this is an 
area in which fall most of the com- 
plaints against dealers. As the busi- 
ness stands today, the finance re- 
serve often makes the difference 
between profit and loss for the 
dealer, so even reputable dealers 

are reluctant to look into this area 
too closely. They feel that the legi- 
timate finance reserve, or commis- 
sion for selling the finance insur- 
ance package, may be jeopardized 
if too much light is shed on finance 
practices, even though they do not 
condone the unconscionable prac- 
tices of some who take the custom- 
er for everything they can get away 
with, 

Some dealers point out that fi- 
nance practices are worst in con- 
nection with used cars, and this 
hurts the new-car business, for it 
depends on movement of the used 
cars. 





* * * 
Competition in Deception 


a, area of soul-searching 
concerns the so-called historical 
discount on new cars. The margin 
for haggling permits competition to 
see who can give the cars away for 
the least (and you can give it away 





| for less if you neglect the quality 


aspects of the business), and com- 
petition to see who can be the most 
deceptive in prices. 

Bad pricing and bad public re- 
lations go hand in hand. A dealer 
who does a good job preparing 
ears for delivery and servicing 
them after delivery has to get 
more out of a car than the dealer 
who takes the cars off the haul- 
away, gives them a wash and 
polish, and sells them. And when 
the reputable dealer prices - his 
car at a reasonable markup, and 
the deceptive dealer advertises a 
phony price that appears to be 
lower, the reputable dealer looks 
like a cheat in the eyes of many 
who get his price. 

Shouldn’t dealers look into this 
problem? Is it not possible that the 
millions who want to buy cars 
today do not want to go through 
the outmoded horsetrading prac- 
tices of an earlier day? 

* 


The Assets 


Gane are the most-wanted prod- 
ucts of American industry. In 
the concept of personal mobility, 
they are tied to man’s search for 
freedom. They give wings to his 
dreams. 

The industry is a great one. 
Auto dealers as a whole probably 
have made greater investments 
than any retail group. Among 
their number are many, many 
fine merchants. 

They deserve a better public 
image. They will get one only when 
they face up to the reasons they 
have the present image. 

Might it not be time for auto 
dealers to move forward in this 
area by launching real studies into 
how they stand with the public and 
how they can improve their stand- 
ing? Once these are completed, 
dealers can move ahead, 








FTC Names Wheelock 
Executive Director 


WASHINGTON.—The appoint- 
ment of John N. Wheelock as 
executive director of the Federal 
Trade Commission has been an- 
nounced by Paul Rand Dixon, 
FTC chairman. 


A career employe, Wheelock 
has been with the FTC since 
1937. He has had wide experience 
in both the antimonopoly and an- 
tideceptive practice work of the 
commission and has held numer- 
ous posts within the agency, in- 
cluding that of legal adviser and 
assistant to the chairman. 
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Dollar-Volume Test a Blow .. . 





Wage-Hour Bill Passes 
With Dealers Exempt 


WASHINGTON.—The new mini- 
mum-wage law —despite grumbles 
and loud complaints intended part- 
ly for the ears of constituents— 


strong as he wanted. And it cer- 
tainly was no unconditional sur- 
render on the part of Congress. 


For car-dealer associations, the 


seems to represent fairly well the| new law provides their immediate 


views of Congress. 


Best proof is the vote margins: 
In the Senate, 64 to 28; in the 
House, 230-196. For the President, 
it means victory, but not as 








Task Force in New Orleans— 


Among those at the speakers’ table at NADA’'s Task Force meeting in New Orleans 
were, from left, R. E. Bickelhaupt, member of the hearing team; unidentified speaker, 
and W. N. Neff, member of the hearing team and NADA secretary. 





Cooper Points to Irony: 
No Profit in Car Selling 


By Dennie Hall 
Staff Correspondent 


NASHVILLE, — Dealers of the 
world’s most wanted possession are 
making no profit, the Tennessee 
Automobile Dealers Assn. conven- 
tion was told by Walter B. Cooper, 
president of the National Automo- 
bile Dealers Assn. 

There must be something 
wrong, Cooper said, when retail 
dealers across the nation make 
only one-half of one percent prof- 
it and car manufacturers make 
10, 12 or higher percent of profit 
selling cars to dealers. 

“We have a product people will 
go without food and clothes for— 
the most wanted possession in the 
world—and yet, we dealers make no 
profit,” Cooper said. 

“Something has to be done about 
this.” 

Cooper also cited statistics show- 
ing 260 car dealers went bankrupt 
last year while thousands gave up 
their franchises because they 
couldn’t make any money. 

“Ten years ago,” he said, “we 
had 40,000 dealers. Now that figure 
has dropped by some 10,000 deal- 
ers,” 

Charles Reed, Memphis, was 
elected TAA president. Other of- 
ficers are secretary -treasurer, 





Moore to Address 
Michigan Dealers 


DETROIT.—James C. Moore, ex- 
ecutive vice-president of the 
National Automobile Dealers Assn., 
will address next month’s conven- 
tion of the Michigan Automobile 
Dealers Assn. The parley is sched- 
uled for June 15-17 at the Statler- 
Hilton Hotel here. 

Also on the program are Warren 
King, Life magazine automotive 


| merchandising manager, and Har- 


old D. Draper sr., NADA business 
management consultant. Draper, of 
Saginaw, Mich., is a retired Chevro- 
let dealer. 

Another session, titled “Broaden- 
ing the Base,” will be devoted to 
methods of increasing dealers’ 
profits. Two Detroiters are co- 
chairmen of this year’s convention. 
They are Bill Hermann (Rambler) 
and Ed Roney (Dodge). 








Ivan Potts, Shelbyville; and re- 
gional vice-presidents, Houston 
King, Nashville; Guy Henderson, 
Ripley; Fred Michie, Jackson; 
Foy Bryn, Murfreesboro; Stokley 
Doster, Chattanooga; George 
Terry, Oneida, and Robert Loon- 
ey, Tri Cities. 

Cooper told the delegates that the 
auto business is picking up and that 
he thought that was a good sign 
for the economy, since “the auto 
business is the backbone of the 
economy.” 

“As far as the image of the auto- 
mobile dealer goes,” he said, “I’m 
tired of the general opinion that 
car dealers are crooks, hoodlums 
and the like. In smaller communi- 
ties, the car dealer may be the 
mayor or civic leader. 

“The dealer who leaves a bad 
impression is in the small mi- 
nority.” 

At the closing luncheon session 
dealers heard public relations and 
marketing discussed by James Met- 
calfe, Metcalfe Publications. 
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“For 


bank”. . 


sults on membership renewals . 


Executives. 





On the House... 


Even before my May 1 column on discounts hit 
the streets, I received a letter from James Harger, 
Volkswagen dealer in Flemington, N. J., advocating 
a drop in dealer discounts to 18 percent in a move 
to improve the dealer image. “A realistic suggested 
retail price behind which a dealer could stand, 
with elimination or reduction of ‘giving in’ or 
‘knuckling under,’” declares Harger, “would be a 
basic start toward winning public confidence and 
respect” ... Henry Miller, Buick dealer in Wayne, 
Pa., suggests that factories set a flat dollar rate 
on new cars... 
instance,’ Miller says, “a car costs me 
$3,000. Let the factory put a $3,300 list price on the sticker, hold 
back the $300 and return it to me on the first of the next month. 
When making a deal a dealer would give the actual wholesale 
value for the used car and know that he had $300 in the factory 
. Do you have a suggestion on the subject? . 
A. Dana, auto pioneer, was feted at big New York City party on 
his 80th anniversary recently ... Tom Frost (Ford-Mercury), War- 
renton, Va., celebrated his 40th year of association with Firestone 
with three-day open house; gave away 1,000 azaleas... 
Washington State and Nebraska associations report excellent re- 
. . Dealer E. F. Cave elected director 
of Metropolitan Washington board of trade... 
secretary of Ohio dealer group, named director*of Ohio Trade Assn. 





goal, but not in the terms they 
wanted, 

The Conference Committee, set 
up to iron out differences between 
the conflicting Senate and House 
measures, exempted completely 
from wage-hour coverage all em- 
ployes of car, truck and farm im- 
plement dealers (calculated at 
about 400,000). 

The House conferees said they 
fought for this, but Senate con- 
ferees acknowledged that they 
planned to give on this point at 
the time the car-dealer amendment 
failed to materialize on the Senate 
floor. 

Senator Clinton Anderson, New 
Mexico Democrat, had prepared a 
dealer-exemption amendment but 
felt it was unnecessary. 

Both the National Automobile 
Dealers Assn. and the National 
Independent Automobile Dealers 
Assn. advocated a law based on 
the so-called constitutional test 
of interstate commerce. 

In the House, they backed the 
Kitchin-Ayres substitute (which did 
pass the house). It would have pro- 
vided coverage for retail establish- 
ments with five or more outlets in 
two or more states, and would auto- 
matically have eliminated almost 
all car dealers. 

In the Senate, the associations 
backed a proposal (subsequently 
defeated) that would have covered 
retail and service establishments 
operating in two or more states. 
This also would have eliminated 
most dealers except those on state 
borders who actually sold across 
state lines. 

Both national car-dealer associa- 
tions now fear that once the “con- 
stitutional” principle of interstate 
commerce is violated, the gates are 
open for varying the dollar-volume 
test and subtracting exemptions. 

The vote is proof that the legis- 
lators knew that they had to ac- 
cept this bill or get none this year 
and probably not this session. 

The new law provides coverage 
for retail and service establish- 
ments doing an annual gross sales 
volume of $1 million, tacks on an 
“inflow” test—of goods actually 
crossing state lines of at least $250,- 
000 — limits coverage to employes 
who handle a product in interstate 
commerce, and eliminates any re- 
tail unit with annual gross sales 
of up to $250,000. 

For already-covered workers, the 
maximum hourly rate is $1.15 dur- 
ing the first two years and $1.25 
thereafter. 

For newly covered workers (3.6 
million), the law provides $1 an 
hour during the first three years, 
$1.15 the fourth year, and $1.25 
thereafter. They would get no over- 
time pay for the first two years. 
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—Pete WeMuHorr, Editor, 
Automotive News 
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Dealers More Cautious... 
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Spring Boom in Sales 
Hailed by Factories 


(Continued from Page 1) 


Iacocca, Ford Division general 
manager. April results, he said, 
gave “dramatic evidence of a 
complete breakthrough in con- 
sumer buying confidence.” 

Chrysler Corp., meanwhile, said 
its April daily retail rate rose 39 
percent over March. Total corpo- 
rate sales, said E. C. Quinn, sales 
division vice-president, were the 
highest in six months. 

* * + 

UINN said April was “the 

fourth consecutive month to 

show an increase, which adds sub- 
stantial support for our belief that 
the general economic upswing is 
gaining momentum.” 

However, a dealer last week 
commented, “April was our best 
1961 month so far, but they’re 
not breaking down the doors.” 
And a Chicago dealer said— 

probably voicing the opinion of a 
majority of retailers—that “profit 
margin is the big problem.” 

Ford’s Iacocca said Ford Division 
sold almost 4,400 cars during each 
of April’s 25 selling days, or more 
than 300 units per day over the 
sales rate for March. 

* * * 

E SAID that the last time April 

sales showed such a large in- 

crease over the previous month was 
in 1946, the first year of auto pro- 
duction following World War II. 

With introduction of the Falcon 
Futura on April 20, Iacocca said, 
daily Falcon sales jumped to 
more than 1,800 in the final April 
period. This, he said, represented 
Falcon’s highest 10-day selling 
rate in the past 10 months. Stand- 
ard Ford daily sales in the final 
period were the highest for any 
period this year, he said. ; 

Falcon accounted for approxi- 
mately 40,300 of the division’s 110,- 
000 retail sales uring April. 
* 


HEVROLET’S retail figure for 

the month of 110,600 for April 
included 86,700 standard cars and 
23,900 Corvairs. 

This was off sharply from 
Chevrolet’s March total of 146,000, 
made up of 115,000 standards and 
31,000 Corvairs. 

Quinn said Chrysler Corp.’s re- 
tail sales in April totalled 69,584, 
a gain of 29 percent over March 
volume and the highest total since 











last October, when new 1961 mod- 
els were introduced. 

The daily rate in April, he said, 
was 2,783. But for the final 10-day 
period alone, he said, the daily rate 
jumped to 3,360, a 34-percent in- 
crease over the middle 10-day pe- 
riod. 

* * * 

A™ Chrysler Corp. lines shared 

in the April increase, Quinn 
said. He said Lancer was up 58 
percent; Dart, 50 percent; Chrysler, 
40 percent; Plymouth, 33 percent; 
Imperial, 31 percent; Valiant, 28 
percent, and Dodge, 21 percent. 

Byron J. Nichols, Dodge gen- 
eral manager, said Dodge dealers 
sold 27,928 units in April, the 
highest monthly total since last 
October. The 12,527 sales in the 
final 10-day period was the great- 
est volume of any 10-day period 
since last June, Nichols said. 

“We are very pleased that sales 
increases were evenly balanced be- 
tween our four-product line,” Nich- 
ols said. “Of our total sales in 
April, the Dart accounted for 55 
percent; Lancer, 26 percent; trucks, 
14 percent, and Polara, 5 percent.” 

This would work out, in round 
numbers, to 17,800 Darts, 8,520 Lan- 
cers and 1,600 Polaras. 

* * co 
E. BRIGGS, general manager 

* of Chrysler and Imperial Di- 
vision, said, “It was the biggest 
April in Chrysler sales since 1956.” 

He said Chrysler sales totalled 
9,688, while Imperial chalked up 
1,053 deliveries. 

Plymouth enjoyed the best 10 
days, best month of the year and 
progressively increased daily rate 
for six straight 10-day periods, 
said Harry E. Chesebrough, gen- 
eral manager. 

He reported 30,815 Plymouth 
sales in April. On the basis of the 


corporate report, this would be an 
indicated 19,450 standard Plym- 
ouths and 11,350 Valiants. 


There were also 100 DeSotos sold ae 


in April. 

“Significant gains” in April were 
reported for Lincoln-Mercury divi- 
sion in April by General Manager 


Ben Mills. Mills said deliveries in-| 


cluded 10,210 Mercurys and 15,520 
Comets in April. 

Continental sales in the first four 
months totalled 10,964, he said, or 
29 percent above the same period 
of last year. Indicated Lincoln sales 
in April were 2,355, down from 
March’s 2,775. 

* * * 

ONTIAC sales rose 56 percent 
in the final 10 days of April to 
total 38,052 for the best month of 
1961, said S. E. Knudsen, general 
manager. This included 27,572 Pon- 
tiacs and 10,480 Tempests. Sales in 
the last period were comprised of 
12,833 Pontiacs and 4,873 Tempests. 
Buick’s retail sales in April 

numbered 27,741, said Roland S. 

Withers, general sales manager. 

The total was comprised of 19,877 

Buicks and 17,864 Specials. The 

final 10-day period, he said, was 

the best 10-day period in 28 

months, producing 12,388 deliv- 
eries. 

Buick’s April total, he said, was 
its best since 1957 and represented 
an increase of 11.6 percent over 
March. 

April sales for Oldsmobile total- 
led 26,917, the division said, includ- 
ing 21,449 standards and 5,468 F’-85s. 

Studebaker said April retail sales 
amounted to 6,481. an increase of 
7.9 percent over March. 

Rambler, with 11,765 sales in the 
final 10 days. counted 31,006 for the 
month. Rambler delivered 10.436 in 
the middle 10 days of the month 
and 8.805 in the opening period. 

Cadillac reported 12,357 retail 
sales for the month, below the 
13,328 recorded in March. 


Correction 


In its issue of March 27, 1961, 
Automotive News published an ar- 
ticle that a Circuit Court jury in 
St. Louis had awarded $2,310 dam- 
ages against the Old Nash Missouri 
Co. of St. Louis account of fraud 
and misrepresentation to a customer 
that a 1954 car was a 1956 model. 

Upon investigation, AUTOMOTIVE 
News finds that its article was in 
error and that the Old Nash Mis- 
souri Co. of St. Louis was not in- 
volved. No charges of fraud and 
misrepresentation were made 


against the company and no judg- 
ment has been rendered against it. 

AUTOMOTIVE News apologizes for 
the error and regrets any embar- 
rassment or inconvenience that it 
may have caused the company or 
its president, H. B. Pelke, 








Chrysler Gets Military Truck Contract— 


Col. J. E. Johnston, commanding officer, Detroit Ordnance District, presents Thomas 
F. Morrow, group vice-president—Defense and Special Products, Chrysler Corp., a 
contract for the production of 2,400 additional M-37 military trucks. The truck order 
is valued at approximately $10 million and will bring the total number of M-37s 
ordered by the Army from Chrysler since 1949 to more than 80,000 units. Also on 
hand for the presentation ceremony were |. J. Minett, left, Chrysler group executive— 
defense, and G. T. Poirier, seated in the truck, manager of the Dodge truck plant 


where the vehicles will be built. 


‘10 Most Deceptive’ Ads 
Listed by FTC Staff 


(Continued from Page 1) 


priced model 
cheaper price.” 

3. No downpayment. “There is 
nothing wrong with this type of ad 
provided it is true,” he declared. 
“However, I am told that in most 


instances they don’t mean what| 


they say because there are hidden 


conditions or limitations.” 
* * * 


OUR. Tradein allowances men- 
tioning a specific sum for a cer- 
tain model, without noting that the 
offer is based on the condition of 
the car. 

“In this type of situation,” Jam- 
arik said, “the law is very clear— 
the advertiser cannot later explain 
away or qualify the initial contract 
that was secured through decep- 
tion,” 

5. Finance rates. “The rule here 
is very simple,” he said. “Don’t 
quote interest rates in your ad- 
vertisements unless you have in 
mind simple interest per annum 
rates. Any other type of financing 
should clearly describe in lay- 
man’s language exactly what is 
involved,” 

6. Sales “at cost,” “below cost” or 
“at wholesale prices.” Jamarik com- 
mented: “In certain limited situa- 
tions, savings of this nature may 
be true. However, frequent use of 
this technique certainly must strain 
one’s imagination if the dealer ex- 
pects to remain in business for any 
period of time.” 

7. “Bait and switch” ads. “The 
use of the legitimate’ technique of 
‘trading up’ is not to be con- 
demned,” Jamarik said, “but the 








Equipment Maker Wins Ad Award— 


Officials of John Bean Automotive Division, Food Machinery & Chemical Corp., 
Lansing, receive a plaque representing first award in the recent 12th Annual Competi- 
tion of the Associated Business Paper Awards. Accepting the national advertising 
award for their automotive service equipment advertising campaign are Tracy Carrigan, 
second from left, John Bean Division manager; Harry Schaefer, automotive department 
manager, and Art Gerard, advertising manager. The award is presented by Pat Whalen, 
left, vice-president, Jaqua Advertising Agency, Grand Rapids, Mich. The campaign 


was used in Automotive News. 


is available at the| 





use of ‘bait and switch’ tactics 
should be avoided at all costs.” 
* * +: 

IGHT.—Use of inventory num- 

bers in ads in such a manner 
as to indicate that the inventory 
number is the price of the car. 

9. Gasoline mileage claims. He 
noted that in recent months the 
FTC has accepted stipulations from 
four auto makers and one importer, 
in which the respondents were re- 
quired to discontinue making mile- 
age claims in any manner not in ac- 
cordance with the facts. 

10. Guarantees. “If you ad- 
vertise a guarantee,” Jamarik 
said, “you must state clearly and 
conspicuously three things: The 
nature and extent of the guaran- 
tee, the manner in which the 
guarantor will perform and the 
identity of the guarantor.” 

Lack of space in an ad does 
not permit the advertiser to skirt 
these requirements, he emphasized 
and added: “If space does not permit 
the disclosure of all the required 


information, then, space does not! 


permit mention of the guarantee. 

“Thus, for example, the phrase 
‘12 months or 12,000 miles guaran- 
tee’ would not be adequate when 
the guarantee given the customer 
contains conditions or limitations 
not disclosed in that representa- 


tion.” 
oe. 


frLSeWRERe in advertising, the 
dollar gap between compacts 
and low-priced standards continues 
to narrow. The spread is down to 
$100 in some areas and is less than 
$200 in several other markets. 

On a sticker-price basis, Cor- 
vair, Falcon, Valiant and Lancer 
sedans are $289 to $349 less than 
their standard-sized parents, A 
higher dealer discount on the 
standards has helped bring the 
lines closer together at the retail 
level, 

In Houston, Raymond Pearson 
Ford offered Falcons for $1,795 and 
Fairlanes for $1,895. Valiants were 
$1,890 and Plymouths were $1,995 
(both including heater) at Geo. B. 
Doyle, Rochester, N. Y., and Harry 
D. Kellet, Inc., Greensboro, N. C., 
priced a Lancer at $1733 and a Dart 
at $1,880. 

Hine Pontiac, Dallas, helped 
shoppers figure their own deal on 
optional equipment by publishing 
the downpayment and monthly pay- 
ment for several popular acces- 
sories, 

Schoen Pontiac, Rochester, 
staged a “Dollar Days” promotion, 
listing optional equipment at $1 per 
item to customers who purchased 

a new car (with heater) at the 
sticker price. The offer applied only 
to cars in stock. 














NADA Assisting 
Good-Faith Test 


Stage Set on Coast 
For Review of Law 
(Continued from Page 1) 


in support of Chrysler’s position, 
particularly if a constitutionality 
issue is raised during the appeal. 
McLaren sought $480,000 damages 
from Chrysler on grounds that it 
coerced him to accept too many 
new cars at the end of the 1957- 
model season, unduly delayed de- 
liveries of ordered units, paid war- 
ranty claims late and blocked a 


sale of his dealership after he suf- 


fered a heart attack in September, 
1957. 

In pretrial conferences, Chrys- 
ler admitted compelling McLaren 
to take a certain number of cars, 
but said it had forecasts of the 
number he was likely to sell. 
Company attorneys said orders 
from McLaren were filled as 
quickly as possible in view of the 
fact that ’57 models were scarce 
because of a strike and consum- 
er “popularity.” 

Judge Wollenberg, in deciding 
the case, observed that McLaren’s 
franchise had been renewed in 1957 
and had been neither terminated 
nor cancelled when the plaintiff 

went out of business in 1959. 

The judge said there “was a ser- 
ious lack of showing to prove dam- 
ages against Chrysler” ruled that 
the evidence exhibited “a great deal 
of confusion or lack of control of 
the dealer’s business.” 

The judge said that under the 
franchise, Chrysler was not requir- 
ed to take back any cars which 
McLaren was unable to sell, 

In February, 1958, McLaren 
wrote AUTOMOTIVE News that he was 
hopeful that his action against 
Chrysler, now looming as a critical 
test of the good-faith law, “will 
prove to be of some future value 
for dealers who remain in business, 
whether I am successful or not.” 

* 2 * 


IMMERMAN said NADA was 

following a policy on good-faith 
litigation of not intervening before 
a case reached the appellate stage. 
He said it had not been determined 
whether NADA would submit an 
“amicus” brief in the McLaren ap- 
peal. 

In Federal District Court at Bay 
City, Mich., meanwhile, two dealers 
filed good-faith suits against Ford. 
They are William E. Cottrill, Os- 
coda, and Orville Leslie, Tawas 
City. 

Cottrill asked for $664,000, 
charging that Ford failed to re- 
imburse him on warranty claims 
and forced him out of business 
after five years of operations. 
Leslie sued for $1 million dam- 
ages. His complaint also cites war- 
ranty payments as a reason for 
forcing him to sell his dealership, 
Orville Leslie and Sons, Inc. 





Show for Compacts— 


Cutting ribbon to open second annual 
All-American Compact Car Show in Ala- 
meda, Calif., are Karen Snyder, Miss Ala- 
meda; James Taylor, left, Chamber of 
Commerce president, and Richard Schaat, 
vice-mayor. Alameda auto dealers co- 
operated in the three-day show, billed as 
the only one of its kind in Northern Cali- 
fornia. The display was set up in the 
South Shore Center and merchants in 44 
stores held tiein sales. 
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Che of a heal... 


IN ALL THE WORLD! 


And in all the world there is only one BLUE CORAL! The 
BLUE CORAL TREATMENT stands alone . . . Undisputed 
. .. unchallenged leader in the art of preserving, restor- 
ing and beautifying finely engineered automotive finishes! 
But equally significant is BLUE CORAL’S overwhelming 
acceptance by manufacturers, dealers and discriminating 
car owners! This is the true measure of any product's 
merit. Although the demand for BLUE CORAL has grown 
tremendously over the years, the quality has never 
varied. It is always what you expect it to be . .. THE 
WORLD'S FINEST FINISHING TREATMENT FOR THE 
WORLD'S MOST BEAUTIFUL CARS! 


H. D. T.. COMPANY FACTORS, INC. - Creators of the Blue Coral Treatment 
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~H.D.T. COMPANY FACTORS, INC 


WHITE PLAINS, NEW YORK 
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Aim: To Protect U. S. Economy... 





Congressional Eye on Imports 


By Helen Kahn 
Washington Staff Writer 

WASHINGTON. Continuing 
concern with foreign competition 
to American industries is being 
shown in Congress. 

To be sure, there is a hard core 
of congressmen who tend to op- 
pose the growth of the import 
trade for a variety of reasons. 

But now it is becoming clear 
that many individuals, who have 
in the past taken the view that 
it is only through imports that 
foreign countries can get money 
to buy goods from the United 
States, are thinking in terms of 
setting up safeguards to make 
sure that the American economy 
does not suffer as foreigners 
prosper. 

In the minimum wage bill, for 
example, the secretary of labor was 
given the power to look at the im- 
port situation and make a report 
to the President if he finds that 
imports have had an adverse effect 
upon employment levels in the 
U.S 


Ostensibly, this merely confers 
upon the secretary of labor a duty 
(and a power) now enjoyed by 
other branches of the government. 
But there can be little doubt that 
an adverse report by the secretary 
of labor would have a political ef- 
fect far more substantial than 
would a report by the secretary of 
commerce. 

Under the new wage bill’s provis- 
ions, whenever the secretary has 
reason to believe that, in any in- 
dustry subject to the wage law, 
“the competition of foreign produc- 
ers in U. S. markets or in markets 
abroad, or both, has resulted or is 
likely to result” in higher domestic 
unemployment, he must make a 


full investigation of the matter, If 
he finds that unemployment has 
grown, or is likely to, the secretary 
must report fully to the President 
and Congress. 


In the report he 





must include information on the 
“increased employment resulting 
from additional exports in any in- 
dustry” that he believes to be perti- 
nent. 

One approach to the problem of 
foreign trade is embodied in a 
bill introduced by Senator Clair 
Engle, California Democrat. Five 
of his colleagues have joined him 
in co-sponsoring the measure, in- 
cluding the chairman of the 
Senate Commerce Committee, 
Warren G. Magnuson, Washing- 
ton Democrat, and Majority Whip 
Hubert Humphrey, Minnesota 
Democrat. 

This bill would set up a broad 
program of trade promotion serv- 
ices for U. S. exports. Designed to 
enable U. S. sellers to compete on 
more equal terms for foreign sales, 
it would broaden the scope of the 
Commerce Department’s trade and 
information services both at home 
and abroad and set up a compre- 
hensive program to insure export 
credits against both short and long- 
term commercial and political 
risks. 

Heightened promotion of exports 
—including export credit insurance 





Safety Measure OK’d 
In Maryland, Wisconsin 


DETROIT.—A bill requiring 
safety belts in the front seats of 
all ’62 cars sold in Wisconsin has 
been passed by the Assembly, 
while Maryland’s Gov. J. Millard 
Tawes has signed a bill calling 
for automatic turn signals and 
an outside mirror on the driver’s 
side of all cars sold after July 1. 

The Wisconsin measure, which 
has been sent to the Senate, or- 
iginally called for belts in both 
the front and back seats. Similar 
proposals have been rejected in 
prior sessions dating back to 1955. 





Main Convention Topic... 


Virginians Mull Profits 


RICHMOND, Va. — Dwindling 
dealer profits was the topic of at- 
tention here at the annual conven- 
tion of the Automotive Trade Assn. 
of Virginia. 

About 300 dealers and wives at- 
tended the meeting. The conven- 
tion time has been shifted from 
October to April, with the result 
that present officers’ terms will 
not expire until next fall. 

Dealers found business aplenty to 
keep them occupied, with long dis- 
cussions of what many of them call 
the “sick condition” of the industry. 

At the opening session, Walter B. 
Cooper, president of the National 
Automobile Dealers Assn., declared 
that low dealer profit is the pri- 
mary concern of the automobile 
business. 

Cooper, a Chevrolet-Oldsmobile 
dealer in Fort Collins, Colo., said 
that dealers’ profit margins shrank 
from 1.7 percent in 1959 to one half 
of one percent before taxes in 1960. 

He told the delegates that 
NADA’s “task force” has conducted 
24 dealer meetings around the coun- 
try to try to find solutions to the 
profit squeeze. One of these meet- 
ings, scheduled for all major mar- 
keting centers, was held in Rich- 
mond April 19. 

In an interview later, Cooper 


Hartford Dealers 
Preparing Code 


HARTFORD.—A new code of 
ethics is being prepared by the 
Hartford Automobile Dealers Assn. 
under the direction of I, S. Grody, 
Grody Chevrolet. 

Codes of all other states have 
been obtained and studied careful- 
ly, Grody said. Out of these, plus 
additional thoughts by researchers, 
the association hopes to complete a 
“model code” for nationwide con- 
sideration, Grody said. 

It will tie in with the expected 
passage of a bill in the Connecticut 
Legislature covering ethical sales 
and advertising practices, 





said some suggested measures for 
action by the manufacturers 
would be to decrease the number 
of options to ease dealers’ in- 
ventory problems, to increase the 
dealer discount on compact cars 
to the level allowed on standard 
cars and to increase the dealers’ 
allowance on cars sold for driver 
training in schools. 

This last suggestion has already 
been put into effect, he said. 

The manufacturer is just as con- 
cerned as the dealer about the low 

(Continued on Page 47, Col, 4) 


— has the backing of President 
Kennedy. 

As envisaged by its sponsors, the 
insurance program would be pri- 
marily the responsibility of private 
enterprise. A central clearing 
house on export credit information 
would be set up. 

Yet another approach is put for- 
ward in a proposed Orderly Mar- 
keting Act of 1961, introduced by 
Senator Edmund S. Muskie, Maine 
Democrat. This measure is design- 
ed to alleviate the “hardship of 
sudden shifts of trade brought 
about by unfair competitive ad- 
vantages.” 

It is aimed at helping the indus- 
tries that have been “forced to the 
wall by unfair competition.” 

Muskie does not propose “that 
competition between domestic 
and foreign manufacturers be 
eliminated completely.” But, he 
says, unfair competitive advan- 
tages should be avoided wherever 
possible, particularly where they 
are “gained with low wages and 
poor working conditions.” 

The Muskie bill would have the 
Tariff Commission investigate al- 
legations that articles produced 
abroad under substandard wage 
and working conditions are being 
imported “with adverse conse- 
quences for domestic production 
and domestic workers.” 

If the Tariff Commission sustain- 
ed such allegations, the President 
would be asked to have the secre- 
tary of state negotiate three-year 
international marketing agree- 
ments “which would allow the ex- 
porting countries to share in the 
growth of our domestic market.” 

The share allowable to an indi- 
vidual country would be based on 
its market position during the 

three preceding years. The amount 
of allowable imports would shift 
annually in accordance with 
changes in the market. 

To car dealers, this may sound 
like remote foreign policy prob- 
lems. In today’s political economic 
climate, it could move close to 
home rather quickly. 

Both President Eisenhower and 
President Kennedy have stressed 
the need to cut the short-term out- 
flow of gold from the U. S., and to 
bring the country’s international 
accounts into better balance. 

In the popular mind, the out- 
standing “growth” import in re- 
cent years is automobiles. To 
some extent, this has certainly 
been helpful to dealers in creat- 

| ing public interest, and it may 
| have helped sales for dealers. 

| The other side of the coin is that 
|imported autos could be a prime 
target for public disapproval if 
there should be a turn in public 
sentiment. (Incidents of this kind 
have already been reported in parts 
| of the U.S.) 

Prospective congressional activi- 

(Continued on Page 46, Col. 4) 





Ohio Dealers Name Officers and Trustees— 


Trustees and officers of the Ohio Automobile Dealers Assn. are, from left, front row: John Grimley, Toledo; T. D. Peffley, 
Dayton; Ray Walker, Newark; C. R. Hassan, Cincinnati, and D. Nelson Banham, Toledo. Second row: Edward L. Glockner, Ports- 
mouth, secretary; LaVern Pickering, Grafton, treasurer; James S. Cole, Warren, second vice-president; W. J. Sander, Cincin- 
nati, retiring president; William F. McCoy, Wilmington, president; John L. Rodenfels, Cleveland, first vice-president; G. G. Russell, 
Cincinnati, and Claude Flesher, Sandusky. Third row: George H. Woodworth, Columbus; Robert R. Kihm, Hamilton; Charles S. 
Fuller, Cleveland; Philip A. Snyder, Cleveland; Robert Wagner, Sidney; W. C. Ingram sr., Mansfield; Mike Turk, East Liverpool; 
L. F. Donnell, Youngstown; D. Ford Bailey, Painesville, and John T. Glackin, Mt. Vernon. Back row: Jack Schmidt, Columbus; 
Alden Laibe, Orrville; Cliff Dunn, Curtice; Glenn Teegardin, Troy; Frank E. Williamson, Marietta; Chester C. Adams, Cadiz; Joe 
Conn, Cuyahoga Falls; Thomas C. Bruney, Cambridge; Thomas W. Conner, Lima, and M. R. Purdy, Van Wert. See story Page 43. 


Late Report... 


Used-Car Market 


The overall average price of used cars sold at wholesale auction 
increased $47 last week to $1,078, according to Automotive News 


index. That was the highest price recorded since the index of 


Feb. 6. 


Larger-than-ordinary increases of $143 on ’6ls and $115 on ’59s 
helped push up the overall average, although ’54s went up $29, ’58s 


advanced $4 and ’55s climbed $1. 


Only losses recorded were $6 on ’56s, $17 on ’57s and $24 on ’60s. 

At a group of representative auctions last week, the sales ratio 
was 75.3 percent, compared with 73.5 percent a week earlier, This 
was the highest level attained in five weeks. 

Auction reports begin on Page 24. 





Incentive Contests Blossom 
With the Spring Weather 


PRING incentive contests went 

into effect last week for Chrys- 
ler, Imperial, Plymouth, Dodge, 
Chevrolet, Mercury and Comet deal- 
ers, Some were new; others were 
extensions of programs that expired 
April 30. 

The Chrysler, Imperial, Plym- 
outh and Dodge programs involve 
rebates for dealers under speci- 
fied conditions, and Dodge also 
has extended its Golden Key plan 
in which salesmen may win mer- 
chandise prizes, 

The Mercury-Comet event in- 
cludes dealers, sales Managers and 
salesmen. It marks the first time 
that Comet has part in an incen- 
tive campaign since the car was 
introduced in March, 1960. 

Chevrolet’s annual May-June 
contests will be conducted on a re- 
gional basis, with the terms differ- 
ing from area to area. 

Following is a summary of the 
programs: 

* * * 


Chrysler-Imperial 


os bonus plans have been ex- 
tended through May 31. 

Dealers will receive $75 on new- 
car sales if the tradein is a ’57, ’58 
or ’59 Chrysler Corp. make. There 
is also a $75 payment for sales of 
new cars built prior to Jan. 1, 1961. 

It is possible for a dealer to col- 
lect both bonuses on a single sale. 
Thus, the sale of a pre-Jan. 1 car 
on which a ’58 Chrysler make is 
traded would be worth $150 to the 
dealership. 

* * * 
Plymout 
JDLYMOUTH also has extended to 
May 31 the $75 payment on new 

cars built prior to Jan. 1, 1961, and 
the $75 award on sales of stand- 
ard-sized Plymouths which involve 
the tradein of a 57, ’58 or ’59 Chrys- 
ler Corp. make. 

Valiant rebates during May are: 
$40 on sales of V-100 models and 
$25 on sales of V-200 models. 


Dodge 


ppeeAtEs of $25 to $85 per car 
are offered for performance 





against quota. All new ’60 and ’61 
models are included. 

Dealers will receive $25 for sales 
between 60 and 80 percent of quota; 
$60 for sales between 80 and 100 
percent of quota and $85 per car 
for sales in excess of 100 percent 
of quota. The payments are not 
retroactive. 

Continuing till the end of this 
month is the $75 payment for sales 
of new cars built before Jan. 1, 
1961. 

Dodge has extended through 
May 31 the Golden Key merchan- 
dise-point awards for salesmen. 
Lancers are worth 2,000 points; 
Darts, 3,000; Polaras and trucks, 
4,000. 

Also extended until May 31 is the 
additional point bonus for sales of 
two-door hardtops. 

* * + 
Mercury-Comet 


—— participating in the 
Mercury-Comet May-June cam- 
paign will develop incentive pro- 
grams to be used in their own deal- 
erships. They will contribute $7 per 
car to the prize fund, and the fac- 
tory will match that amount. 

If a dealer meets his May-June 
quota, the factory will contribute 
an additional $7 per car. 

Dealers and sales managers 
are competing for 175 trips to 
Bermuda, Dealerships in each of 
Mercury’s 21 districts have been 
divided into groups. 

In the top two volume groups in 
each district, the dealer and sales 
manager of the winning dealership 
will each receive a trip. In the 
other groups, the winning dealer- 
ship will get one trip. 

* * * 


Chevrolet 


ig! THE North Central region 
(Detroit, Flint, Cleveland and 
Buffalo zones), there are awards 
for Chevrolet salesmen at the zone 
and dealership levels. 

Dealers will share the cost of 
the program with the factory, but 
each dealer’s contribution will be 
used for an incentive campaign 
in his own dealership. 

At the Zone level, salesmen have 
been divided into groups. They will 
receive selling points for deliveries 
of new and used cars and trucks. 
The five men in each group amas- 
sing the highest total of selling 
points will be awarded merchandise 
prize points, 


L-O-F Continues 
As Main Source 


Of GM’s Glass 


TOLEDO. — Libbey-Owens-Ford 
Glass Co. will continue in 1962 as 
the largest supplier of General Mo- 
tors automotive 
glass require- 
ments, George P. 
MacNicho] jr., 
L-O-F president, 
announced. 

MacNicho] said 
that contracts 
had been signed 
by L-O-F with 
Fisher Body Divi- 
sion for glass re- 
quirements on the 
’62-model run and G. P. MaecNichol 
also announced that L-O-F would 
continue as the sole supplier of 
automotive glass to Fisher Body 
through the ’61-model run. 

For the first time Pittsburgh 
Plate Glass Co. has received a por- 
tion of GM’s glass business, starting 
with ’62 models. 
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Brand Names Foundation Announces... 


RAMBLER DEALERS 
NAMED AUTOMOTIVE 
RETAILERS OF THE YEAR 






1960 Automotive 
Brand Name Retailer 
Of The Year— 
LIPMAN MOTORS, INC. 
Of Hartford, Connecticut 


Winner of first place award among all 
automotive dealers for outstanding 
Brand Name promotion. 





Morris Lipman, President 
Lipman Motors, Inc., Hartford, Connecticut 


FOLLESTAD RAMBLER, INC. 
Of Everett, Washington, 
3rd Place Winner 


Winning third place among all new 
car dealers in the nation for 1960 
Brand Name Promotion Activities was 
Follestad Rambler. 


These Honors Are Further Proof That 
RAMBLER DEALERS 
LEAD IN EXCELLENCE, TOO! 





W. G. Rodland, Pre 
Follestad Rambler, Inc., Everett, Washington 





AMERICAN MOTORS CORPORATION 
14250 Plymouth Road—Detroit 32, Michigan 





ler World Standard Of Compact Car Excellence 
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Move to Speed Up Cases... 


NERB Field Offices 
Get Broader Powers 


HE National Labor Relations 

Board is delegating to its 28 re- 
gional directors broad decision- 
making powers and duties in proc- 
essing employe _ representation 
elections in a move to speed the 
handling of labor cases. 

These powers have previously 
been exercised only 
by the five-member 
board in Washing- 
ton. The delegation, 
effective May 15, will 
enable the board to 

speed its decisions on the increas- 
ing number of other labor-man- 
agement cases. 

The decentralization will mean 
less delay in the NLRB-conducted 
elections held to determine whether 
workers who are targets of organ- 
izing drives want a union to repre- 
sent them. 

For any representation petition 
filed on or after May 15, the re- 
gional directors will have author- 
ity to decide whether a question 
of representation exists, to deter- 
mine the appropriate collective 
bargaining unit, to direct an elec- 
tion to establish whether the em- 
ployes wish to be represented by 
a particular union for collective 
bargaining, and to certify the 
union if it wins the election. 


The directors also will be empow- 
ered to make findings and issue 
rulings on supplemental matters 
arising from elections, such ag ob- 
jections and challenged ballots. 

Actions taken by regional direc- 
tors under this delegation will be 
final, subject to review by the board 
in Washington on restricted 
grounds. 

* * + 

_ delegation order covers not 

only employe petitions to select 
a union representative, but also 
employer petitions questioning rep- 
resentation, employe petitions to 
decertify unions and petitions to 
rescind union security authoriza- 
tion. 

In announcing the delegation, 
Frank W. McCulloch, NLRB 
chairman said, “This delegation 
of decision-making and other 
powers by the board to its re- 
gional directors promises to be 
one of the most far-reaching 





Smoke-Emitting Vehicles 
Face N. Y. Crackdown 


NEW YORK.—Under an order 
issued by Police Commissioner 
Michael J. Murphy, summonses 
will be given to operators of all 
buses, trucks and autos that emit 
unnecessary smoke. 

The Department of Air Pollu- 
tion has reported that in the last 
five years the carbon monoxide 
content of the city air has in- 
creased from 1.40 parts per mil- 
lion to 3.50 parts. Other air pol- 
lutants have remained about the 
same or dropped slightly, it was 
said. 








‘Dealer of Year’ Celebrates— 





steps the board hag ever taken 
with respect to its election cases. 


“It should provide a major speed- 


up in NLRB case handling in line]: 


with the policy of President Ken- 


nedy for independent regulatory 


agencies, 

“By relieving the board of a sub- 
stantial part of its total case load 
in the future, the new plan will 


free the board to reduce its large 


backlog and dispose of its other 


cases involving unfair labor prac-| ' 


tices more promptly and carefully.” 
* * * 


N OTHER action, the NLRB has 
ordered representation elections 
among new and used-car salesmen 
at three dealerships in San Fer- 
nando, Calif. 

The salesmen at Fisher-Hess 
Pontiac Co., Wood Motor Co., Inc, 
(Cadillac), and Stolks Lincoln- 
Mercury, Inc., will vote for or 
against representation by Team- 
sters Local 376. 

In Bronx, N. Y., United Auto 
Workers Local 259 was certified as 
the bargaining agent for a unit of 
shop employes at Gerhard Motors, 
Inc. (Mercury). The employes voted 
6-to-4 for the union. 

In Lynnbrook, N. Y., the NLRB 
certified the results of an election 
in which service employes at Rupp 
Chevrolet Corp. voted 17-to-15 
against UAW Local 259. 

In Banning, Calif., service em- 
ployes at Gilchrist Chevrolet Co. 
voted 6-to-1 against representation 
by the International Assn. of Ma- 
chinists in an election conducted 
by the NLRB, 

OK * ok 
ir THE rubber industry, General 

Tire & Rubber Co. and Seiber- 
ling Rubber Co. reached new two- 
year agreements with the United 
Rubber Workers, providing wage 
increases and more generous vaca- 
tion and holiday provisions, 

Both agreements followed gen- 
erally the pattern of wage in- 
creases and work rule changes 
written in the union’s new con- 
tract earlier with Firestone Tire 
& Rubber Co. 

The General Tire contract pro- 
vides a 7%2-cent hourly increase for 
hourly-rated tire plant workers ef- 
fective June 19, and an additional 
7-cent hike June 25, 1962, 

Seiberling’s agreement provides 
the same pay raises on the same 
dates. In addition, Seiberling, fol- 
lowing a policy inaugurated in the 
Firestone pact of extending smaller 
advances to nontire workers, grant- 
ed increases of 3% cents an hour 
to workers in its sole and heel plant 
effective June 19, with an addition- 
al four cents June 25, 1962. 

Both contracts, like Firestone’s, 


provide for an eighth paid holiday 


and lowered the service require- 
ments for four weeks’ vacation 
from 25 to 22 years and for three 
weeks from 11 to 10 years. 

Each agreement provides for an 
extension of supplemental unem- 
ployment benefits to 39 weeks from 
26 and increasing maximum pay- 
ments by $5 a week. 





Named Saab “Dealer of the Year" for 1960, Ray Hamrick, at head of table, of Ray's 





Showing the Customer What He Is Getting— 


This pegboard, duplicates of which are being displayed in Dodge dealerships across 


the country, provides ‘8 Reasons Why You Get A Great Deal With Dodge . . . At No 
Extra Cost."" The promotional idea lets the product speak for itself. The eight “reasons” 
shown on the pegboard are: Safety rim wheels, independent parking brake, Torsion- 
Aire suspension, total contact brakes, alternator-generator, pushbutton controls for 
automatic transmission, electrical windshield wipers and Lustre-Bond enamel with 





Auto Sales, Jacksonville, Fla., entertains his staff at dinner as a reward for selling an 
average of a Saab a day during March. “In the face of a supposedly dying import 
market, we simply combined youthful, enthusiastic, honest representation and service, 
both before and after each sale’’ to achieve the sales record, Hamrick said. 





seven-step rustproofing. 





Falvey Quits Autolite Post; 
Two Executives Join Ford 


TOLEDO.—James P. Falvey re- 
signed last week as chairman of 
Electric Autolite Co., and two Auto- 
lite sales executives left the firm to 
join Ford Motor Co. 

Falvey will continue as an 
Autolite director and member of 
the Executive Committee and will 
serve as a consultant. The func- 
tions of the chairmanship will be 
taken over by the president’s 





James P. Falvey 


R. H. Davies 
office, according to Robert H. 
Davies, president. 

Leaving Autolite for Ford were 
Edwin R. Stroh, sales vice-presi- 
dent, and Edmund T. Duffy, re- 
placement sales director. 

Both have joined Ford’s Motor- 


craft Division, Stroh as general 


Volvo Takes Over 


Distributor, Dealer 


Discounts Altered 


LOS ANGELES.—Gunnar Engel- 
lau, president, Aktiebolaget Volvo, 
announced last week -that a fac- 
tory-owned subsidiary, Volvo West- 
ern Distributing, Inc., has taken 
over the assets and distribution 
rights of Auto Imports, Inc., Sher- 
man Oaks, Calif., an independent 
Volvo distributor headed by Eugene 
Klein. 

Sam C. Mitchell, formerly with 
Renault and Chrysler Corp., has 
been named general manager of 
the new distributing firm. 

Officials of Volvo Distributing, 
Inc., Englewood Cliffs, N. J., also 
held a series of meetings to ac- 
quaint West Coast dealers with the 
new organization. 

David Beesley, general sales man- 
ager, announced the new manage- 
ment group and released new deal- 
er net prices which bring Volvo 
dealer discounts in line with those 
of American compacts. 

Dealer meetings were held in 
Los Angeles, San Francisco, Den- 
ver, Phoenix and Portland, Ore. 


Chevy Signs Leiphart 


BUFFALO, — Leiphart Chevrolet, 
Inc., has been franchised to oper- 
ate at 27 Main St., North Tona- 
wanda, N. Y. The new firm is head- 
ed by E. Henry Leiphart Jr., a for- 
mer Toledo Lincoln-Mercury dealer. 
The facilities formerly were occu- 
pied by Begole Chevrolet, which 
closed last year. 


sales manager, automotive and ma- 
rine, and Duffy as replacement 
parts sales manager, 

Motorcraft Division distributes 
replacement parts to the independ- 
ent aftermarket. Last month, Ford 
purchased a battery plant and a 
spark plug plant from Autolite and 
also acquired rights to the Autolite 
trade name and field organization. 

Stroh had been with Autolite 
since 1959. During the preceding 12 
years, he was automotive sales vice- 
president of Holley Carburetor Co. 
Duffy also joined Autolite in 1959. 
He formerly was the sales manager 
of Weatherhead Co.’s Automotive 
Distributor Division. 

Succeeding Stroh as Autolite 
sales vice-president is Earl R. 
Fiene, who had been automotive 
original equipment sales director. 
He joined Autolite in 1960 after 
23 years with Stewart-Warner 
Corp. 

Falvey served Autolite 27 years, 
including five years as president. 
He started with the firm in 1934 
and became industrial relations di- 
rector six years later. He was 
elected a vice-president in 1943 and 
a director in 1953. 

He was president of Autolite from 
May, 1954, to April, 1959. For sev- 
eral months in 1959 and 1960, he 
was on leave of absence while serv- 
ing as deputy assistant secretary of 
defense in Washington. 

After the company’s annual meet- 
ing, President Davies remarked 
that the sale of certain assets to 
Ford will enable Autolite to concen- 
trate on filling the needs of custom- 
ers without competing with them. 

In the past, he explained, Auto- 
lite manufactured and distributed 
parts in direct competition with 
some customers who merchandised 
Autolite parts under their own 
brand names. 

Davies said that the Fostoria 
(O.) plant which Ford bought will 
be able to supply Ford’s original 
equipment spark plug needs, but 
Autolite expects to get a slice of 
the replacement business through 
Ford dealers. 

Spark plug production will be at 
Autolite’s Sarnia (Ont.) plant at 
present, but Davies said tools for 
conversion of the Bay City (Mich.) 
facility have been ordered. 

After selling its Owosso (Mich.) 
facility, the company still has five 
plants in which to produce Autolite 
batteries for the Ford aftermarket 
and batteries for other customers 
to sell under other brand names. 








Earl R. Fiene Edwin R. Stroh 








Beacham Hails 


On-Job Dealers 


Arizonans Told 
They Get the Profits 


TUCSON, Ariz.—Hard work, hard 
selling and “old-fashioned decency” 
seemed to be the core of advice for 
members of the Arizona Automobile 
Dealers Assn. when more than 150 
dealers registered here for their 
14th annual convention. 

Called “. . , our best convention 
yet...” by outgoing President 
Walter D. Bennett, Flagstaff, the 
members started activities with 
election of officers and a Hawaiian 
luau cocktail party followed by a 
luau dinner and water ballet. 

C. R. Beacham, Ford market- 
ing vice-president, said his com- 
pany had figures to show that the 
difference in one dealer’s running 
$200,000 behind and another’s 
surging $300,000 ahead was large- 
ly due to the more successful 
man’s efforts in staying on the 
job and personally conducting ac- 
tivities. 

Speaking at the closing banquet, 
Russell B. Holloway, Oklahoma 
City, mixed humor with a needle 
and suggested “. . . we need to 
abandon ‘the sophisticated notion 
that there is a mechanical or politi- 
cal substitute for ‘old-fashioned’ de- 
cency and hard work.” 

“The auto industry, a barometer 
of the American economy, is in @ 
state of ferment—nearly as bad off 
as the preacher that bought a used 
car and didn’t have the vocabulary 
to run it,” he said. 

Holloway said the auto industry 
is affected by Castro, Laos and man 
in space and “. . . the element of 
uncertainty may be of political in- 
spiration, but it forcefully regulates 
the marketplace.” 

He urged dealers to check their 
relations with their employes and 
staffs, 

“In many cases, the distance 
between the dealer and his em- 
ployes is as great as the distance 
from here to the Congo,” Hollo- 
way said. 

James C. Moore, executive vice- 
president of the National Automo- 
bile Dealers Assn., spoke on recent 
NADA accomplishments and had 
some things to say concerning the 
variety of options, models and 
combinations being offered the 
American public. 

“There is no sense in it,” Moore 
declared, “The American people 
is not that hard to please. 

“Henry Ford got along all right 

(Continued on Page 46, Col, 2) 





Idaho Convention 
Plans Two Studies 
Of Dealer Profits 


IDAHO FALLS, Id.—Two man- 
agement conferences focused on 
profits will be features of the 27th 
annual convention of the Idaho 
Automobile Dealers Assn. to be 
held here May 14-16. 

The conferences, co-sponsored by 
IADA and the National Automobile 
Dealers Assn., will deal with “Ex- 
pense and Profit Control” and 
“Profits Often Overlooked.” 

Principal speakers will be Har- 
old Draper, Draper Chevrolet Co., 
Saginaw, Mich., and a past presi- 
dent of the Michigan Automobile 
Dealers Assn., and Ray Allen, 
Allen Co., Cedar Rapids, Ia., and 
a past president of the Iowa Auto- 
mobile Dealers Assn. 

James C. Moore, NADA execu- 
tive vice-president, will serve as 
moderator for both sessions, He 
also will be a featured luncheon 
speaker on the convention’s second 
day. 

Other speakers will be M. R. 
Darlington, managing director, 
Auto Industries Highway Safety 
Committee, and Fred L. Williams, 
advertising and sales promotion 
manager, Pennzoil Co. 

Scheduled to address a luncheon 
on the third day of the meeting is 
Everett Conover, Colorado Springs 
humorist. His subject will be “Care 
and Feeding of Wives.” 

W. Fisher Ellsworth, Idaho Falls, 
is general chairman of the Con- 
vention Committee. 
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AFTER-MARKET AIR CONDITIONING 
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"TrigiKing| _ 


WITH FINE CAR DESIGN 


Meticulously engineered for quick, easy installation by dealer's mechanic . . . 25° more capacity 


for super-quick whole-car cooling -.. whisper quiet operatian... truly a new concept in auto 


mobile air conditioning for all motordom that can be installed by dealers. 





SPECIAL’ FRIGIKING 
FACTORY-AIR IDEAL FOR COMPACTS 


SPECIAL FRIGIKING 
FACTORY-AIR FOR CORVAIR 


The FrigiKing compact special fits neatly and gives you The FrigiKing “Corvair Special” has a specially 


the built-in factory quality you desire. 
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“QUALITY IS EASIER TO SELL... 


ER INQUIRI 


designed compressor, cooling case and a packaged 
condenser. Undisputedly the best! 


YOU'LL SELL MORE! 
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FRIGIKAR CORPORATION 


HARRY HINES BLVD, 


DALLAS 20, TEXAS 


Discover the difference! 


Dealers have solved their 
problems of air 
conditioning cars in stock 


and made extra profits with 
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FrigiKing 





Se __FRIGIKING’S ADVANTAGES TO DEALERS 


There are a good many reasons. FrigiKing is easy to install in customers’ 
cars after their selection is made from cars dealers have in stock. Too, 
there is good profit in air conditioning with a unit that can be installed 
by dealer mechanics, yet gives customers a factory quality job. There- 


fore, sell car air conditioning as an accessory item. 


FrigtKing means GREATER SALES VOLUME... 
Because dealers can air condition any AVAILABLE FOR YOUR 


new car in stock or customer's present 


car as per availability list. PRESENT CAR 


awry 
= * ca 
FrigtHaing means DEALERS GET FAST eee 
DELIVERY... 
Over 300 distributors and warehouses 
Par igo a alae Peete Buick, 1954-61 ey 
eater requirements... 28-nour emer- PT CE Ly ot eee ET | 
gency shipments via economical air 
freight Chevrolet, 1953-61 Mercury, 1953-61 
e epee : Chrysler, 1955-61 Oldsmobile, 1953-61 
ee S smobile, 
Frigifting means QUICK, EASY, DEALER tT MeL y Packard, 1955-57 
INSTALLATION ... Corvair, 1960-61 aa ee 


Frigit Maing means WARRANTY FOR 12-MONTHS gaan pa Ce 


OR 12,000 MILES, PARTS AND jepkauneesiel Td 
LABOR ’ DeSoto, 1955-61 Studebaker, 1956-61 


paar Dodge, 1955-61 Tempest, 1961 
Another FrigiK rst ; 
ict any debiallaaaeildiu PRES ee Thunderbird, '56-61 


Frigifiing means 3200 SALES AND SERVICE re Oe VET ae Oe 
OUTLETS NATIONWIDE Ford, 1953-61 Tee LL 
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DEALER INQUIRIES INVITED - WRITE, CALL, OR WIRE 


FRIGIKAR CORPORATION 
10858 HARRY HINES BLVD., DALLAS 20, TEXAS 
FLEETWOOD 7-6361 P. O. BOX 13345 


Please check: 



















WARRANTY 


So confident are we of the qual- 
ity and reliable operation of the 
new 1961 FRIGIKING that the 
written warranty to the dealer 
has been extended to one (1) 


[] Have district representative call. 
[-] Send literature on U-2 [] SPECIAL FACTORY-AIR FOR Compacts 
[.] SPECIAL FACTORY-AIR FOR Corvairs [[] Marketing aids brochure. 


year or twelve thousand (12,000) 
miles, whichever occurs first. 


BERT J. MITCHELL 
President 
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Used-Car Notes .. . 





By C. Thomas 
Staff Correspondent 

EL PASO, Tex.—Last summer, El 
Paso Auto Center (Ford) was 
swamped with a $90,000 used-car 
inventory—nearly double the nor- 
mal amount. A five-month sales 
campaign, with bonuses for sales- 
men, pulled the figure down to $45,- 
000 by mid-December. 

“We sell 120 new cars a month,” 
explained Johnny -:Blake, general 
sales manager, “and there are no 
nearby auctions or large used-car 
dealers to act as wholesale out- 
lets. Our inventory can easily get 
out of line, and it sure did last 
summer.” 

When the used-car drive began, 
a salesman who failed to move five 
used cars a month couldn’t remain 
for long with the dealership. 

It’s a policy here that salesmen 
whose take-home pay wasn’t at 
least $500 a month automatically 
washed themselves out. Blake has 
20 regular salesmen who don’t find 
the requirements impossible. 

“A salesman who’s unable to earn 

a living for himself and his family 
couldn’t make a dealer any money, 
either,” Blake declared. 
If a salesman should hit a poor 
month and sell only four used cars 
(56s or later), he gets his regular 
commission. If he sells five or more, 
he gets $25 for each sale. 

Thus, if a salesman sells 10 
used cars—’56s or later—his bonus 
is $250, plus his regular commis- 
sion. 

One salesman, Ray Brown, sold 
21 used cars one month. His four- 
month average was 17, plus his 
new-car sales. Brown is now the 
used-car sales manager. 

Every salesman sells both new 
and used cars. It’s not unusual for 
a man to sell 10 or 12 used cars a 
month, without sacrificing any new- 
car deals. 

For every new or used unit sold, 
the dealer puts aside an extra $5. 


who wash out during the year for- 
feit the money. 

Blake believes the best incen- 
tive programs are those which 
put money in the salesman’s 
pocket. 

“And quotas must be within easy 
reach,” he continued. “Any quota 
that can’t be made in stride, and 
consistently, is frustrating. It will 
defeat its purpose.” 

* * * 


Sheffler Has 2-Level Lot 


now has a two-level used-car lot, 
adding a second level six feet above 
the original property, according to 
Manny Weiser and Mark Dur- 


addition triples the lot’s car area, 
they said. 


* * 


* 
Sadler Opens Lot 


BILOXI, Miss. — E. W. Sadler, 
who has been in the auto business 
20 years, has opened a used-car lot 
at 423 Reynoir St. Dale Martin is 
manager of the lot. 

ok a aK 


Pulley Adds 2nd Qutlet 


To Handle Quaker Cars 


ATLANTA. — Calvin Pulley has 
opened Northwood Auto Sales, Inc., 
5200 Buford Highway, Doraville, 
Ga. He also heads Pulley Used 
Cars, 4919 Buford Highway, Nor- 
cross, Ga. 

Both lots handle one-owner cars 
bought from Quaker Village, Her- 
shey, Pa. 


t ee 


New Quarters for Insco 


DUNEDIN, Fla.—Howard T. In- 
sco, Inc. (used cars), has moved to 
the corner of Bayshore and Michi- 
gan. The firm is headed by How- 
ard Insco, who is assisted by his 
son Bill, L. C. Mitchell and George 
Tom. 


® Portland’s Bud Ward Motor 


Is Purchased by Andersons 


PORTLAND, Ore. — William M. 
Anderson sr. and son, William jr., 
operating as Anderson Motor Co., 
have purchased the stock of 55 au- 
tomobiles and other assets from 














































The salesmen who remain a yearjj 
get this amount on Dec. 20. Those |* 


CLEVELAND.—Sheffler Rambler 


schlag, who operate the lot. The/? 
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How Sales Campaign 
Trimmed Big Stock 


Ave., N. E. 

The son will be the general man- 
ager of this operation and he states 
that it will be a “super-car mar- 
ket,” handling all makes of quality 
used cars, including late models. 

* * * 


Dallas Group Agrees 


On Sunday Closing 


DALLAS.—Members of the Dal- 
las Independent Automobile Deal- 
ers Assn. have agreed to promote 
the closing of their businesses on 
Sundays. 

According to Buster Lyon, as- 
sociation president, closings will be 
on an individual and voluntary 
basis. 


| Bud Ward Motor Co, at 1100 Union 


ee 


Lot in Ashtabula, O., 


Gets 3 New Owners 


ASHTABULA, O.—The Big Lot, 
Inc., hag been purchased from for- 
mer stockholders by Howard Cook, 
Gary Walrath and Oscar Ander- 
son. 

Anderson has been the Ford 
dealer in Jefferson, O., since 1935. 


* 
Oriends Buy Lot 


SYRACUSE, N. Y.—Joe and Tony 
Oriend, formerly associated with 
several new-car dealerships, have 
announced the purchase of Palma’s 
Used Cars at 1510 W. Genessee St. 

* 


Case and Jermyn Open 


Own Operation in Biloxi 

BILOXI, Miss.—Case & Jermyn 
Motor Co. has opened for business 
at 1401 W. Howard Ave. 

Owners are L. E. Case and J. T. 
Jermyn, who have formed a part- 
nership. Case formerly was with 
Pat Sadler Motors for 12 years. 
Jermyn has been in the auto busi- 
ness eight years. 


Solving Inventory— 


Complete paint stock at Cone Brothers 
is kept in this one cabinet, which also 
houses the Tintometer. With a machine 
like this there is no waste of partially 
used paint or cans left with the tops open 
to collect dust and dry out. The painter 
mixes just the amount he needs of the 
shade he has to match and no more. 


Invitation to Customers— 





21 Means Promotion— 

Johnny Blake, right, general sales man- 
ager for El Paso Auto Center (Ford), checks 
Ray Brown's used-car sales record. Brown 
moved 21 units in one month during a 
used-car drive at the dealership. The per- 
formance helped him win promotion to 
used-car sales manager. 


48.5 Pct. of Service Dollar Volume... 


Accent on the Body Shop 





ANAHEIM, Calif. — Cone Bros. 
(Chevrolet) here indicates how im- 
portant the bump and paint busi- 
ness can be for an auto dealer, Of 
the 800 to 900 customer repair or- 
ders which this dealership writes 
a month, the body shop accounts 
for 12 percent of the number but 
48.5 percent of the service dollar 
volume. 

It also is an indication of the 
trend that is showing up more 
each year in dealership service— 
the switch in emphasis that must 
be placed on maintenance serv- 
ices. 


Cone Bros. invites service into 
its shop with the wide entrance to 
the service department that makes 
it easy for customers to swing off 
the street into the order writeup 
section. 

Both Bob Kelsey, the service 
manager, and his assistant are the 
type of customer greeters that 
make the vehicle owner feel at 
home immediately. Their office is 
right at the entrance so that no 
customer has to wait to make his 
wants known. 


There are a total of 11 men in| 


the service department, including 
Kelsey and his assistant, seven line 
mechanics and two lube men. 
Seven men in the body shop are 
under the direction of Foreman 
Bob Hart. Two order writers help 
Kelsey and his assistant take care 
of the customers the minute they 
drive in. 

Cone has two new-car make- 
ready men and two allaround men 
on used-car reconditioning and ap- 
pearance work that is done in the 
body shop. 

Lubrication is still a customer- 
drawing service with Cone Bros., 
where the two lube men do from 
20 to 30 lubricationgs every work- 
ing day. 

The dealership has a customer 
followup system that sends out in- 
vitations and notices of “specials” 





The service entrance to Cone Brothers Chevrolet, Anaheim, Calif., is wide for easy 
entrance and inviting to motorists as they drive along in front of this modern dealer- 


ship in Greater Los Angeles. 


The service manager's office is just to the left of the 


covered writeup area as the customer drives in. 
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NOWHERE 


in the United States 
can you reach 


Weight-S Saving 
Steel I Neri 
By Great Lakes 


PITTSBURGH.—National Steel 
Corp. has announced that its Great 
Lakes Steel Division hag developed 
a “superstrength weigh t-saving” 
steel for the pressure-vessel high- 
way transport and point-of-use 
storage field. 

W. D. MacDonnell, Great Lakes 
president, said the new steel per- 
mits design of truck tanks 32 per- 
cent lighter in weight than when 
fabricated from high-strength steel 
now generally specified. 

The steel also opens new areas 
of opportunity for pressure vessels 
to compete better—with more haul- 
ing and storage capacity for less 
capital investment and overhead— 
with other types and means of 
transport, MacDonnell said, 

He added that by using the 
weight-saving steel, the per-day 
delivery capacity of a typical local- 
delivery L-P gas tank-truck will be 
increased by about 1,200 gallons for 
an 18 percent increase in the num- 
ber of gallons delivered per mile 
travelled. 









newspaper readers in 
a rich, million-plus 
metropolitan area 


to 2,500 owners in the trading area. 
These specials include brake and| 
tuneup “packages” and are offered| 
at least twice each month, 

Last December labor was run-| 
ning $19.94 per R.O. with parts| 
averaging $17.28, indicating that a} 
good job of selling needed service| 
was being done. This ratio of cus- 
tomer labor to parts also indicates 
the quality of the mechanics on the 
line. It shows that they are doing 
a good job of adjustment rather 
than just being “parts changers.” 

Since Anaheim is in Southern 
California, much of Cone’s service 
work is done in “open faced” build- 
ings. In fact, the truck shop and 
the body shop are completely open 
on one side. 

Kelsey has been able to integrate 
his truck service into the shop so 
that his line men work on both 
passenger cars and trucks. 

He told this correspondent that 
the 12-12 warranty has given Cone 
no trouble as he started right off 
using it as a sales tool and ex- 
plaining its provisions to each cus- 
tomer. | 
While Bob Hart, the body shop | 

foreman, stills sends much of his 
heavy frame work outside, he is 
planning on adding some port- 
able body and frame machines 
which will enable him to do more 
of this type of work in the fu- 
ture. They now have two one-end 
portable hoists that he says save 
considerable money and time, 

But Hart claims that their Rin- 
shed-Mason Tintometer is the piece 
of equipment that has saved them 
more and made better profits pos- 
sible. It gives them an immediate 
source for any color of either lac- 
quer or enamel] and has enabled 
them to reduce the amount of paint 


with one newspaper 
at one low cost. 





JOURNAL 


Only eight U.S. cities 
have a bigger-daily pa- 
per than The Journal. 


And in none of these 





inventory they must carry, Hart big markets can you 
said. 

Today all of his paint stock is! 
carried in one steel cabinet in the 
paint shop. The entire stock of | 
paint, including the cabinet, inven- 
tories only $1,000, and yet Cone can 
take care of every conceivable 
paint need from this one basic sup- 
ply. Hart says, however, that it 
pays to have one man do most of newspaper markets re- 
the mixing as the more expert a 
man becomes, the easier it is for 
him to match colors on the first 
mix. 

Despite the fact that Cone keeps buy- lines 
four metal men and two painters 
busy every minute of their 44 hour 
week, they only extend discounts 
on labor to but one insurance com- 
pany, Some 71 percent of their body 
work comes from insurance com- 
panies, while the balance is paid 
for by the customer, 

They make no charge for esti-| 
mates and all body shop men work 
on a 50-50 split in the flat rate the 
same as the men in the main serv- 
ice shop. However, they do sublet} 


get such complete one- 
| paper coverage. 





When picking big 


member the best buy in 


THE 
MILWAUKEE 
JOURNAL 


375,950 daily — 513,647 Sunday 


Member of Million Market Newspapers, Inc 


about $550 per month in frame and | New York «+ Chicago «+ Detroit 
heavy straightening jobs and $350! Los Angeies * San Francisco 
in radiator work. They feel the Ad 2-61 


portable body machines will enable 
them to cut their sublet frame 
work considerably. 
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LAND CRUISER’S GOT IT 





HERE’S WHAT IT MEANS TO DEALERS 


High Profits are yours with the Toyota Land Cruiser because its extra 
Prospects to your 


showroom. Compare the facts of the Land Cruiser with its competitors: 


Horse Power and 


other advanced features bring Hot 














In the Service Department... 





Pleasing Customers at a Profit 


VANCOUVER, B. C. — “Today’s 
dealers once again look to their 
service departments for maximum 


ice department is a 25-man parts/| 
department. It ensures top service 
for 16 hours a day, Mondays 


trol all seven acres of the parking 
lots. 


“Every effort is made to co- 


absorption. Greater emphasis is|through Fridays, and 8 hours on| operate with the factory by giving 
placed on service efficiency and|Saturday. Shifts are completely|them all information obtained in 
customer relations by these de-| staffed, night rates are the same| the field, being particularly respon- 
partments. as day rates.” sive to their wishes in training and 

“To establish a medium where Dueck’s service department has — programs,” Skene 


the customer gets good value and 
the dealer makes a fair profit is 
a challenge for service managers.” 


That is the view of Gordon H. 
Skene, service manager of Dueck 
on Broadway, Vancouver’s Envoy- 
Chevrolet-Oldsmobile-Cadillac out- 
let which is said to be Canada’s 
largest dealership. 


Skene, whose department has just} 
had its best month in history, | 
offered these tips on how to please 
customers and make a profit in the 
service department: 


“Maintain a service department 
equipped with every needed piece 
of equipment. It should be large 
enough to meet all customer de- 
mands and small enough so no 
nonproductive space is evident. It 
must include every phase of auto- 
mobile service, from high pressure 
overhead lube systems to the more 
technical divisions of radio and 
electronic-eye repairs. 

“Dueck has all needed frame 
machines, paint shops, radiator 
division, and departments for 
automatic transmission, trim, up- 
holstery and tuneups. 

“Methods of operation change. 
We must bring into practice the 
new equipment and the methods 
that are good. Adjoining this serv- 


a drive-through and is capable of 
handling 20 cars at a time. It is 
staffed with topnotch salesmen and 
smartly uniformed hostesses to en- 
sure customers get good attention 
and get to the right section. Cus- 
tomers may leave their cars here, 
then are driven to their offices or 
homes by white uniformed girl 
drivers. 


Customers who wish to wait 


| until small repairs or adjustments 


are completed relax in the Dueck 
Chevy Lounge, where hostesses pro- 
vide free coffee, cookies and maga- 


Contrary to the general prac- 
tice and because of the size of 
this service division, it is man- 
aged by a four-man team, each 
reports directly to the general 
manager. One supervises produc- 
tion, traffic and general business; 
another heads customer relations; 
the third is responsible for qual- 
ity control, equipment and me- 
chanics, and the fourth bosses 
body, paint, trim and upholstery. 
The nerve center is the control 

tower. This and two subcontrols 
in the body division and the serv- 
ice station not only allocate and 
control work but also. control 
mechanics’ pay, invoicing and con- 





“Insurance companies are among 
the largest and best of our cus- 
tomers. We give them every pos- 
sible cooperation, including even a 
staff specially trained in processing 
claims. Customers appreciate this.” 

A continuing promotional pro- 
gram is maintained except in the 
two holiday months. New ideas 
and new equipment are quickly 
promoted. For instance, last win- 
ter Dueck bought five DuMont 
electric motor analysis scopes, 
called the promotion M.P.B. 

(Mileage Power Booster), charged 
$1 for a complete analysis and 
the customers lined up. In four 
days more than 300 motors were 
checked. 

“Another promotion was our $1.49 
days which ran for a week,” Skene 
said. “Lubrication, change points 
and condenser, clean plugs, pack 
front wheels and adjust brakes 
were featured. 

“Whenever possible customers 
are given a break in pricings. It is 
realized how expensive servicing 
can become for average owners. 
Numerous internal promotions are 
held such as contests, shop me- 
chanics’ banks and incentive pro- 
grams to motivate the staff.” 

The reception area is a center 
for displaying service facilities and 


LAND CRUISER JEEP SCOUT : 

‘ new models. Signs and teaser pos- 

Horsepower 135 72 87 In Business Census... ters are regularly changed. One in- 

; ; 5 stance is the featuring of custom 

Engine 6-cylinder 4-cylinder 4-cylinder * i. made seat covers, a specialty. This 
237.3 cu. in. 134.2 cu. in. 152 cu. in. Michigan Dealers Counted is advertised extensively. 

Newspapers are Dueck’s most 

ee — = vomnatiing malt. The firm main- 

tains its own advertising depart- 

+ nce sinlh nab in 75 DETROIT. — There were 1,602| ice and repair shops numbering 4,-| ment which never misses a day 

Curb Weight (Ibs.) 3263 2274 3000 new-car dealers in Michigan with| 703 reported receipts of $147,434,000.| in the papers. All advertising 
5 : sales totalling $1,299 million in 1958, Although the Census of Business| claims are lived up to. 

Turning Radius (ft.) 17.0 18.0 21.5 according to the 1958 Census of| was taken in 1959, covering 1958, it| Attractive window and lots signs 


Land Cruiser has more pluses that help clinch sales: more rugged chassis, 


Business conducted by United 
States Bureau of the Census. 


Included were 1,236 dealers han- 


is the latest, most complete source 
of business statistics on a state-by- 
state basis. 





change frequently. The two Dueck 
neon light towers are seen from 
almost every point. Dueck on 


responsive transmission (6 forward speeds, 2 reverse), heavier clutch, 
more standard equipment, bigger fuel tank, up-to-28 MPG gas economy, 
7 upholstered seats, hardtop and soft top models. Even with all these 
features, which make the Land Cruiser the best vehicle and the best value 
in the 4-wheel drive field, it’s still competitively priced! That’s why the 
Toyota Land Cruiser gives you an easy and profitable sale. 


Broadway advertising commands 
and gets attention. 

Mechanics are picked from top 
skilled personnel. Qualifications 
and work standards are high. So 
is their compensation. 

They are supplied with new cars 
to drive, asked to pay only the in- 
surance and normal maintenance 
costs. Also, the company has a pen- 
sion, life insurance and medical 
plan, provides generous holidays. 
These benefits are given also to 


dling domestic cars with $1,010 
million in sales; 53 imported-car 
dealers with $18 million in sales 
and 313 domestic-import-duals 
with $269 million in sales. 

Nonfranchised dealers, number-|! 
ing 1,076, had sales totalling $145 
million in 1958; the 714 dealers in 
tires, batteries and accessories had 
$77 million in sales, and 9,455 gaso- 
line service stations totalled $705 
million in sales. 


Intensive Local Advertising: Toyota supports its dealers by supplying free 
showroom materials; magazine advertising and an intensive localized 
newspaper advertising campaign, all paid for by the factory. 


Get High Profits from the Toyota Land Cruiser —the Hot Package of 





the 4-wheel drive field. 


TOYOTA MOTOR DISTRIBUTORS, INC. 
World Trade Center, Rm. 205 
San Francisco, California 
TOYOTA MOTOR DISTRIBUTORS 
OF NEW JERSEY, INC. 


Call or write: 


TOYOTA MOTOR DISTRIBUTORS, INC. 
8701 Beverly Bivd. 


Los Angeles 
TOYOTA MOTOR 


OF NEW JERSEY, INC. 


231 Johnson Ave. 114 North Chester Ave. 
Newark, New Jersey Park Ridge, Illinois 
TOYOTA /LAND CRUISER, 


a 


ME 
“SIZZLES 
out of the 

Sun” 


FAST SERVICE 


We ship the same 
day your order is 
received. 


ORDER TODAY 
From your jobber 
or write direct for 
free catalog. 








48, Calif. 
DISTRIBUTORS 


MAKE EXTRA PROFITS WITH... 


KYL XACT MELA 


tioning efficiency. 


visibility and ventilation. 





model cars and wagons. 
each set. 


SIDLES MFG. CO. 


7300 U. S. Hiway 81 South 
Temple, Texas P.O. Box 3537A 


Keeps cars and wagons up to 15° cooler by block- 
ing out the sun’s rays. Greatly improves air condi- 


Keeps outsiders from seeing in, yet gives excellent 


Complete stock for all popular 1955 through 1961 


Simple instructions with 





“The originator 
of Auto Sun 
Shades” 


a 


Total automotive retail establish- 
ments numbered 12,847, or 17.7 per- 
cent of retail businesses in Michi- 
gan. 

Although they had only 15.9 per- 
cent of the state’s total paid em- 
ployes and proprietors in retail 
businesses, they accounted for 20.6 
percent of the retail-business pay- 
roll. 

The business census also 
showed that the 319 automotive 
manufacturing plants in the state 
in 1958 included 296 turning out 
motor vehicles and parts; 17 pro- 
ducing truck and bus bodies and 
six making truck trailers. 

The census listed 2,324 automotive 
wholesale businesses, including dis- 
tributors of motor vehicles, automo- 
tive equipment, petroleum products 
and tires and tubes. They amassed 
sales of $3,191,534,000. Garages, serv- 


Seven Directors 


Named in Carolina 
RALEIGH, N. C.—Seven new dis- 


trict directors have been elected to|; 


the board of directors of the North 
Carolina Automobile Dealers Assn. 

They are: T. D. Hunter jr., Hen- 
dersonville; Gene Hafer, Newton; 
Donald Clement jr., Salisbury; H. E. 
Stephenson, Durham; R. O. McCoy 
jr., Fayetteville; J. Fred Rippy jr., 
Wilmington, and T. I. Wagner, 
Greenville. 

Retiring directors are: C. L. Rob- 
inson, Asheville; J, E. Gaither, 
Hickory; Odell Sapp, Salisbury; 
John M. Tiller, Durham; Henry H. 
Sandlin, Dunn; W. A. Raney, Wil- 
mington, and Walter Harrington, 
Greenville. 





Service Manager— 


This is Gordon H. Skene, who heads 
the giant service operation at Dueck on 
Broadway, the Chevrolet - Oldsmobile - 
Cadillac dealership in Vancouver, B. C. 
Skene emphasizes complete equipment, 
specialized mechanics and good cus- 


tomer relations. 
* * 


Service in Canada— 


the administrative personnel. 

Productive men are all on piece- 
work or percentage of production 
with fulltime guarantees. The more 
aman puts in, the more he earns. 
All are specialists on one phase of 
automotives. Some are more diversi- 
fied and many move from one to 
another department, as needed. 

A mechanic specialist is never 
out of work, he moves by pushing 
his tool box to the division where 
work is needed. 

“Continuous training ensures the 
latest and best information getting 
to all our people,” Skene said. 
“Thus, as outlined in all of the 
above, we beat our own records 


and are accustomed to do that.” 
* * * 





The service department at Dueck on Broadway in Vancouver, B. C., is set up to 
handle 20 cars at one time. Nerve-center of the operation is the control tower at rear. 














BENDIX 
HYDROVAC 
POWER 
BRAKES 


Lead the field 
in three 
important areas: 

















1. BIGGER PAYLOAD —Because Bendix Hydrovac Power Brakes weigh less, they permit 
hauling increased payloads—up to several hundred pounds extra. 2. LOWER PRICE—Bendix 
Hydrovac Power Brakes cost less to bu;y—also less to operate, less to maintain. 3. BETTER 
PROTECTION —Bendix Hydrovac Power Brakes have built-in standby safety; manual braking 
in case of power failure. 

MORE BENDIX HYDROVAC VACUUM POWER BRAKES ARE IN USE THAN ALL OTHER MAKES 


Bendix ‘division SOUth Bend, inp. 
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AUTOMOTIVE NEWS PLATFORM 
f |. Fair and equitable contracts between manufacturers and dealers in 
motor vehicles, parts and accessories; 
{ 2. Every dollar of auto excise, gasoline and oil taxes, collected by states 
and U. S. governments, applied to building and maintenance of highways; 
J 3. Guard the precepts of individual freedom, which made the U, S. A. 
great and gave its citizens more of the better things of life than anywhere 
else in the word 





AUTOMOTIVE 





Today's Leaders Must Live 
By Higher Standards 


—— speak loosely today of a breakdown in morality, 
but the truth is that the trend is to set higher standards 
of morality. 


Henry Ford II put his finger on this trend when he called 
on business the other day to clean its own house before the 
government stepped in to do it. Ford noted 
price-fixing convictions in one industry and 
conflict-of-interest incidents in another. 


We feel the publicity these incidents are 
receiving is evidence of the fact that the 
public expects more from its leaders both 
in business and in government. 


A few days after Ford spoke, President 
Kennedy suggested that Congress clarify 
this area of conflict of interest. Congress 
already has imposed rather stringent rules 
for leaders in the executive branch of the Federal govern- 
ment and is weighing the possibility of looking into conflict 
of interest in business. It is not too early to suggest that 
Congress set up some conflict-of-interest rules for its own 
members. 


Such thinking is an advance, we feel. Not long ago busi- 
ness operated pretty much as it pleased, with great intoler- 
ance of public inquisitiveness. 


Now there are few businesses which do not seek a good 
public image. Auto dealers, too, recognize this trend toward 
higher standards of public morality and are moving to get in 
step with it. 





HENRY FORD If 








Editorial Director—Robert M, Finlay. 
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MOTOR SALES 





Events 


%& Eprror’s Nore: To facilitate 
recognition, new items in this 
column will be starred and will 
appear in boldface type the first 
time they are used. 


Dealer Conventions 


May 7-8—South Dakota Automobile Deal- 
ers Assn., Sheraton-Johnson Hotel, Rapid 
City. 

May 7-9—Texas Automotive Dealers Assn., 
Gunter Hotel, San Antonio. 

May 8—Greater New York, Long Island 
and Westchester Automobile Dealers 
Assn., Annual Dinner Meeting, Grand 
Ballroom, Plaza Hotel, New York. 

x May 1!1-12—Missouri Automobile Deal- 
ers Assn., Jefferson Hotel, St. Louis. 
May I1-13—Pennsylvania Automotive Assn., 

Pittsburgh Hilton, Pittsburgh. 

May 14-16—Georgia Automobile Dealers 
Assn., General Oglethorpe Hotel, Sa- 
vannah. 

May 14-16—I daho Automobile Dealers 
Assn., Idaho Falls. 

May 14-16—Kentucky Automobile Dealers 
Assn., Sheraton Hotel, Louisville. 

May 16-17—Massachusetts State Automo- 
bile Dealers Assn., Boston. 

May 18-20—Washington State Auto Dealers 
Assn., Davenport Hotel, Spokane. 

May 21-23— Oregon Automobile Dealers 
Assn., Eugene, Ore. 

June 2-3—New Mexico Automotive Dealers 
Assn., La Fonda Hotel, Santa Fe 

June 5-8— National Automobile Dealers 
Assn., midyear meeting of board of di- 
rectors, Washington. 

June 11-13— New York State Automobile 
Dealers, Spring Meeting & Golf Tourna- 
ment, Saranac Inn, Saranac Inn Post Of- 
fice, N 

June 15-16—Automobile Dealers Assn. of 
Indiana, Marott Hotel, Indianapolis. 

June 16-18—Michigan Automobile Dealers 
Assn., Detroit. 

June 16-18— New Hampshire Automobile 
Dealers Assn., Bald Peak Colony Club, 
Melvin Village, N ° 

Aug. 20-22—Colorado Automobile Dealers 
Assn. Harvest House, Boulder. 


Aug. 20-23—Automobile Dealers Assn. of 
West Virginia, The Greenbrier Hotel, 
White Sulphur Springs. 

Oct, 2-4—I4th Annual Convention and Ex- 
hibit, Truck Body and Equipment Assn., 
Hotel Sherman, Chicago. 

Oct. 22-24—New Jersey Automotive Trade 
Assn., Chalfonte Haddon-Hall Hotel, 
Atlantic City. 

Oct. 22-24— New York State Automobile 
~. The Concord, Kiamesha Lake, 



































"I don't know what it is that makes him 
such a hot car salesman.” 






















—_—- Letterbox 
‘Wrong Procedure? .... 


This is an open forum for the discussion of any subject of interest to our 
readers, and your letters are welcomed. No attention is given to unsigned 
letters but you may sign your name with the assurance that it will not be 
used if you so request. Address Editor, Automotive News, Detroit 7, Mich. 
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challenge your self-appointment 
to basically single out Henry 
Ford and Ford Motor Co, be- 
cause of a magazine article in 
our free American press on one 





Business Statesmanship 


Eprror’s Nore: Following is a 
copy of a letter sent to M. H. 
Yager, an Albany Pontiac dealer. 
I have read — ogo — of our 6,700 Ford dealers. 

meee News ene a ee I suggest that you and elected 
Ford Il, chairman of Ford Motor] wan, Sficials direct their reform 
Co. 7 efforts to all manufacturers, We 

Your comments criticizing this | should discontinue this practice of 
gentleman and Ford Motor Co. | appointing one manufacturer to a 
were ineffective, whether true or | position of leadership and respon- 
false. I was surprised by your in- | sibility. I further suggest that you 
dividual action considering your |consider the following recommen- 
excellent reputation as a Pontiac dations in the interest of accom- 
dealer and your any —_— plishing our mutual objectives: 
tions to the National Automobile 1. Establish an elected Pontiac 
"aac tonnes sheahi 60 te Division Dealer Council that may 

1S . : Se. 
desired in the interest of sound ag sy ddacl Siete Code aan 
porn ee ae << his staff to discuss your division 
opinion ; 
will damage rather than help the “ io. dustry problems. ‘ 
common objectives of NADA and . I stablish an open and continu- 
factory dealer councils. ous line of communications between 

Since 1953. I have been a Ford this elected dealer council and top 

dealer and I now serve as the staff executives. 
elected chairman of the National] _ 3. Instead of one annual meet- 
Ford Dealer Council. The razzle-| ing, allow your Pontiac council to 
dazzle years you so effectively de-| be a continuing body with frequent 
tailed to Mr. Ford have existed dur- | high-level meetings. 

4. Continue and support NADA 


ing most of my years as a young 
dealer. ; programs which have been benefi- 

With the same powerful convic-| cial to all make dealers, 
tions that motivate you and all con-| 5 attack industry problems 
scientious automobile dealers, I/ through effective Dealer Councils 
have deplored the many existing/,,q NADA, but not as INDIVID- 
se gia to a profitable retail) at, DEALERS. 
chimate. errr If we should fail to elevate the 

My responsibility on the National retail] automobile business to its 
Ford Dealer Council has placed roper status using the above 

industry problems in ave s © 
many of our in y vehicles of communications, then 
proper focus and I am expected by| y. both are jeopardizing the fu- 
Ford dealers to be more familiar! typ. of our proud free enterprise 
with these same problems and their system. 
prensa —— than any Ford Eventually, dealers and factories 
es . must share adversity and prosper- 

This knowledge prompts me to | ity together if we are to maintain 
our present retail system of dis- 
tribution. 

This industry has seen each deal- 
er group with many problems in 
common. I am told that Ford deal- 
ers have been more successful in 
communicating with Ford Motor 
Co, than many other make dealer 
councils, 

I firmly believe that our council 
system is working well for both 
dealer and company. When this 
council] fails to be effective, we 
should then seek help through 
NADA, NADA should augment 
dealer councils and not replace 
them unless responsible make deal- 
ers determine this action to be nec- 
essary. 

I repeat my appreciation for your 
many past industry contributions. 
I simply question a responsible 
Pontiac dealer’s effectiveness or 
grounds to communicate with Ford 
on matters concerning our Ford 

(Continued on Page 18, Col. 3) 

















Oct. 29-31 — Florida Automobile Dealers 
Assn., Galt Ocean Mile Hotel, Fort 
Lauderdale. 

Nov. 14—Connecticut Automotive Trades 
Assn., Statler Hilton Hotel, Hartford. 
Dec. 4—Utah Automobile Dealers Assn., 

Hotel Utah, Salt Lake City. 

%& Dec. 8-9—Montana Automobile Dealers 
Assn., Billings. 

Feb. 3-7— National Automobile Dealers 
Assn., Atlantic City, N. J. 


* * * 




























Auto Shows 


Nov. 11-18—Philadelphia Auto Show, Phila- 
delphia. 

Oct. 18-22—New England International 
Auto Show, Commonwealth Armory, 
Boston. 

Feb. 17-25— Chicago Automobile Show, 
McCormick Place, Chicago. 


* * = 
























General 


May 8-10—196! Spring Lubrication Sym- 
posium, American Society of Mechanical 
Engineers, Deauville Hotel, Miami Beach. 


May 8-11 — 196! Hydraulics Conference, 
American Society of Mechanical Engi- 
neers, Queen Elizabeth Hotel, Montreal. 


May 1417—39th Annual Convention and 
Show, Automotive Engine Rebuilders 
Assn., Fontainebleau Hotel, Miami Beach. 

May 22-25—Design Engineering Show & 
Conference, Cobo Hall, Detroit. 


%& June 5-9—SAE Summer Meeting, Chase- 
Park Plaza, St. Louis. 


Oct. 29-Nov. | — National Lubricating 
Grease Institute, Rice Hotel, Houston. 


Nov. 8-10— Automotive Parts Rebuilders 
Assn. Annual Convention and Trade 
Show, Hotel Biltmore, Los Angeles. 


The Big Stories 


35 Years Ago—1926 

Conservation of the nation’s petroleum resources must be main- 
tained and research encouraged if the United States is to continue its 
present use of oil and byproducts, speakers declared at a meeting of 
technical and government agencies. It was predicted that within the 
next decade operation of vehicles will be beyond the price reach of 
the average consumer unless cheaper production and distillation 


methods are found. 
20 Years Ago—1941 


Ford Motor Co. produced its 29th million car. The firm produced 
its millionth car in 1915... Florida passed a law designed to eliminate 
alleged unfair practices against dealers through licensing manufac- 
turers, factory branches and representatives doing business in Florida. 


10 Years Ago—1951 


Meeting with National Production Authority officials, auto makers 
presented a “united front” in rejecting a government proposal to 
establish a quota system for car production. The quota was proposed 
as a means of conserving materials for the Korean War effort. 























































F REPORT TO FORD DEALERS 








ings feoeid, And it’s loaded with information 
en —syourr prospects want: car-care tips, vaca- 
| tion ideas, latest on automotive insur- 
cae ance and taxes—useful information that 
elps build owner loyalty. @ There’s 
| gales ammunition, too—each issue gets 
for Fo across strong points for Ford, Falcon, | 
° a. _Thunderbird—your full line. And to 
| trigger action, there’s an attractive 
best iind—all Ford owners, and all hot s ‘trafhie-builder that directs Ford owners 
prospects. @ What makes the brief, right to your dealership. @ Every car 
breezy “‘Ford Owner Newsletter”’’ such salesman gets a bang out of extra sales 
an explosive package? First off, it’s bi —and we’re helping Ford salesmen get 
—biggest publication of its kind in me an extra big bang—with TNT! 




















FORD DIVISION backs you best 


Sord t Motor ‘Company, 








By DAVID J. WILKIE 
OPINION AMONG business an- 


virtually unanimous that the re- 
cession which began early in 1960 
is past. The turn- 
about actually 
began several 
weeks ago. 

The consumer, 
say the experts, 
has untied the 
knots in his purse 
strings and has 
begun to buy 
more than just 
the bare necessi- 
ties. 

While all eco- David J. Wilkie 
nomic indicators support these 
views, those who best know busi- 
ness trends from past experience 
emphasize that the recession will 
not be replaced by an immediate 
boom. Retail deliveries in ali lines 
of goods, these authorities say, 
could reach boom proportions later 





a aie 


Cars, Girls and Flowers— 


Feminine beauty, flowers and Dodge were combined at the recent meeting of the 
members of the American Camellia Society in Anaheim, Calif. The society, renowned 
for the ability to develop and grow beautiful flowers, used Dodge Darts as official 
transportation. R. Ragland, president, Los Angeles Camellia Council, and vice-president, 
Richfield Oil Co., is at left. 
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Wilkie Views... 


Recession Is Gone 





in the year, but a substantial 
amount of hard-sell efforts will be 


alysts and economists generally is| needed to bring it about. 


The experts whose analytical 
research has been confined large- 
ly to the automotive industry 
say something akin to the annual 
spring upturn has returned after 
an absence of several years. It 
could be sustained through the 
summer months, they add, with 
a lot of hard work at the retail- 
ing level. 

This is not just a point of view. 
Rather it is a matter of substantial 
fact. Consumer apprehension based 
on unseasonal unemployment took 
thousands of buyers out of the 
car market in the earlier months 
of the current model year. That re- 
sulted in an accumulation of un- 
filled demand. 

* * * 


Demand Backs Up 


NOBODY OF' sound reasoning 
questions that the need for auto- 
mobiles accumulates in times of 








stainless steel 


No other metal has the strength, beauty and 
versatile qualities that serve you so well today 
and promise so much for tomorrow. 


There is nothing 
like stainless steel 
for AUTOMOBILES 





McLouth Steel Corporation, 
Detroit 17, Michigan 


Manufacturers of high quality 
Stainless and Carbon Steels 





Look for the STEELMARK 
on the products you buy. 


MICLOUTH STAINLESS STEEL 








slack buying. Neither does anybody 
question that several hundred thou- 
sand vehicles long overdue at the 
scrap heap have been continued 
in operation through the winter 
just ended, and now must be re- 
placed. 

Beyond this, however, there are 
other reasons for buying new 
cars at this time. Chief among 
these are the uncertainties re- 
garding the international situa- 
tion and whether the industry can 
avoid a major work stoppage 
later in the year when contract 
negotiations with the United Auto 
Workers get under way. 


Both sides, of course, want to 
avoid strikes, but that doesn’t nec- 
essarily mean there will be no stop- 
pages. Early indicators are that 
both management and labor will 
be tough in their attitudes at the 
bargaining table. 

Nobody wants the international 
Situation to grow any worse, but 
even without actual hostilities it 
could worsen to the point that 
would create material shortages. 
These, in turn, could restrict pro- 
duction volume, 

And, if the suggestion of any 
eventuality creating a car shortage 
in the face of current high inven- 
tories, it might be well to remem- 
ber that the overall stock of new 
cars now in dealer hands is not 
sufficient to replace half of the ve- 
hicles that now need replacement. 

* * *K 


Inventories Reduced 


THE UPTURN in new car deliv- 
eries that began in March and con- 
tinued through April brought a 
sharp reduction in the overall in- 
ventory. Most company executives, 
including general managers and 
general sales chiefs are predicting 
the improved sales trend will con- 
tinue through the second, third and 
fourth quarters of 1961. 

Total retail sales for the cur- 
rent year, say most of these exec- 
utives, will equal or top those of 

1960. That would mean a mini- 
mum of 6.5 million unit deliveries, 
including exports. 

Sales volume, of course, was dis- 
appointing in the early weeks of 
1961. So the experts predicting a 
1961 total comparable to that of last 
year obviously are counting upon 
several 600,000-unit months imme- 
diately ahead. 

Strange as it may seem, in a 
time of relatively high overall in- 
ventories, some makers report 
shortages of certain types of cars 
in a few of their larger trading 
areas. But the retailers do not al- 
ways agree with the factory heads 
as to just what constitutes an ade- 
quate inventory. 

There stili is a difference of opin- 
ion as to whether the dealers need- 
ed an overall inventory of approxi- 
mately 1% million cars through 
most of sales-lagging 1960. 


Modern Steels 
Described to 


Design Engineers 


PITTSBURGH. — New ways to 
use modern steels in designing 
stronger, lighter structures and 
equipment were described to more 
than 500 design and materials en- 
gineers at a steel design and engi- 
neering seminar conducted by U.S. 
Steel Corp. 

The engineers, representing more 
than 20 major structural and equip- 
ment design fields, were told by 
U. S. Steel’s Richard F. Sentner, 
executive vice-president — commer- 
cial, that “with a team approach— 
designer and materials supplier 
working together as they must—the 
frontiers of design in steel can be 
greatly extended. 

“Your objective is always to de- 
sign a salable product,” Sentner 
noted, adding that “together we 
can go beyond traditional data and 
traditional steels and apply new 
reasoning, new insight and new 
imagination to designs that will 
make your products more salable.” 

In the seminar’s final technical 
presentation, R. W. Simon, U. S. 
Steel’s metallurgy vice-president, 
pointed out the need for depend- 
able, economical materials to back 
up new design concepts. 

He cited several examples of new 
steels recently introduced by U. S. 
Steel. 








‘This tire tread is 
all-new, all-great 
... and all-action! 


IT BOOSTS FIRESTONE’S DELUXE CHAMPION MILEAGE 
36% WHILE PRODUCING A NOTICEABLY SMOOTHER, 
SOFTER, QUIETER, SAFER RIDE ON ANY CAR! IT CARRIES 
A 24-MONTH GUARANTEE AGAINST ROAD HAZARDS! 


Seldom has the auto industry so warmly received a new original- 
equipment tire. 


And the 1961 Firestone DeLuxe Champion deserves every plaudit 
it’s received since its introduction on so many of this year’s new 
models. 


Big reason: the DeLuxe Champion’s totally new and trend-setting 
tread. Made a new way, in a single-unit mold, this new All-Action 
tread has no center seam or groove. 


Result: extra traction all across the tread’s surface .. . including 
the center where tires need it most (and where most other tires 
don’t have it!). Wider, flatter and deeper than conventional de- 
signs, its 83% more road-holding edges add extra grip and 
stability on all surfaces at all speeds. Steering is easier. Starting 
is faster. Stopping is safer. And this new tread, in combination 
with quiet-running, longer-wearing Firestone Rubber-X-101, ac- 
tually delivers 36% more mileage than previous designs! 


The Firestone DeLuxe Champion tire is so superior in safety, in 
strength and in quality that Firestone GUARANTEES it for 24 
months against failure from blowouts, cuts, bruises or breaks 
caused by normal ROAD HAZARDS encountered in everyday 
driving . . . PLUS Firestone’s famous Lifetime Guarantee against 
defects in workmanship and materials. 


This new kind of tire, with its years-ahead tread, is typical of the 
many revolutionary developments Firestone has contributed to 
the auto industry over the years. And you can be sure there will 
be many more to come! 
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EVERY NEW FIRESTONE TIRE 
IS GUARANTEED 


(1) Against defects in workman- 
ship and materials for the life of 
the original tread. (2) Against 
normal road hazards (except re- 
pairable punctures) encountered in 
everyday passenger car use for the 
number of months specified. 
e Under these guarantees repairs 
are made without charge, replace- 
ments are prorated on tread wear 
and based on list prices current at 
time of adjustment. 
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SPEEDWAY-PROVED FOR YOUR TURNPIKE SAFETY 


Tune in Eyewitness to History every Friday evening, CBS Television Network 


Copyright 1961, The Firestone Tire & Rubber Company 
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In the Letterbox 


(Continued from Page 14) 





dealers and this industry.—A. J. M.[| right manner in which you an- 

OUSTALET JR., president, Oustalet| alyzed the article published by 

Ford, Inc., Jennings, La. Time magazine and for your cour- 

* * * age in presenting your thoughts 

Yager Letter Lauded and opinions to Mr. Ford. —Erpie 

Eprror’s Note: A copy of this iain tae Auto- 
letter to Henry Ford II was sent aes 


to Automotive News. Gli 

The Spokane New Car Dealers eo of Future 
Assn. has had an opportunity to Needless to say, we regard AuTo- 
read and thoroughly consider the|™M0TIve News as indispensable, and 
letter of Mr. M. H. Yager, Yager|the ’61 Almanac complements it to 
Pontiac, Inc., 470 Central Ave., Al-|@ high degree. It not only provides 
bany, N. Y., dated April 5, 1961.|4 Summation of past automotive 
This letter, which is written to you, | activities, records and achieve- 
followed the article in Time mag-| ments, but also gives us glimpses 
azine concerning a Ford dealer, Mr.|into the future. We also find the 
advertisements very interesting 


Jim Moran. : : 
It is our considered judgment and instructive with their clear 
that this letter emphasizes one of a of te diverse prod- 
the real causes of the present Pi a. Di Nov - Di Novo, owner, 
chaotic state of distribution and ‘ste es itl a. & Son (Dodge), 

retail selling of automobiles. Ac-|'CUDenville, O. 
cordingly, this association has gone As always, the ’61 Almanac is 
mg to-and endorsing the thoughts | “treasure house of statistical in- 
expressed in this letter.—RIcHARD oe Sentneen. F ae ae 
Boe ee Sa Nam | handy because of the reliance 1 
a DP ’ ‘| can place on its accuracy.—JouN 
F.. Gorpon, president, General Mo- 

tors Corp. 


lire era! 
PRODUGITON 


Cincinnati Lauds Yager 
Epitor’s Note: A copy of this 
letter to W. H. Yager, Yager 
Pontiac, Inc., Albany, was sent 
to AuTOMoTIVE News, ; 
In a meeting of the board of 
trustees of the Cincinnati Auto- 
mobile Dealers Assn. the board 
went on record as endorsing the 
comments contained in your open 
letter to Mr. Henry Ford, and the 
secretary was instructed to write 
and commend you for the forth- 


NADA MANAGEMENT AIDS 


available to all dealers! 


These Management Manuals have been developed by N.A.D.A. as a great help to all 
dealers, WHETHER MEMBERS OR NOT. The prices are at cost, postpaid anywhere 
in the continental United States. Alaska and Hawaii $1.00 per Manual additional. 


* Ea 
I find that when any information 
is needed, in any phase of the auto- 
motive business and industry, the 
authentic reference and informa- 
tion will be found in your new Al- 
manac. You at AuToMoTIvVE News do 
a wonderful job compiling so much 
authentic information.—Tom Frost, 

(Ford-Mercury), Warrenton, Va. 
. * * 


Your publication is certainly an 
outstanding contribution to the au- 
tomotive and related industries. 
The latest Almanac edition is very 
good. It is very informative, and 
you may be sure that it will pro- 
vide me with much enjoyable read- 
ing.—Lewis E. MINKEL, vice-presi- 
dent, Studebaker-Packard Corp. 

* * * 











As a long-time user of this 
compendium of information 
about the automotive business, I 
can tell you the Almanac is ex- 
tremely useful—and our library 
would not want to get along with- 
out it.—S. R. Bernstein, editorial 
director, Advertising Age. 

* * * 





As usual, it is chockfull of infor- 
mative and helpful facts. — LEE 
Moran, Lee Moran Co. (Lincoln- 





The four department manuals for 


$5.85 [] Universal balance sheet and oper- 
. Mercury), Seattle. 
ating statement for all dealers of larger dealer—below. * ok  # 
any size. Quality binder with di- $7.45 [] New Car Department Manual for The 1961 Automotive News Alma- 
viders and one year supply of ; deal Quality bind | nac ... certainly is a fine edition.— 
f ith lai arger dealers. Quality binder plus WALKER WILLIAMS, vice-president 
orms with every account explain- forms for Sales Dept. Inventory, and assistant general manager, 
ed. Every dealer should have this Sales follow-up, Salesman per- Lincoln-Mercury. 
* * * 
Manual. formance and Sales Dept. sales Excellent—very informative. — 
$6.75 [] Management Manual for small and profit performance. A. D. ANnperson, A. D. Anderson 
daa 10 ; | Chevrolet, Inc., Baltimore, 
ealers (10 new unit sales per $7.25 [_] Used Car Department Manual for 7's = 
month or less). Gives dealer com- larger dealers. Quality binder plus _ I have had the pleasure of receiv- 
plete and daily control over In- forms for inventory, sales and aa 0 ee 
ventories, Expenses, Profits, Re- profit performance and daily op- benefit from them each year. The 
ceivables, forecasts. One quality eration control. Almanac is packed with vital sta- 
8'2 x 11 three-ring binder with $495 [] Service Department Manual for 
indexes and ample stock of forms. larger dealers. Quality binder with 
$8.25 [] Management Manual for larger stock of forms for daily operation 
dealers who are departmental- control. 
ized. A program like above ex- $4.15 [] Parts Department Manual for 


larger dealers. Quality binder with 
stock of forms for daily operation 
control. 


panded to serve a larger volume. 

One quality three-ring binder with 

indexes and ample stock of forms. 
For the small dealer Manuals #1 and #2 are recommended. For the larger dealer Manuals +1 
and #3 plus manuals for each department +4-5-6-7 are recommended. 





National Automobile Dealers Association 


Business Management Dept., c/o Harold D. Draper, 
Box 866, 1450 N. Michigan Ave., Saginaw, Michigan 








Please send postpaid the manuals designated. Check enclosed $_ a 
MAIL TO: 
Address___ = tata ncvarsiars 





City & State__ s elas lal Snncesciston 

Membership in N.A.D.A. starts at $25.00. No dealer can afford not to belong. 
Bill me for N.A.D.A. membership $__-_ ~~ Volume__ 
Dues Schedule—based on annual New Car Sales: 
| 
| 
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Ford Tours Plant— 


0-100 $25.00 201-300 $75.00 401-500 $125.00 601-700 $175.00 
101-200 $50.00 301-400 $100.00 501-600 $150 701 & up $200.00 
| 
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tistics and facts on the automotive 
industry, and the 1961 is no excep- 
tion.—Frep A. CarRLESON, Fred A. 
Carleson Co., Salt Lake City. 

* oa eo 


Like Almanac 

Your 1961 Almanac is excellent. 
We use it constantly in our office 
as a source of valuable industry in- 
formation.—Less SANpeErR, executive 
vice-president, Illinois Automotive 


Trade Assn. 
K on * 


Your 1961 Almanac is a fine job. 
—H. B. Jackson, Fred Jones Ford, 
Oklahoma City. 

* ok 


Congratulations on your Silver 
Anniversary edition of the AuTo- 
MOTIVE News 1961 Almanac. It is 
well done!—HaroLtp WARNER, gen- 
eral manager, Cadillac. 

* * * 


The vast amount of information 
between the Almanac’s covers 
makes it a most valuable reference 
source for industry statistics.—C. J. 
WERNER, general manager, GMC 
Truck & Coach Division. 

* o* * 

I appreciate having the up-to- 
date reference material your 1961 
Almanac contains.—Henry Forp II, 
chairman, Ford Motor Co. 

* * * 

I appreciate having the new 
Almanac handy at my desk for 
ready reference. In the past these 
yearbooks have been most con- 
venient, and I know this one will 
be, too.—E. N. Coir, general man- 
ager, Chevrolet. 

* * ok 

I make good use of the Almanacs; 
they contain an abundance of in- 
formation that is most useful to 
me. Congratulations on this, your 
25th yearbook.—Frep H. Murray, 


general sales manager, Cadillac. 
* * * 


Fine Almanac 
Congratulations on the _ special 
25th year edition of your Almanac. 
It is, as always, most interesting 
and informative, and I appreciate 
having a copy for ready reference. 
—J. M. Rocue, vice-president, Gen- 
eral Motors Corp. 
* * 


As usual, the 1961 AUTOMOTIVE 
News Almanac looks like a fine 
job. I keep it for reference pur- 
poses, and use it often through- 
out the year.—L. L. CoLsert, 
chairman of the board and presi- 
dent, Chrysler Corp. 

* . * 


I would like to congratulate you 
for the outstanding job of assem- 
bling and presenting a wealth of 
useful information relating to the 
industry in your 1961 Almanac.— 
Roy D. Cuapin Jr., executive vice- 
president, American Motors Corp. 

* 


* ok 

Great Job 

Your 1961 Almanac looks awfully 
good. Would like to say that this is 
invaluable to us from a reference 
standpoint.—Frank V. Brince, gen- 
eral sales manager, Pontiac Motor 
Division. 


* * * 

You’ve done it again—your re- 
markable 1961 AvtTomMoTiveE NEws 
Almanac. Congratulations for a 
great job—R. D. McKay sr., Wichi- 
ta, Kans. 





Benson Ford, second from right, dealer policy-board chairman, Ford Motor Co., chats 
with F. G. Santoni, left, chassis department general foreman, and C. K. Jorgensen, 
chassis department superintendent, during a tour of Ford's Los Angeles assembly 
plant with J. B. Howard, right, plant manager. The plant produces Ford and Mercury 
cars for dealers in 11 Western states, including Alaska and Hawaii. 


Alcoa helps you sell automobiles by showing the car-selling features of aluminum to the nation 


in full-color national magazine ads like this and on its top-rated TV show—‘‘Alcoa Presents.”’ 


Tell your customers about aluminum for style and function ... your big new sales feature for ’61. 


Cer ee eee 


Photographed for Alcoa at Daytona International Speedway by Warren Ballard 


Even performance like this is easy on pocketbooks with aluminum 
trimming off hundreds of pounds of dead weight. In engines, transmissions, radiators, brake 
drums and many other functional parts, aluminum means better performance with driving 
economy — more power per pound in your 1961 car. All because of Alcoa Research and 
Development—the starting place for almost everything in aluminum. 


Drive for Performance with ALCOA ALUMINUM 


ALUMINUM COMPANY OF AMERICA 
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Lawsuits Affecting Dealers ... 
Court Decisions 





By Leo T, Parker 
Attorney at Law 


oe a higher court, in 
effect, held that, if an automo- 
bile owner fails to turn off his 
motor when getting gasoline, the 
attendant must 
do so to avoid 
fire or explosion 
liability. 

For example, in 
White v, New- 
man Co., 348 Pac. 
(2d) 343, the op- 
erator of a motor 
vehicle drove into 
a service station 
and asked the at- 
tendant to fill his 
tank. He did not 
cut his motor. Neither did the at- 
tendant. 

In subsequent litigation, the 
higher court held the proprietor of 
the station liable in damages 
caused by a fire and explosion of 
the gasoline, 





Leo T. Parker 


* * 


Dealer Is liable 


geomet a higher court held 
that an automobile dealer 
“bailee” is fully liable if his em- 
ploye takes out an automobile left 
for repairs and wrecks it. In other 
words, the owner of the wrecked 
automobile need not prove negli- 
gence on the part of the automo- 
bile dealer. 

This late higher court laid down 
law as follows: A prima facie case 
of breach of an implied contract of 
bailment is made out by an auto- 
mobile owner when he presents evi- 
dence showing (1) delivery of an 
automobile to dealer for repairs or 
servicing, (2) its value, (3) dealer’s 
failure to return the automobile in 


Trucking Chief 
Denies Road Costs 
Pushed Up Taxes 


WASHINGTON.—John J. Gill, 
president of the American Truck- 
ing Assns., sharply disputed claims 
by Daniel P. Loomis, president of 
the Assn. of American Railroads, 
that general tax increases over the 
past 10 years can be laid to gov- 
ernment expenditures for highways. 

“The nation’s automobile, bus 
and truck owners are the ones who 
have carried the burden of high- 
way expenditures,” Gill said. “The 
true fact is that for many years 
this select group of taxpayers has 
paid in special highway taxes and 
related fees an amount exceeding 
the entire cost of building and 
maintaining our highways, roads 
and streets.” 

Gill said that total expenditures 
for all highways, roads and streets, 
by all levels of government, during 
1960 were $10,731,000,000, according 
to estimates made by the U. S. 
Bureau of Public Roads. Highway 
users, in 1960, paid $11,462,000,000 
in special taxes and fees, or $731,- 
000,000 more than was spent on 
highways, roads and streets, he 
said. 

On the Federal level alone, the 
trucking spokesman said, $1,711,- 
000,000 was paid into the general 
funds by highway users, none of 
which was used in the highway 
field. 

“The railroads would have the 
public believe they are being dis- 
criminated against,” he said. “They 
fail to mention that they do not 
have to pay the Federal excise 
taxes on new equipment, parts and 
accessories or diesel fuel which are 
levied on the truck operator and 
for which he does not get full 
credit. 

“By and large, the taxes paid by 
the railroads are those taxes that 
every corporation or owner of real 
estate must pay. These taxes also 
are paid by truck operators.” 
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good condition upon demand and 
(4) the damages resulting from 
failure to redeliver. 


For instance, in Johnson Vv. 
Bright’s ‘Service, 101 N. W. (2d) 
830, it was shown that one John- 
son left his automobile at a deal- 
er’s service station for servicing. 
After the work was completed, 





New Bumper Steel 


Slated on Some ’62s 


PITTSBURGH.—A new bumper 
Steel developed by Jones & 
Laughlin Steel Corp., will be used 
on some 1962 model automobiles, 
Chairman Avery C. Adams said 
last week. 

Adams said the new steel, to 
be marketed ag Surfa-Glaze, 
would offer manufacturing econ- 
omies and result in better bump- 
ers. 





an employe of the dealer took 

the automobile out for his own 
pleasure and wrecked it. 

In subsequent litigation, the 
higher court held the dealer fully 
liable in $2,995 damages to John- 
son, saying: 

“The relationship between plain- 
tiff (Johnson) and defendant (deal- 
er) was that of bailor and bailee. 
When a bailor-bailee relationship 
is established the following con- 
tractual obligations arise by impli- 
cation of law: (1) the bailee (deal- 
er) will not use the bailed automo- 
bile or permit it to be used, for any 
purpose, without the consent of the 
bailor; the bailee will safely keep 
the automobile and redeliver it 
upon demand.” 

* * ok 


Agent’s Acts Reviewed 


. month, a higher court held 
that an employer always is re- 
sponsible for acts which he author- 
ized or knew that his employe per- 
formed. 

For example, in Webb v. Free- 
port Lincoln-Mercury Co., 163 N. E. 
(2d) 727, a man, named Webb, pur- 


chased a used automobile from a/| ister the motor vehicle for licenses 
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A Washington motorist had a 
flat tire and was out of patching 
equipment. He applied a postage 
stamp to the hole in the tube and 
travelled 1,000 miles with no fur- 
ther trouble. 





man named Wilburt. Webb never| 2nd to legally operate it. 
Webb sued Freeport Lincoln-| for the employer. 


was given papers necessary to reg- 


lil 8.30585. BE RS SMa aa aR RB. at 


For half a century, the Indianapolis Speedway has 
been the world’s most realistic laboratory for test- 
ing automotive performance. Most of today’s auto- 
motive components had to fight their way to be- 
come standard equipment by withstanding the 
pounding punishment of the annual 500-mile race. 
A cooperative effort of the automotive industries, 
this Memorial Day event sets a pace equal to thou- 


SA 
VALVES 
AT INDIANAPOLIS 
00 YEARS OF TORTURE TESTS 


sands of ordinary road tests. 








| Mercury Co. to recover the amoun! 


he paid Wilburt for the automobile 
plus damages, alleging that Wilburt 
was acting as agent of Freeport 
Lincoln-Mercury Co. when the deal 
was made. 

The higher court held that 
there was sufficient, relevant and 
material evidence to prove that 
Wilburt in selling the automobile 
to Webb was agent of Freeport 
Lincoln-Mercury Co. and was 
acting within his apparent au- 
thority in making such sale. 
Hence, the judgment was favor- 
able to Webb. 

This higher court went on to ex- 
plain that a valid agency may be 
established by parol evidence, 
whether direct or circumstantial, 
and reference may be had to the 
Situations of both parties and, if 
the evidence shows that the em- 
ployer knew of such acts, a prima 
facie case of agency is established. 

In other words, the employer al- 
ways is liable for acts of a person 
known to be acting as his agent, al- 
though at the time the deal was 
made the other party to the con- 
tract believed that the agent was 
acting solely for himself and not 





Carrying the whole vehicle while under test 
themselves, are the tires and the valves. Since the 
Indianapolis 500-mile race began in 1911, Schrader 
Tire Valves have been entrusted with the vital job 
of maintaining the air pressure in the racing car 
tires. Yet no Schrader valve ever failed. 

In spite of the endurance required at burning 
Indianapolis speeds, the famed Schrader “Ace of 


Standardization” design supplied for original 
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Simca Spurs Service . . 


ad 
a 





mand reliable service, and Simca 
is concentrating on this phase of 
the business, according to Peter 

Nunez, sales manager, United 
States Simca Sales, Export-Import 
Division, Chrysler Corp. 

“Every new Simca dealer is 
paid regular visits by factory 
technicians who train the deal- 
er’s mechanics in approved 
methods for servicing Simcas,” 
he said at the opening of the 
Fifth International Automobile 
Show in New York’s Coliseum, 

“These factory men see that the 

— ~ i : dealer has adequate supplies of 
° Simca parts on hand, and they per- 
Preparing for Trans-Canada Rally— sonality handle any unusual prob- 
Rootes Motor (Canada), Ltd., entered three Hillmans and a Sunbeam Alpine in the| lems which may arise. In addition, 
first Trans-Canada Rally. Organized by the British Columbia International Trade Fair| a service customer follow-up sys- 
and sponsored by Shell Oil Co. of Canada, the rally covered 4,500 miles from Mon-| tem has been established to assure 
treal to Vancouver. Here, Brian Rootes, managing director, Rootes World-Wide, and| that Simca service customers are 


W. R. M. Williams, Rootes team manager, examine the tire of one of the Hillman rally | satisfied with the work Simca deal- 
cars. ers have done for them and that 








Import-Car News Notes 


MPORT-CAR buyers today de-| they return for regular service 






checkups.” 

Despite the domestic compact 
cars, the right import will continue 
to command an appreciable market 
in the U. S., Nunez believes. 

“There still is a big place for im- 
ports in this country’s car market 
because they meet many needs of 
motorists seeking basic economy in 
their transportation that only im- 
ported cars provide,” he said. 

An indication of the upward 
trend in Simca sales is the fact 
that Simca shipped more cars to 
dealers during March than in any 


of the past 12 months, Nunez said. 
* a +” 


Mercedes-Benz 


E first shipment of Mer- 
cedes-Benz cars arrived in To- 
ledo through the St. Lawrence Sea- 
way, L. A. Fleener, Mercedes-Benz 
Sales, Inc., president, announced. 
Facilities for unloading automo- 
biles were built at Toledo last fall. 
Fleener said 47 cars arrived from 
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equipment and replacement in the consumer mar- hip 
ket has always met this classic test. It makes sense 
to use Schrader valves for any vehicle. There’s no 


1S 


comparison in quality anywhere in the world. 


— 


oe divisionof SCOVILL 







FIRST NAME IN TIRE VALVES 
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Standard Schrader Swivel-T 
Cores with Teflon plug 
washers withstand tempera- 
-—100 to 500°F., 
have high oil and chemical 
resistance, make a positive, 
air-tight seal. 
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A. SCHRADER’S SON - BROOKLYN 38, N.Y. 


Division of Scovill Manufacturing Company, Incorporated 


FOR ORIGINAL EQUIPMENT AND REPLACEMENT 
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West Germany abroad the Madame 
Butterfly, of the Wallenius Lines, 
Stockholm, Sweden. The vessel was 
one of the first to pass through the 
Seaway this season. 

The cars were brought to South 
Bend for servicing and will be de- 
livered to Mercedes-Benz dealers 
throughout the Midwest. 

Mercedes-Benz vehicles have been 
shipped through the Seaway since 
June, 1959, and unloaded at Muske- 
gon, Mich. Approximately 1,000 cars 
arrived at the Lake Michigan port 
in 1960. 


* + * 


Volkswagen 


APITOL CAR DISTRIBUTORS, 

LTD., Takoma Park, Md., has 
added nine men to its advisory 
staff serving Volkswagen dealers, 
according to Alan M. Dix, manag- 
ing director. 

He said the expansion will aid 
dealers in providing greater sales 
and service benefits for Volks- 
wagen buyers and owners in 
Washington and a surrounding 
five-state area. The new person- 
nel and their duties are: 

Donald Benson, sales promotion 
manager, was formerly manager 
of the Wood Information Center, 
National Lumber Manufacturers 
Assn., Washington. 

John Clancy, sales trainer, has 
been an automobile salesman in the 
Washington area for five years. He 





Ralph Havey 





G. W. Thomas James Lewis 


formerly was employed by Grady 
Motors Corp., Bethesda, Md. 


Ralph Havey, used-car sales man- 
ager, for the last three years was 
president and manager of Havey 
Pontiac, Inc., Beverly, Mass. 

William C. Herring, zone sales 
manager, to be headquartered in 
Charlotte, N. C., formerly was re- 
gional manager, Rootes Motors, 
Inc., Long Island City, N. Y. 

James Lewis, business manage- 
ment manager, comes from 
Studebaker-Packard Corp., South 
Bend, where for the last four 
years he was manager of the 
business management depart- 
ment. 

D. B. Pinder, truck sales man- 
ager, for the last seven years was 
with Chrysler Motors Corp., his last 
position being Dodge assistant re- 
gional manager in Philadelphia. 

Jimmy Jones, regional sales man- 
ager for Virginia and part of West 
Virginia, previously was Plymouth 
assistant regional manager in 
Memphis. 

G. W. Thomas, Washington re- 
gional sales manager, for the last 
five years was S-P Washington 
zone dealer development manager, 
Studebaker-Packard., 

George Wells, public relations 
manager, for the last three years 
was Washington public relations 
representative, National Cotton 
Council, and previously was with 
the American Automobile Assn. in 
Washington. 


DON'T REPLACE 


WINDSHIELDS 
DUE TO 
WIPER MARKS 


. Buffing Compound 
Special Buffing Wheel Used 


In Yg-Inch Drill $15 


Enough for 10 Average Jobs 
2-OZ. SAMPLE KIT...... $5 
Send Check or Money Order to: 


L & M COMPANY, P. O. Box 57 
ATLANTIC BEACH, L. 1., N. Y. 
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Capsule Reports .. . 


Auto News in Brief 


JEFFERSON CITY, Mo.— Gov. 
John M. Dalton has annotinced a 
new policy of prohibiting state li- 
cense collector agencies from oper- 
ating in new and used car dealer- 
ships and insurance agencies. It 
has been common in the past for 
such license agents to set up 
Offices in new car dealerships or 
insurance agencies. 

Dalton said the new policy was 
designed to prevent license offices 
being set up in places where the 
dealer or insurance agent would 
reap a benefit. 

a4 * ad 


GM Engineers Develop Unit 


For Use in Human Heart 


WARREN, Mich. — General Mo- 
tors Research Laboratories engi- 
neers have developed a remotely 
controlled catheter that can be di- 
rected through the pulmonary 
artery into the human heart’s cavi- 
ties and passageways. 

It was developed by GM Research 
Special Problems Department in 


conjunction with Dr. Richard J. 
Bing, professor of medicine and 
chairman of Wayne State Univer- 
sity’s Department of Medicine. The 
catheter already has been used on 
humans and Dr. Bing has indicated 
it may become an important diag- 
nostic instrument in heart disease. 
oe * bd 


New York’s ’61 Cabs 


Dominated by Ford 

NEW YORK.—Of the 11,689 taxi- 
cabs operating in New York City, 
3,068 are 1961 models, according to 
Taxi Weekly. 

The ’61s are divided as follows: 
Ford, 1,593; Checker, 511; Dodge, 
343; Studebaker, 278; Chevrolet, 
250; Plymouth, 84; Valiant, 8, and 
Rambler, 1. 


* * * 


Ohioan Sues Ford Dealer 


In Row Over Warranty 
PIQUA, O.—A Piqua man has 

filed a $1,000 damage suit against 

Beaver-Heilman Ford Sales, Cov- 


ington, O. He claims the company 
refused to make good on guar- 
anteed repairs. 

Ray Cantrell, in his petition, 
states that he bought a 1960 
Ford from the dealer for $2,942.65. 
The dealer claimed it was a new 
car and put a three-month or 
4,000-mile warranty on it, Can- 
trell said. He said he was not 
able to collect when he experi- 


enced trouble with the car. 
* x + 


Utility Company Experiments 
With Battery-Powered Car 


ESSEX, Conn.—The local branch 
of the Connecticut Light & Power 
Co. igs experimenting here with a 
battery-powered automobile that 
reportedly operates up to 35 miles 
per hour on 12 six-volt batteries. 

According to the car’s maker, 
Eureka-Williams Corp., Blooming- 
ton, Ill., the vehicle, a Henney Kilo- 
watt, runs approximately one week 
on about a dollar’s worth of elec- 
tricity and travels up to 60 miles 
on a_ single overnight battery 
charge through a standard outlet. 

A * * 


Western Ford Ad Group 


Headed by Stoddard 


IDAHO FALLS, Id. — Bruce 
Stoddard, president, Stoddard 
Ford, Inc., here, has been elected 
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“MOTOR co. 


used TRUCK 
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“Boss, are you sure you know 
how to install these hoists we’re 
putting on to help make our 
trucks sell?” 





president of the Intermountain 
Ford Dealers Advertising Assn. 

Other officers and directors of 
the five-state group include Jake 
Roth, Twin Falls, Id., vice-presi- 
dent; Henry S. Day, Midvale, 
Utah; Glen Anderson, Brigham 
City, Utah, secretary; Max Bish- 
op, Layton, Utah; Ralph Ander- 
son, Helena, Mont.; Lawrence 
Heagle, Hailey, Id.; R. L. War- 





Help your customers Un-squint 


A shaded E-Z-EyE Safety Plate Glass windshield helps protect eyes 


from blinding sky glare. It’s a real eye-opener. 





Help your customers Keep Cool 


An E-Z-EYE rear window rejects hot sunrays. It’s the next best thing 
to air conditioning. 


Help yourself make More Money 


E-Z-EYE Safety Plate Glass is an easy-to-sell, low-cost option. 
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ner, Salt Lake City, and Howard 
Thorley, Cedar City, Utah. 
* * oe 


Chicago Rambler Dealers 


Name Treeze President 


CHICAGO. — Sam Treeze, Ed-N- 
Sam Motors, has been elected presi- 
dent of the Chicago Metropolitan 
Rambler Dealers Assn. 

Philip M. Brown, Motor King 
Rambler, has been named vice- 
president, and Joseph Johnson, 
Lorraine Motors, Wheaton, secre- 
tary-treasurer. 

* * * 


Littrell Named President 


Of Pacific Automotive Show 


MEDFORD, Ore. — Harold Lit- 
trell of Littrell Parts, Inc., was 
elected president of the 1962 Paci- 
fic Automotive Show. 

Littrell, who is a partner in one 
of the Northwest’s largest auto- 
motive wholesaling firms, stepped 
up to the presidency from vice- 


president. 
* o* *x 


AC Spark Plug Offers 


New Radio-Telephone 


MILWAUKEE. — AC Spark Plug 
Division has announced a new, low 
cost, four-channel, 150 megacycle, 
mobile radio-telephone designed 
specifically for common carrier use. 

Called “AChieverfone,” it will be 
manufactured in AC Spark Plug’s 
Milwaukee plants. It has been de- 
signed and packaged into two com- 
pact units—the control head and 


the receiver-transmitter (R-T) unit. 
* ok ok 


Aston Martin to Introduce 


Lagonda Later in Year 


LOS ANGELES.—Introduction of 
the new Aston Martin Lagonda 
luxury sports sedan is anticipated 
late this year, according to Charles 
H. Hornburg jr., Aston Martin dis- 
tributor here. 

Hornburg quoted David Brown, 
manufacturer of Aston Martin, as 
saying that production was being 
expanded to provide for the new 
series. John Wyer, managing direc- 
tor of Aston Martin England, is 
currently visiting Aston Martin dis- 
tributors in the United States. 

* * * 


Ontario Foundation Making 


Tests of Brake Fluids 
OTTAWA, Ont.—Attorney-Gen- 
eral Kelso Roberts of Ontario 
said the provincial government is 
testing brake fluid to determine 
whether they break down under 
prolonged usage and cause brake 
failure in emergency conditions. 
He did not say when a report 
will be ready on the tests, being 
conducted by the Ontario Re- 


search Foundation. 
* Oo * 


Dayton Tire Turning Out 
2-Ply Unit for Compacts 

DAYTON.—Dayton Tire & Rub- 
ber Co., division of Dayco Corp., 
has been making two-ply tires as a 
replacement for the conventional 
four-ply item for about two months. 

The two-ply unit uses a heavier 
cord and heavier layer, and is made 
primarily for compact cars. The 
two-ply tires are scheduled for use 
on larger cars in the future, the 
firm said. 

* * * 


Crippled Children Find 


Friend in AMC Traveler 


DETROIT.—John Wilson, a 
sales training conference leader 
for American Motors, has solved 
the problem of loneliness when 
he is on the road and away 
from his wife and two sons in 
Chicago. 

Wilson visits crippled children 
in his off-duty hours, giving them 
toys and “just talking to them 
to cheer them up.” 

co * * 


PPG Executive Urges 


Tariff Relief for Glass 


WASHINGTON. — Foreign im- 
ports of sheet glass equalled 32% 
percent of total domestic shipments 
during 1960, according to Robinson 
F. Barker, general manager of 
Pittsburgh Plate Glass Co.’s Glass 
Division. 

In a plea for maximum relief 
under existing tariff laws, Barker 
told the United States Tariff Com- 
mission that the ratio of imports 
to total domestic shipments in 1955 
was more than 15 percent, by 1958 
it increased to 27 percent and had 
further increased to 32% percent 
last year. 
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PUT ALUMINUM TO WORK SELLING CARS! 


Bi RAS OO 


No matter what line of cars you sell, you can put aluminum’s sales 


support to work for you on your sales room floor. Here’s why: 


FACT NO. 1. There is more aluminum than ever be- 
fore in today's cars. (Reynolds Aluminum is used in 
all the new cars.) 


FACT NO. 2. All the new cars have aluminum trim 
and functional parts that offer definite advantages to 
car owners. Only aluminum offers the combination of 
performance-improving light weight, rustfree beauty, 
and rugged strength. 


FACT NO. 3. Car buyers know and want the benefits 
aluminum offers. A recent survey among readers of 


three consumer automotive publications verifies this 
point. As an example in a functional part, aluminum 
engines are preferred by 69.5% of the respondents. 
As an example in the trim area, a/uminum grilles are 
preferred by 68.6% of the respondents. 


FACT NO. 4. The advantages of aluminum are being 
promoted more vigorously than ever in the '61 models. 
Witness these typical quotes from recent advertise- 
ments and sales promotion pieces that show how 
top car makers are using aluminum as a sales tool 
(as well as an engineering plus). 


What car manufacturers are saying: 


‘‘Aluminum,’’ says one recent ad, 
“gives you ‘More Pow Per Pound’!” 
The ad spotlights the car’s new alumi- 
num V-8 engine and transmission, and 
tells how aluminum adds power and 
performance without adding weight. 


Another advantage of aluminum is 
underlined in the advertisement of an- 
other company, featuring its “‘smart 
new rustproof aluminum grille.” 


And, going right to the heart of the 
matter, another recent ad says, “alu- 
minum construction cuts poundage,” 
and points out how aluminum “makes 
the most” of this car’s horsepower. 


Showroom literature is where you 
really get down to the nuts-and-bolts, 
the hard-sell copy. And this year the 
automotive sales strategists are hitting 
the advantages of aluminum hard in 
their literature. For instance: 


“Think of it, an engine that weighs 
but 318 pounds actually delivers 155 
horsepower for an unexcelled power-to- 


Reynolds is the leading supplier and 
the leading promoter of aluminum for 
automobiles. Reynolds consistently 
promotes the automobile industry 
in television, radio, magazines and 
other media. Remember: the fine '61 
cars were introduced to America on 
Reynolds telecast of the National 
Automobile Show. 





weight ratio. How does it do it? The 
answer: aluminum!” And in the same 
brochure: ‘“The use of an aluminum 
housing saves nearly 100 pounds over 
conventional automatics...” 


And—“‘aluminum’s fast transfer of 
heat means that the V-8 reaches full 
operating temperature quickly to save 
on gas and engine wear.” 


Another brochure talks about the 
way “new use of aluminum reduces 
dead weight”’ in its engine. 


Aluminum is a selling point in trim, 
too. One booklet uses it.to sell “‘fea- 
tures that are not available at any 
price on some of the more expensive 
cars. Note the smart aluminum spor- 
tone inserts, and the aluminum inset 
on the trunk deck .. .” 


Or—‘“‘bright aluminum trim resists 
weather, won’t rust .. . looks like new 
for trim moldings, emblem frames, 
grille and nameplates, adds sparkle 
and value...” 


“An average man can actually lift 
the aluminum V-8 block with no undue 
effort . . . it warms up quickly because 
of aluminum’s superior heat transfer 
characteristics.” 


And aluminum is getting real sales 
emphasis for brakes, too. ‘‘Fin-Cooled 
Aluminum Brakes . . . front drums are 
of cast aluminum for faster heat dis- 
persion ... more anti-fade protection 
.. . longer lining life.”’ 


Take advantages of this trend to 
aluminum—in engineering, in design, 
and in sales. Keep aluminum’s value- 
guarding, performance-improving ad- 
vantages in mind. (Remember, alumi- 
num helps keep warranty problems to 
a minimum, too.) Talk up the alumi- 
num advantages in the cars you sell. 
Your prospects are looking for alumi- 
num; be sure they know your cars have 
it. Reynolds Metals Company, Richmond 
18, Virginia. P.O. Box 5050, Seven Oaks 
Station, Detroit 35, Michigan. 





REYNOLDS 
ALUMINUM 


Watch Reynolds TV show “Harrigan & Son”, Fridays, ABC-TV 
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Average Price of Used Cars Sold at Auction 


(Compiled by Automotive News from Auction Reports.) 





"569 =°60 
duly 


"59 ’60 
dune 


"59 ’°60 
May 





Prices marked with an asterisk 
indicate a unit equipped with an 
automatic transmission or over- 
drive, and (ps) indicates power 


steering. 
* * * 


DAYTONA BEACH, FLA. 


Florida Auto Auction, Sale every Tues- 
day. Prices are for sale of April 25. 
BUICK—’60 Invicta 2-dr. hardtop, $2,100* 


(ps). 
’55 RM 4-dr., $330* (ps). 

CADILLAC—’58 Eldorado conv., 
(ps); (62) conv., $2,050* (ps). 

’57 (60) Special 4-dr. hardtop, $1,280* 
(ps). 

CHEVROLET—'61 Impala (8) conv., $2,- 
550* (ps); sport coupe, $2,450* (ps); 
4-dr., $2,200* (ps); Corvair Monza 
(6) 2-dr., $2,060; Corvair 700 (6) sta- 
tion wagon, $2,050*. 


$2,130* 


’60 Parkwood (8) 4-dr., $1,890*; Cor- 
vair 700 (6) 4-dr., $1,450*; 2-dr., 
$1,450*; Corvair 500 (6) 4-dr., $1,- 
375*. 

59 Impala (8) conv., 2 at $1,515*; 
sport coupe, $1,210*; 4-dr., $1,075* 
(ps); Nomad (8) 4-dr., $1,450* (ps); 
Brookwood (8) 4-dr., $1,170; Park- 
wood (8) 4-dr., $1,075; Biscayne (8) 
2-dr., $980*. 

58 Bel Air (8) sport coupe, $1,050* 
(ps); Biscayne (8) 4-dr., $850*. 
’57 Bel Air (8) sport sedan, $1,150* 

(ps). 

’54 Bel Air 4-dr., $300. 

CHRYSLER—’57 Saratoga 4-dr. hardtop, 


$615*. 
COMET—’61 Comet 4-dr., $1,850. 
’60 Comet station wagon, $1,565*. 
DeSOTO—’58 Fireflite 2-dr. hardtop, $800* 
(ps), 
155 Fireflite 2-dr, hardtop, $390* (ps). 
DODGE ’57 Custom Royal (8) 4-dr., 
$610* (ps). 
FORD—’61 Galaxie (8) 4-dr. Victoria, $2,- 
400* (ps), $2,330* (ps), $2,300* (ps). 
60 Galaxie (8) Starliner, $1,650* (ps); 
Ranch Wagon (8) 4-dr., $1,475*; Fair- 


lane 500 (8) 4-dr., $1,450*; Falcon 
(6) 2-dr., $1,375*. 

59 Country Sedan (8) 4-dr., $1,160*. 
’58 Fairlane 500 (6) conv., $680* (ps); 
Fairlane (6) 2-dr. Victoria, $575*. 

’57 Country Sedan (8) 4-dr., $415*. 

’55 Country Sedan (8) 4-dr., $300*; 
Ranch Wagon (8) 2-dr., $275*. 

’54 Custom (8) 2-dr., $285. 


LINCOLN—’59 Continental Mark IV conv., 
$2,600* (ps). 





MERCURY—’58 Colony Park 4-dr., $825* 
(ps). 
<a 4-dr., $650* (ps); Mont- 
clair 4-dr., $525*. 
OLDSMOBILE 760 (88) 4-dr. Holiday, 
$2,200* (ps). 
’5S8 (98) conv., $1,200* (ps); 4-dr. Holi- 
day, $880* (ps). 
’57 (88) 2-dr. Holiday, $750* (ps). 
"50 4-dr., $325*. 
PLYMOUTH—’61 Valiant (6) 4-dr., 2 at 
$1,775*. 
60 Fury (8) 4-dr., $1,600* (ps); Val- 
jant (6) 4-dr., $1,375, $1,250; Bel- 
vedere (8) 2-dr., $1,365*. 


’59 Belvedere (8) 2-dr, hardtop, $910*. 


PONTIAC—’60 Catalina sport coupe, $2,- 
100*. 
’57 Chieftain Safari 4-dr., $600*. 
RAMBLER—’59 Super (8) Cross Country, 
$1,240; Super (6) 4-dr., $860*. 
MISCELLANEOUS — ’60 Ford Ranchero, 


$1,225. 
"55 Dodge %-ton pickup, $405. 
’51 Ford %-ton truck, $130. 


ALBANY 


Tim Anspach Dealer’s Auto Auction, Sale 
every Monday. Prices are for sale of April 
24. The car market sizzled here today as 
we romped through the comparatively small 
consignment of cars, everyone looking for 
1959 and 1960 cars. The tight supply has 
reflected an upswing in price on clean stuff. 
Sold 122 cars from 142 consignments. 


BUICK—’'57 Century 4-dr. Riviera, $635* 
(ps). 
'56 Special 2-dr. Riviera, $485*. 
’55 Century 4-dr. Riviera, $500*, $350*; 
Super 2-dr. Riviera, $350*. 
OCADILLAC—’59 deVille 2-dr. hardtop, $2,- 
960*. 
"56 (62) 4-dr., $850* (ps). 
"55 (62) 4-dr., $775* (ps); 2-dr. hard- 
top, $550* (ps). 

54 (62) 4-dr., $410* (ps). 
CHEVROLET—’60 Bel Air (8) 4-dr., $1,- 
650*; Corvair 700 (6) 4-dr., $1,230. 
"59 Impala (8) 4-dr., $1,275*; Bel Air 
(8) 4-dr., $1,150*; Bel Air (6) 4-dr., 

$1,150*, $1,125*, $1,000. 


‘58 Impala (8) sport coupe, $1,200*, $1,- 
050* (ps); Brookwood (8) 4-dr., $1,- 
100* (ps); Biscayne (6) 4-dr., $1,075; 
2-dr., $1,000, $900; Bel Air (8) 2-dr., 
$950*. 

’57 Bel Air (8) sport coupe, $965*; 
$930*; station wagon 4-dr., 


4-dr., 
$925°*; 





Aug. 


Sept. 


Prices of ’61s added and ’53s dropped in November, 1960. Prices of '60s and '52s dropped in December, 1959. 
Figures alongside bars represent dollars, 


Two-ten (8) station wagon 4-dr., $910*, 
$835*; 2-dr., $820*, $630*; 4-dr., 
$620*; Two-ten (6) station wagon 4- 
dr., $890; 2-dr., $850*; 4-dr., $820*. 
56 Two-ten (6) station wagon 4-dr., 
$610; 2-dr., $550; Two-ten (8) 4-dr., 
$610*, $500*, $495* (ps); station wag- 
on 4-dr., $575* (ps); 2-dr., $550, 
$535*; Bel Air (6) sport sedan, $580*. 
’55 Bel Air (6) sport coupe, $450*; 2-dr., 


$425*, $415, $380; Bel Air (8) 4-dr., 
$375*; Two-ten (8) station wagon 4- 
dr., $375*. 

’54 Bel Air 2-dr., $330*; 4-dr., $270; 


Two-ten 4-dr., $270. 
’53 Two-ten 2-dr., $190*, 2 at $110*. 


CHRYSLER — '56 Windsor 4-dr., $250* 
(ps). 

DeSOTO—’56 Firedome 4-dr. hardtop, $210* 
(ps), 

DODGE—’61 Lancer 770 (6) 2-dr. hardtop, 
$1,785*. 


’59 Coronet (6) 4-dr., $750. 
’57 Royal (8) 2-dr. hardtop, $585* (ps). 
’56 Custom Royal (8) 2-dr. hardtop, 
$385* (ps), $310*. 
FORD—’59 Galaxie (8) 2-dr. Victoria, $1,- 


"59 
Nov. 





NONE 


"59 7°60 "60 


Dec. 


"60 


450*; Country Sedan (8) 4-dr., $1,250*; 


Custom 300 (8) 4-dr., $1,150*; $900, 
$800. 

’58 Custom 300 (6) 2-dr., $550. 

’57 Country Squire (8) 4-dr., $925*; 


Fairlane (8) 2-dr. Victoria, $750* (ps), 


$485*; Fairlane 500 (8) 2-dr., $610*; 
Custom 300 (8) 2-dr., $250*. 
’56 Fairlane (8) 4-dr., $700* (ps); 4-dr. 


Victoria, $390*; Country Sedan (8) 
4-dr., $440*; Custom (8) 2-dr., $385. 
’55 Fairlane (8) conv., $325*; Main (8) 
4-dr., $320; Ranch Wagon (8) 2-dr., 
$290*; Custom (8) 4-dr., $290*; Coun- 
try Squire (8) 4-dr., $200*. 

’53 Main 2-dr., $180*. 


IMPERIAL — '57 Imperial 2-dr. hardtop, 
$750* (ps). 
MERCURY—’59 Commuter 4-dr., $1,350*. 
"5S Monterey 4-dr., $730* (ps). 
’57 Commuter 2-dr., $570* 


’56 Monterey 2-dr. hardtop, $270*; Mont- 
clair 4-dr, hardtop, $200*. 





OLDSMOBILE ’58 (88) conv., $1,190* 
(ps). 
’57 (98) 4-dr., $800* (ps); (88) Super 
4-dr., $780* (ps). 





"61 
Feb. 





oncom 


60 =’61 "60 ’61 "60 61 
March April May 
to Date 


@ 1961, by Automotive News 


’56 (88) 2-dr. Holiday, $600*; (98) 4- 
dr., $500* (ps), 

"55 (88) 2-dr. Holiday, $310*; 4-dr., 
$270* 


PLYMOUTH—’59 Suburban 
dr., $1,400* (ps). 


(8) Custom 4- 





"58S Plaza (6) 2-dr., $590*; Savoy (8) 
4-dr., $560*, 

‘57 Suburban (8) Custom 4-dr., $690, 
$680*; Belvedere (8) 2-dr., $560*; 
4-dr., $490*; Savoy (8) 4-dr., $560*. 

’56 Savoy (8) 4-dr., $400*; Savoy (6) 
2-dr., $260; Plaza (6) 4-dr., $375; 
Suburban (6) Deluxe 2-dr., $300; Bel- 
vedere (8) 4-dr., $275*. 

‘55 Belvedere (8) 4-dr., $255*; Savoy 
(8) 4-dr., $240*. 

PONTIAC—'56 Star Chief 2-dr. Catalina, | 
$500*, | 

’55 Star Chief 2-dr. Catalina, $150* | 
(ps). 

MISCELLANEOUS—’59 Ford *%-ton pick- | 
up, $880; %-ton pickup, $790. | 
FLINT 


Flint Auto Auction. Sale every Wednes- ! 








day. Prices are for sale of April 26. Prices 
holding steady on good clean cars. Sold 214 
cars from 344 consignments. 
BUICK—’61 Invicta conv., $3,050* (ps). 
’60 Invicta conv., $2,525* (ps); 4-dr., $2,- 
400* (ps), $2,330* (ps); 4-dr. hardtop, 


$2,365* (ps); Electra 4-dr., $2,400* 
(ps); 4-dr. hardtop, $2,300* (ps); Le- 
Sabre 2-dr. hardtop, $2,315* (ps), $2,- 
195* (ps). 

’59 LeSabre 4-dr., $1,670* (ps), $1,500* 
(ps), $1,485* (ps); 4-dr. hardtop, $1,- 
625* (ps), $1,390*; conv., $1,555*; 2- 


dr. hardtop, $1,540* (ps); Electra 4-dr. 
hardtop, $1,650* (ps). 

’58 Century conv., $1,225*; Special conv., 
$1,105". 

’57 Special Estate Wagon, $870*; 
$650*; 4-dr., $560* 

"56 Special 2-dr., $510*; 
$490* (ps). 

’55 Century 4-dr. Riviera, $225* (ps); 2- 
dr. Riviera, $150*; Special 4-dr., $155. 

CADILLAC—’60 (62) 4-dr. hardtop, §$3,- 
900* (ps); 2-dr. hardtop, $3,765* (ps). 

’59 (62) 4-dr. hardtop, $2,745* (ps). 
’57 (60) Special 4-dr, hardtop, $1,225* 
(ps). 

CHEVROLET—’61 Impala (8) conv., $2,- 
715* (ps), $2,670* (ps); sport sedan, 
$2,385* (ps); Corvair 700 (6) station 
wagon, $2,065*. 

’60 Corvette (8) 


2-dr., 


Super 4-dr., 


conv., $2,950*, $2,700*; 
Impala (8) conv., $2,300* (ps), $2,- 
310* (ps), $2,295* (ps), $2,295* (ps), 
$2,265* (ps), $2,080*; sport coupe, $1,- 
800; Impala (6) sport sedan, $1,500*; 
Biscayne (6) 2-dr., $1,705* (ps), $1,- 
465*; Biscayne (8) 4-dr., $1,550*; Cor- 
vair (6) 4-dr., $1,500*, $1,250*. 

’59 Corvette (8) conv., $2,315; Impala 
(8) conv., $1,700* (ps), $1,615*, $1,- 
610*; sport sedan, $1,575* (ps), $1,550* 
(ps), $1,480* (ps), $1,450*; sport 
coupe, $1,540* (ps), $1,450; 4-dr., $1,- 
380*; Brookwood (6) 4-dr., $1,350*; 
Bel Air (6) 4-dr., $1,325, $1,315*; 2-dr., 
$1,175*, 2 at $1,050; Bel Air (8) 2-dr., 
$1,320*, $1,160* (ps), $1,130*; 4-dr., 
$1,200". 

’58 Brookwood (8) 4-dr., $1,045*; Brook- 
wood (6) 4-dr., $940; Bel Air (8) sport 
coupe, $1,010* (ps); sport sedan, $1,- 
000* (ps); Delray (6) 4-dr., $900; 2- 
dr., $850; Biscayne (6) 2-dr., $880*; 4- 
dr., $790*, $720*. 

’57 Two-ten (8) station wagon, $790*; 4- 


dr., $775*; One-fifty (S) 2-dr., $625; 
Bel Air (8) 4-dr., $560*. 

’56 Two-ten (6) station wagon, $500; 
Two-ten (8) 4-dr., $485, $400*, 

’55 Two-ten (6) station wagon, $400*; 


Two-ten (8) 4-dr., $275*; station wag- 
on, $195; Bel Air (8) 2-dr., $255*. 

CHRYSLER—’57 NY 4-dr., $630* (ps). 

DODGE—’61 Dart (6) Seneca 2-dr., $1,- 
795*; Lancer (6) 4-dr., $1,765, 

’55 Coronet (8) station wagon, $180 (ps). 

FORD—’60 Thunderbird (8) 2-dr. hardtop, 
$2,660* (ps); Galaxie (8) conv., $2,125* 
(ps), $2,105* (ps); 2-dr., $1,785* (ps); 
4-dr., $1,780* (ps); Fairlane 500 (8) 


(Continued on Page 25, Col. 1) 








ALABAMA 





JOHNSON AUTO Aptco 


AUCTIONS 
Huntsville, Ala.—Friday 
100% Insured—No Registration Fee 





COLORADO 





Colorado Auto Auction 
4285 So. Santa Fe, Littleton, Colorado 
Phone: SU 1-7821 
SALE EVERY TUESDAY 
11:00 A.M. 


George A. Lamb Norman Early 
Owners & Operators 
MILL NACE, General Manager 
Dealers Only 
Write for FREE Market Reports. 





CONNECTICUT 





NEW ENGLAND'S OLDEST 
AND BEST 
Dealers Auto Exchange in our I5th Year of 
Continuous Operation. 
DUAL LANE SALE 
Sales every Wed.—11:30 A.M. 


Southern Auto Sales, Inc. 
Warehouse Point, Conn. 





FLORIDA 


DAYTONA BEACH — Florida Auto 
Auction. City Airport. Tues., 10 
A.M. Dealer-owned. Dealers only. 








MARYLAND 


BEL AIR—Bel Air Auto Auction. Ti- 
tles, checks guaranteed. Cars group- 
ed. Thur., 12 noon. Established 1947. 





L UC A D, the Dealers’ Directory 
to Leading Auto Auctions. 





y Rates: Listing (maximum: three lines of 


MICHIGAN 


DETROIT'S 
Oldest, Largest and Very Best 
Wednesday at Noon 


19241 Dix—Toledo Highway—Route 25 
Just / mile from Detroit City Limits 


MELVINDALE, MICHIGAN 
PHONE: DUnkirk 3-0150 


NEW JERSEY 








Minutes from New York City 





EXCLUSIVELY FOR AUTO DEALERS 


INSURED PICKUP AND 
DELIVERY SERVICE 


MINIMUM RATES 


We issue auction checks— 
Guarantee titles. 
Dual Lane Sale—4 Auctioneers 


Insured By 
AUCTION INSURANCE AGENCY, 
Birmingham, Alabama 


EVERY TUESDAY AT NOON! 


ON ROUTE 46 
CALDWELL TOWNSHIP, N. J. 


CApito! 8-0100 for Reservations 
ree RRR RU ee ORR REEF RNIB 





RALEIGH — Mann’s Auto Auction 








LEADING USED-CAR AUCTION DIRECTORY 


type)—-$5.00, 1-time; $4.00, 13-times; $3.50, 52-times. Dis- 
(minimum space, 1 inch on 1 column—maximum 5-inches on 2 columns.) For display Rates contact Want Ad 
-. Automotive News, Detroit 7, Michigan. 


NEW JERSEY 


N-A-D-E 


Ae a Se 


OVER 


PY Ce 


EVERY WEEK LANES 


Junction of Penna. and N Turnpikes 
te 206 South, Bordentown, N 
N. J. Turnpike » AXminster 8-3400 


NEW YORK 


LAFAYETTE—Syracuse Auto Auction, 
Center of Empire State. Check and 
Title Protection. (Wed.) 





NEW YORK STATE’S OLDEST 
NATIONALLY KNOWN 


TIM ANSPACH INC. 


Dealer Aute Auction 


Albany 5, N. Y. 


Every Monday — II O'Clock 
180 car sale average 
Titles and Checks Guaranteed 


All 





NORTH CAROLINA 


Sale, Rt. 5. Ph. 3-1564, Titles & 
checks guaranteed. Mon. 10 A. M. 


Dealers! Consult this Page for 
Fast, Accurate Directions to 
Leading U. S. Auto Auctions. 





Consult this page each week for 


Overstocked? Inventory Unbalanced? 









OHIO 


AKRON—A-1 Auto Auction, U. S. 224, 
PL 3-6643, Titles, Checks guaran- 
teed. Ea. week, Tues., Thurs., 12:30. 





PENNSYLVANIA 
YOUR CARD, 
SIR... 
the 
most 
important 
card 
you'll 
ever 









own! 


This NEW Dealer Identification Card is al- 
ready in the hands of thousands of the most 
active dealers. It authorizes them to do busi- 
ness at the Manheim Auto Auction. 

The NEW Identification Card is GREEN. 
All others are obsolete. 

In order to get your Identification Card, 
send us your name, address and dealer regis- 
tration number. We will then mail you an 
application form which, when properly filled 
out and approved, will entitle you to do busi- 
ness at the largest auto auction in the world. 

Do it now! This NEW card can mean $$$$$ 
for you! 


Sale Every Friday at 10 A.M. 


MANHEIM AUTO 
AUCTION, INC. 


Route 72, Manheim, Pa., MOhawk 5-240! 










Top Heavy with Hard-to-Sell Items? 
Need Some Creampuffs Fast? 


Dealer auto auctions listed here hold the answer to your used-car problems. 


the nation's top auto auctions. 









AUTOMOTIVE NEWS, MAY 8, 1961 





Used-Car Auction Prices 





(Continued from Page 24) 


4-dr., $1,705* (ps); 2-dr., $1,450*; Fair- 
lane 500 (6) 4-dr., $1,415*; Country 
Sedayg (6) 4-dr., $1,675* (ps); Country 
Sedan (8) 4-dr., $1,210*; Falcon (6) 4- 
dr., $1,550*; 2-dr., $1,360, $1,280; Cus- 
tom 300 (6) 2-dr., $1,280, $1,215; Cus- 
tom 300 (8) 2-dr., $1,125*; Ranch 
Wagon (6) 2-dr., 2 at $1,145; Fairlane 
(6) 2-dr., $1,080. 

’59 Galaxie (8) conv., $1,470*; 4-dr., $1,- 
450* (ps); 2-dr, Victoria, $1,420*; 2- 
dr., $1,365* (ps), $1,355* (ps); Country 
Sedan (8) 4-dr., $1,355* (ps); Custom 
300 (6) 2-dr., $1,050*, $1,000; 4-dr., 2 
at $1,000*, $530; Custom 300 (8) 4-dr., 
$1,030*, $1,010*, $975, $225; Ranch 
Wagon (6) 2-dr., $820. 

’58 Fairlane 500 (8) conv., $1,075* (ps); 
Country Sedan (8) 4-dr., $865*; Ranch 
Wagon (6) 2-d?., $625. 

’57 Fairlane 500 (8) conv., $905* (ps); 2- 
dr. Victoria, $675* (ps), $350*; 2-dr., 
$650*, $575; 4-dr., $605* (ps); Ranch 
Wagon (8) 2-dr., $575; Custom 300 (6) 
2-dr., $570*; Custom 300 (8) 2-dr., 
$425*; 2-dr, Victoria, $235*; Country 
Sedan (8) 4-dr., $530* (ps), $475* (ps); 
DelRio (8) 2-dr., $525* (ps); Custom 
(8) 2-dr., $520. 

’56 Fairlane (8) 2-dr. Victoria, $500*; 4- 
dr., $495*, $435*, $295*; Custom (8) 
4-dr., $270; Main (6) 2-dr., $195. 

’55 Fairlane (8) 4-dr., $130* (ps). 

IMPERIAL—’56 Imperial 4-dr., $505* (ps). 
’55 Imperial 4-dr., $195* (ps). 
LINCOLN—’56 Premiere 4-dr., $625* (ps). 
MERCURY—’57 Montclair 4-dr., $500*. 

56 Montclair 2-dr. hardtop, $280*. 

’55 Monterey station wagon, $180*. 
NASH—’56 Ambassador (6) 4-dr., $175*. 
OLDSMOBILE—’60 (88) 2-dr. Scenic, $2,- 


225* (ps). 

’59 (98) 4-dr. Holiday, $1,815* (ps); (88) 
Fiesta 4-dr., $1,770* (ps); 4-dr., $1,- 
615* (ps); 2-dr., $1,560* (ps). 

’58 (88) 4-dr, Holiday, $1,160* (ps); 2- 


dr. Holiday, $955*. 
’57 (98) 2-dr. Holiday, $745* (ps). 


’56 (88) 4-dr., $395*; (88) Super 2-dr., 
$335* (ps). 

PLYMOUTH—’60 Belvedere (8) 4-dr., $1,- 
420* (ps). 

*59 Fury (8) conv., $1,400*; Suburban 


(8) Sport 4-dr., $1,375* (ps). 
’57 Suburban (6) Custom 4-dr., 
Savoy (8) 4-dr., $415*. 
*55 Suburban (8) 4-dr., $220. 
PONTIAC—’61 Tempest (4) 4-dr., $1,880. 
’60 Bonneville sport coupe, $2,525* (ps); 
Safari 4-dr., $2,435* (ps); Catalina 
conv., $2,400*, $2,290* (ps); sport 
coupe, $2,280* (ps); 4-dr., $2,050* (ps), 
$1,885*; Star Chief 4-dr., $2,320* (ps). 
’59 Catalina 2-dr., $2,000*; 4-dr., $1,555* 
(ps); Bonneville sport coupe, $1,910* 
(ps), $1,850* (ps). 
57 Chieftain 2-dr. Catalina, $690*; 4-dr., 
$435* (ps), $370*, 
’55 Chieftain 2-dr., $165*, $145*. 
RAMBLER—’60 Super (8) station wagon, 
$1,615; Deluxe (6) 4-dr., $1,230. 
*59 Custom (6) Cross Country, $1,215*; 
Ambassador (8) 4-dr., $1,190* (ps). 
’58 Super (6) Cross Country, $950*. 
’56 Super 4-dr., $360*. 
STUDEBAKER—’59 Lark (6) station wag- 


$620*; 


on, $705. 
MISCELLANEOUS—'60 Dodge pickup, $1,- 
250. 
Ya 


59 Chevrolet %-ton pickup, $1,045; % 
ton pickup, $900; panel, $900, 

’57 Ford truck, $690. 

’56 Ford %-ton pickup, $385. 


LOS ANGELES 


Harold Henry’s Los Angeles Dealers Auto 
Auction, Sale every Tuesday. Prices are for 
sale of April 25. 

BUICK—’60 LeSabre 4-dr. hardtop, $2,095* 
(ps). 

"59 aebee 2-dr, hardtop, $1,645*; Elec- 

tra 4-dr., $1,550* (ps). 






















’58 Special 4-dr., $855*; 2-dr. Riviera, 
$750*. 

’57 Century 2-dr. Riviera, $885* (ps); 
Special Estate Wagon, $865*; 2-dr. 


Riviera, $665*; conv., $650*. 

’56 Century 2-dr. Riviera, $535* (ps); 
Super 2-dr. Riviera, $475* (ps); Spe- 
cial 2-dr. Riviera, $390*; 4-dr. Riviera, 
$355*. 

’55 Century 2-dr. Riviera, $475* (ps), 
$435*, $390* (ps); Super 2-dr. Riviera, 
$325* (ps). 

’54 Century 2-dr. 
$235*. 

CADILLAC — ’60 de Ville 2-dr, 
$4,300* (ps); 4-dr. hardtop, 
(ps), $3,875* (ps); (62) conv., 
220* (ps), $4,110* (ps); 2-dr. 
top, $4,150* (ps), $3,850* (ps). 

’59 Eldorado conv., $3,550* (ps); de 
Ville 2-dr. hardtop, $3,510* (ps), $3,- 
355* (ps), $3,180* (ps); 4-dr. hard- 
top, $3,135* (ps), $3,120* (ps); (60) 
Special 4-dr. hardtop, $3,350* (ps); 
(62) 2-dr. hardtop, $3,285* (ps), $3,- 
035* (ps), $2,985* (ps); conv., $3,- 
235* (ps); 4-dr. hardtop, $2,890* (ps). 

"58 (62) Coupe de Ville, $2,285* (ps), 
$2,200* (ps); 2-dr. hardtop, $2,170* 
(ps), $2,010* (ps). 

’57 (60) Special 4-dr. 
(ps), $1,785* (ps); 
Ville, $1,785* (ps); 
$1,660* (ps), $1,425* 
top, $1,495* (ps). 

56 (62) conv., $1,010* (ps): Sedan de 
Ville, $930* (ps); 2-dr. hardtop, $875* 
(ps). 

’55 (62) 2-dr. hardtop, $995, $785; Coupe 
de Ville, $940; (75) 4-dr. (7 pass.), 
$760: (60) Special 4-dr., $685. 

"54 (62) 4-dr., $980, $650; conv., 

°53 (62) 4-dr., $275. 

CHEVROLET ’61 Corvette (8) 
$3,435; Impala (8) sport sedan, $2,- 
510* (ps); sport coupe, $2,485 (ps); 
Corvair Monza (6) 2-dr., $2,275*; Cor- 
vair 700 (6) station wagon, $2,270; 
4-dr., $2,000*. 

760 Corvette (8) conv., 
(8) sport coupe, $2,350* 
$2,145* (ps), $2,135, $2,125* 
$1,990*; sport sedan, $2,120* 
$2.065* (ps); conv., $2,100* (ps), 
650 (ps); Parkwood (8) 4-dr., $2,- 
110* (ps); Corvair Monza (6) 2-dr., 
$1,910*; Corvair 700 (6) 4-dr.,$1,370; 
Corvair 500 (6) 4-dr., $1,330; Brook- 
wood (8) 4-dr., $1,745; Biscayne (6) 
2-dr., $1,580* (ps). 

’59 Corvette (8) conv., $2,270; Nomad 
(8) 4-dr., $1,800* (ps); Impala (8) 
sport coupe, $1,780* (ps), $1,775* (ps), 
$1,760* (ps), $1,750* (ps), $1,710* 


Riviera, $275* (ps), 
hardtop, 
$4,280* 
$4,- 
hard- 


hardtop, $1,870* 
(62) Sedan de 
2-dr. hardtop, 
(ps); 4-dr. hard- 


$625. 


conv., 


2,525; Impala 


$2,285, 
(ps), 
(ps), 


$1,- 


(ps), 


(ps), $1,700* (ps), $1,680* (ps), $1,- 
585* (ps); conv., $1,675* (ps), $1,- 
585* (ps), $1,555*, $1,475 (ps); sport 
sedan, $1,625*, $1,625* (ps), $1,550* 
(ps); 4-dr., $1,585*, $1,460*; Park- 
wood (8) 4-dr., $1,635* (ps); Brook- 


wood (8) 4-dr., $1,545*, $1,475; Brook- 
wood (6) 4-dr., $1,350; Bel Air (8) 
4-dr., $1,425*, $1,420* (ps), $1,310*, 
$880*; Bel Air (6) 4-dr., $1,330*; 2- 
dr., $1,260*; Biscayne (8) 4-dr., $1,- 
250* (ps), $1,140*; 2-dr., $1,175*; 
Biscayne (6) 2-dr., $1,180, $1,165*; 
4-dr., $1,110*, 

"58 Corvette (8) conv., $1,925; Impala 
(8) sport coupe, $1,325* (ps), $1,125* 
(ps), $1,110*, $1,095* (ps); conv., 
$1,185* (ps), $1,170* (ps), $1,170*; 
Bel Air (8) sport sedan, $920* (ps); 
Biscayne (8) 4-dr., $865; Delray (8) 
2-dr., $710*; Delray (6) 2-dr., $635*; 
utility sedan, $610. 

’57 Corvette (8) conv., $1,450; Bel Air 
(8) sport coupe, $940, $935*; Two-ten 
(8) station wagon 4-dr., $910*, $900, 
$855*; 4-dr., $750* (ps); One-fifty (6) 
utility sedan, $345. 

’56 Bel Air (6) sport coupe, $825*; Bel 
Air (8) sport sedan, $780* (ps), $700*; 
sport coupe, $755* (ps), $690; 2-dr., 
$660, $640; conv., $625*; Two-ten (8) 
station wagon 4-dr., $560*, $515*; One- 
fifty (6) 4-dr., $475. 

’55 Bel Air (8) sport coupe, $690, $635*, 
$615*, $605*, $600* (ps), $585*; conv., 
$640*, $530*; station wagon 4-dr., $630* 
(ps); 2-dr., $550*, $385; Bel Air (6) 


4-dr., $450; Two-ten (8) station wagon 
4-dr., $580*; 4-dr., $435*; Delray, 
$410*; Two-ten (6) 2-dr., $440*, $360; 
One-fifty (6) 2-dr., $535, $335. 

’54 Bel Air sport coupe, $435, $275. 

’53 Two-ten 4-dr., $325, $260; 2-dr., $210; 
Bel Air 4-dr., $290; One-fifty utility 
sedan, $275. 

"52 Deluxe 2-dr, 
$135, $125*. 

CHRYSLER—’59 NY conv., $2,100. 

’58 (300) 2-dr. hardtop, $1,900. 

’57 NY 2-dr. hardtop, $1,085* (ps); Wind- 
sor 2-dr., $810*; Saratoga 2-dr. hard- 
top, $805* (ps). 

DeSOTO—’59 Fireflite conv., $1,725* (ps). 
’58 Fireflite 2-dr. hardtop, $1,320* (ps). 
’55 Firedome 2-dr. hardtop, $350* (ps). 

DODGE—’59 Coronet (8) 2-dr. hardtop, 
$1,565* (ps). 

57 Coronet (8) 4-dr. hardtop, $575*; 4- 
dr., $550*. 

56 Custom Royal (8) 4-dr., $400* (ps); 
Coronet (8) conv., $300*. 

FORD—’61 Thunderbird (8) 2-dr. hardtop, 
$4,350* (ps), $4,000* (ps), $3,950* 
(ps). 

’60 Fairlane 500 (8) 4-dr., $1,465*, $1,- 
370; Fairlane 500 (6) 4-dr., $1,225; 
Fairlane (8) 2-dr., $1,285. 

’59 Thunderbird (8) conv., $2,500* (ps), 
$2,485* (ps); 2-dr. hardtop, $2,460* 
(ps); Country Sedan ‘8) 4-dr. (9 
pass.), $1,500*; (6 pass.), $1,485* (ps), 
$1,385* (ps); Galaxie (8) 2-dr. Vic- 
toria, $1,450* (ps); conv., $1,285* (ps); 
4-dr. Victoria, $1,285* (ps), $1,280* 
(ps); Ranch Wagon (8) 4-dr., $1,355* 
(ps); Custom 300 (8) 4-dr., $1,340* 
(ps); 2-dr., $1,070*, $1,055*; Custom 
300 (6) 2-dr., $1,065; Fairlane 500 (8) 
2-dr. Victoria, $1,285* (ps); 4-dr. Vic- 
toria, $1,210* (ps); Fairlane (8) 2-dr., 
$1,050*; 4-dr., $975. 

’58 Thunderbird (8) 2-dr, hardtop, $1,- 
935* (ps), $1,925* (ps), $1,595* (ps); 
Country Sedan (8) 4-dr., $950* (ps); 
Fairlane 500 (8) conv., $850* (ps); 


hardtop, $140*; 4-dr., 


EXTERIOR of Economotors, Inc., Riverside, Calif. 





LESLIE F. BELTON, GENERAL 
MANAGER of Economotors, Inc. 


HONG BOOKS CRE 
Leonomelere 
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Model Breakdown 
Of Auction Averages 











May, 1961 April, March, 
Model To Date 1961 1961 
on $2,637 $2,494 $2,561 
: 1,911 1,935 1,909 
ee 1,482 1,367 1,355 
eR 964 960 963 
Me awcncices 637 654 634 
Desi scsxctevs 427 433 44d 
ee 324 323 323 
SD i scesddcase 239 210 206 
Overall 
Average $1,078 $1,047 $1,049 





Fairlane 500 (6) 4-dr., $750; Custom 
300 (6) 2-dr., $595*. 


’57 Country Squire (8) 4-dr., $875*; Fair- 
lane 500 (8) 2-dr., $810* (ps); 4-dr. 
Victoria, $700* (ps); 4-dr., $685* (ps); 
conv., $635* (ps); 2-dr. Victoria, $560* 
(ps); Country Sedan (8) 4-dr., $800*, 
$765*; DelRio (8) 2-dr., $645*; Custom 
300 (6) 4-dr., $550*, $470; Custom 300 
(8) 4-dr., $535, $500*, $385. 


’56 Thunderbird (8) conv., $1,310* (ps), 
$1,095*; Parklane (8) 2-dr., $630* (ps); 
Country Sedan (8) 4-dr., $475; Custom 
(8) 2-dr. Victoria, $450*; Fairlane (8) 
4-dr., $435*, $405* (ps); 2-dr. Victoria, 
$355*; 2-dr., $300. 

’55 Thunderbird (8) conv., $1,145; Coun- 
try Sedan (8) 4-dr. (9 pass.), $495*; 
(6 pass.), $490* (ps); Fairlane (8) 2- 
dr. Victoria, $375*; conv., $285*; Cus- 
tom (8) 4-dr., $345*; Custom (6) 4-dr., 
$260*; Ranch Wagon (6) 2-dr., $330; 
Country Squire (8) 4-dr., $330*. 


“Our Clalional Accounting System 
saves us°9,200 a year... 


returns 120% annually on investment 


Riverside, Calif. 


‘We have eliminated handwriting 
and balancing problems with our 
National Accounting System. As a 
result, accounts are much easier to 
audit. The color coding of records 
allows quick distinction and affords 
great savings in processing time. 
With the National, we are saving 
200 hours a: month over our pre- 


vious method. 


made!” 


“Our employees are especially 
pleased with the ease of operation 


of the System. Records are current 
and correct at all times. No more 


waiting for important information to 
be gathered. It is always at our finger 


THE NATIONAL CASH REGISTER COMPANY, Dayton 9, Ohio 


1039 OFFICES IN 121 COUNTRIES @ 77 YEARS OF HELPING BUSINESS SAVE MONEY 


tips. And the low cost of the ac- 
counting forms used by the System 
is another substantial saving we get 
from our National. 

“The efficiencies of our National 
Accounting System save us $9,200 
a year. It returns 120% annually on 
our investment. And it is one of the 
soundest investments we have ever 


dees x Bet flo 


—Economotors, Inc., 
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hardtop, 


IMPERIAL — '59 Imperial 
$3,050. 


LINCOLN—’60 Continental 
hardtop, $4,000. 
’57 Premiere 2-dr. hardtop, $1,135. 


MERCURY — '58 Monterey 4-dr. hardtop, 
$880* (ps); 4-dr., $700* (ps). 

’57 Montclair 2-dr. hardtop, $550*. 

‘56 Custom station wagon, $550*, $395* 
(ps); 2-dr., $360*; Montclair 2-dr. 
hardtop, $435*, $370*. 

OLDSMOBILE—’61 F-85 4-dr., $2,095. 

’59 (98) 4-dr. Holiday, $2,050* (ps); (88) 
4-dr. Holiday, $1,800* (ps), $1,760* 
(ps); 2-dr. Scenic, $1,690*. 

’58 (88) Super Fiesta 4-dr., $1,490* (ps); 
2-dr. Holiday, $1,425* (ps); 4-dr. Holi- 
day, $1,160* (ps). 

’57 (88) Super 2-dr. Holiday, $910* (ps); 
(88) 2-dr, Holiday, $905* (ps), $885* 
(ps), $740* (ps), $700* (ps). 

"56 (98) 4-dr, Holiday, $620* (ps), $535* 
(ps), $400*; 2-dr. Holiday, $530* (ps); 
(8) Super 4-dr. Holiday, $605*; 2-dr. 
Holiday, $440* (ps). 

’55 (88) Super 4-dr. Holiday, $645* (ps); 
2-dr. Holiday, $490* (ps); 4-dr., $485* 
(ps), $450* (ps); conv., $460* (ps); 
(88) 2-dr. Holiday, $460* (ps); 4-dr. 
Holiday, $310*. 

PLYMOUTH—’60 Suburban (8) 4-dr., $1,- 
665*; Valiant 200 (6) 4-dr., $1,570*; 
Fury (8) 4-dr., $1,535* (ps); Belvedere 
(8) 4-dr., $1,485* (ps), $1,455* (ps); 
Savoy (6) 2-dr., $1,360*. 

’59 Suburban (8) Custom 4-dr., $1,420* 


2-dr. 


Mark V 4-dr. 


(ps), $1,390* (ps); Fury (8) 2-dr. 
hardtop, $1,395* (ps); 4-dr., $1,265* 
(ps). 


’58 Suburban (8) 4-dr., $975* (ps). 

’57 Suburban (8) Custom 4-dr. (9 pass.), 
$845* (ps); Belvedere (8) 4-dr., $565*; 
Plaza (6) 2-dr., $400. 

’56 Suburban (8) 2-dr., $390*; Belvedere 
(8) 2-dr. hardtop, $345* (ps). 

’55 Savoy (6) 2-dr., $280; Belvedere (8) 


(Continued on Page 28, Col. 1) 





THIS NATIONAL SYSTEM pays 
for itself in less than a year. 





1?? 


Your auto agency, too, can benefit from 
the many time- and money-saving fea- 
tures of a National System. Nationals 


pay for themselves quickly through 


savings, then 


phone book.) 


continue to return you 


a regular extra yearly profit. National’s 
world-wide service organization will 
protect this profit. Ask us about the 
National Maintenance Plan. 

(See the yellow pages of your € 
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General Manager 
Economotors, Inc. 
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FORD FAMILY OF FINE CARS CLEARINGHOUSE e@ NO. 237 OF A SERIES 


Behind the Ford Family of Fine Cars... 


THOUSANDS OF 
PARTNERS 
IN QUALITY! 


Many thousands of large and small companies throughout the nation and the world 
played an important part in establishing Ford Motor Company’s product leadership 
for 1961. 

These firms—suppliers of some 100,000 parts, materials, equipment and services— 

contributed through strict adherence to the Company’s rigid quality standards. And 

Ford standards in designing, engineering and manufacturing placed this year’s Ford 

Family of Fine Cars in a class by themselves for quality, reliability and performance. 

Recognizing that Ford Motor Company’s goal was not merely to match competition, 

but to have the best quality in the industry, our supplier firms cooperated fully to 

implement the Company’s improved standards. For example: 

e 1961 saw the first use in the industry of a Ford-developed test for measuring the 
corrosion resistance of anodized aluminum. All anodized aluminum parts used 
on our vehicles must pass this test, so that our customers receive corrosion-free 
decorative trim. 

Suppliers, working with Ford Quality Control technicians, have established a 
program for controlling parts quality at the source, emphasizing “built-in” quality 
rather than “inspected for’’ quality. 

Functional parts are subjected to durability tests by suppliers to provide maximum 
reliability. These tests enable suppliers to guarantee that only the highest quality 
parts are assembled into our products. 

This close cooperation between Ford Motor Company and its “partners in quality” 

is one more example of the critical measures taken to insure more sales for you... 

more satisfaction for your customers. 

Another reason why it’s great to be a dealer in the Ford Family of Fine Cars. 


AN INVITATION TO BECOME A PARTNER IN QUALITY 


“Ford Motor Company needs suppliers who are proud of 
their ability to deliver quality products. If you are such a 
supplier, we invite you to pay us a business call. 

“Whether your company is large or small, diversified or 
specialized, there is a very good possibility you belong among 
the many thousands of present or prospective suppliers with 
whom Ford Motor Company is anxious to do business.” 


C42. Wie 


E. G. Ward 


Vice President—Purchasing 


Interested firms are invited to send for a complimentary copy of the new Ford booklet, ‘Partners In Quality.” 
Write: Ford Motor Company, Central Purchasing Office, The American Road, Dearborn, Michigan. 


FOR THE AMERICAN ROAD; THE FARM; AND INDUSTRY ¢ Forde Faicone 

Thunderbird e Comet e Mercury « Lincoln Continental e English Ford Linee 

Ford Trucks e industrial Engines e Farm and Industrial Tractors and Equipmente 

Special Military Vehicles e Aeronutronic— Products for the Space Agee 

Ford Motor Credit Company e The American Road Insurance Company e MOTOR COMPANY 


The American Road, Dearborn, Michigan 
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era, $295*, $275*; 2-dr., $200. 
’55 Super 2-dr. Riviera, $175* (ps), $100* 
a © (ps). 
Used-( ar Au t CADILLAC — ’59 Eldorado conv., $3,110* 
. lon rices (ps); (62) 4-dr., $2,630* (ps); de Ville 
4-dr. hardtop, $2,550* (ps). 
’58 Eldorado conv., $2,225* (ps); (60) 
Special 4-dr. hardtop, 2,000* (ps); 
~ ‘ x (62) 4-dr. hardtop, $1,850* (ps), 
pen See SEER, 29) '57 (60) Special 4-dr, hardtop, $1,050* 
2-dr., $235*. $1,250; (6) %-ton pickup, $1,175, $1,-| ..<P8): , " 
PONTIAO — '60 Bonneville conv., $2,775* 100. re 56 (60) Special 4-dr., $500° (ps). 
(ps); 4-dr. Vista, $2,625* (ps); Cata- ’59 Chevrolet (8) El Camino, $1,570*, | CHEVROLET—’61 Corvair (6) 2-dr., $2,- 
lina Safari 4-dr., $2,470* .(ps); conv., $1,255; Willys (6) 1-ton pickup, $1,350; 050". 
$2,350* (ps). Ford (6) %-ton pickup, $1,060; (8) %- ’60 Impala (8) 2-dr., $1,925*; sport se- 
’59 Bonneville sport coupe, $2,300* (ps), ton pickup, $960*. dan, $1,910* (ps); Bel Air (8) 4-dr., 
$2,000*; 4-dr. Vista, $2,210* (ps), §$2,- ’58 Ford (8) %-ton pickup, $935; (6) \%- $1,575* (ps), $1,550*, $1,545*, $1,460; 
090* (ps); Catalina Safari 4-dr., $2,- ton pickup, $835; (8) Courier, $605; Corvair (6) 4-dr., $1,225. 
O75* (ps), $2,050* (ps); sport coupe, Chevrolet (6) %-ton pickup, $890; ’59 Impala (8) sport coupe, $1,525* (ps); 
$1,885* (ps), $1,760*, $1,445*, $1,400*; Dodge (8) %-ton pickup, $3810. Bel Air (8) 4-dr., $1,260*, $1,150* (ps), 
Star Chief 4-dr. Vista, $1,700* (ps). ’57 Chevrolet (6) %-ton pickup, $850; 2 at $1,150*, 2 at $1,130*, $1,125*, $1,- 


’58 Chieftain Safari 4-dr., $1,190* 
Super Chief 4-dr., $960*, $950* 
Star Chief 4-dr., $950* (ps). 

’57 Star Chief Safari 4-dr., $900*; Chief- 
tain 2-dr., $780*; 2-dr. Catalina, $695*, 
$6107. 

56 Star Chief 2-dr. Catalina, $580* (ps), 
$490* (ps); Chieftain 4-dr., $385* (ps). 

’55 Chieftain Safari 4-dr., $470* (ps); 
2-dr, Catalina, $295*; Star Chief 2-dr. 
Catalina, $390* (ps), $335*; 4-dr., 
$375*. 

’53 Catalina 2-dr., $165*. 

RAMBLER—’61 Classic (6) station wagon, 
$2,340*. 

’59 Super (6) Cross Country, $1,520*, $1,- 
400, $1,285. 

’57 Super (6) Cross Country, $735*; Su- 
per (8) 4-dr., $680*; Deluxe (6) 4-dr., 


(Ds) ; 
(ps); 


$466. 
STUDEBAKER—’ 61 Lark (8) 2-dr., $2,160* 
(ps). 
’56 President (8) 2-dr., $385*, 
’55 Commander (8) 2-dr., $345. 
MISCELLANEOUS—’60 Ford (6) Falcon 
Ranchero, $1,300; (8) %-ton pickup, 











ROYSTON DISTRIBUTORS, INC., Headquarters Building located in Philadelphia, Pa. 
Distributors for British Motor Corporation products in Pennsylvania, Virginia, West 


Ford (6) %-ton pickup, $735, $645. 

"56 Chevrolet (8) %-ton pickup, $715, 
$610*; Ford (6) %-ton pickup, $540; 
(8) %-ton pickup, $460*; Dodge (8) 
¥%-ton pickup, $430. 

’55 Willys (6) utility wagon, $650; Chev- 
rolet (8) %-ton pickup, $615*; (6) %- 
ton pickup, $555*; Ford (6) %-ton 
pickup, $455; (6) %-ton panel, $260. 

’54 Ford (6) %-ton pickup, $235, 

’52 Chevrolet %-ton pickup, $840. 

’45 Willys Jeep, $485. 


CALDWELL, N. J. 


Skyline Auto Auction. Sale every Tuesday. 
Prices are for sale of April -5. Auction red 
hot, Prices strong. Clean cars in tremend- 
ous demand. Sold 212 cars from 270 con- 


signments. 
BUICK—’58 Super 4-dr. Riviera, $960* 
(ps). 
"57 RM conv., $680* (ps); Special 4-dr., 
$625*; Century conv., $525* (ps). 
’56 Century 2-dr, Riviera, $550*; 4-dr. 


Riviera, $510* (ps); Special 4-dr. Rivi- 


Virginia, Western New York State, Maryland, Delaware and District of Columbia. 





AUSTIN HEALEY 











115*, $1,110*, $1,100, $1,095*, $1,085*, 
$1,075*, $1,065*; Bel Air (6) 4-dr., $1,- 
165*, $1,065, 2 at $1,050, $1,045, 2 at 
$1,040, $1,000, $935; 2-dr., $1,000, $945; 
Kingswood (8) 4-dr., $1,240*; Kings- 
wood (6) 4-dr., $1,180; Parkwood (8) 
4-dr., $1,225*, $1,090*; Parkwood (6) 
4-dr., $1,075; Biscayne (8) 2-dr., $875*. 

’58 Brookwood (8) 4-dr., $935*; Biscayne 
(6) 4-dr., $925*; Yeoman (6) 4-dr., 
$790, 

’57 Two-ten (6) station wagon 4-dr., 
$600; One-fifty (6) 4-dr., $135. 


56 Two-ten (6) 4-dr., $575*; Bel Air (8) 
conv., $375* (ps); Bel Air (6) 2-dr., 
$355. 


’55 Bel Air (8) sport coupe, $500*; Two- 
ten (6) 4-dr., $250, $225; One-fifty (6) 
2-dr., $140. 

CHRYSLER—’59 Saratoga 4-dr. 
$1,565* (ps); Windsor 4-dr, 
$1,405* (ps). 

’58 NY 2-dr. hardtop, $1,165* (ps); Sara- 
toga 4-dr. hardtop, $1,080* (ps); Wind- 
sor 4-dr. hardtop, $1,910* (ps). 

’57 NY 4-dr., $580* (ps); Saratoga 4-dr. 


hardtop, 
hardtop, 





Corporation, is correct. 


last decade. 


Philadelphia, Pennsylvania 


SPRITE 


Brighten Your Future with a BMC Franchise 
Distributors in the United States for products of The British Motor Corporation, Ltd.— 
S$. H. ARNOLT, INC., 2130 North Lincoln Ave., Chicago 14, Illinois » BRITISH MOTOR CAR DISTRIBUTORS, LTD., 
1200 Van Ness Ave., San Francisco 9, California * CONTINENTAL CARS DISTRIBUTORS, INC., 5615 Pershing 
Ave., St. Louis 12, Missouri * CRANDALL-HICKS COMPANY, 226 Worcester Turnpike, Wellesley Hills, Mass- 
achusetts * FALVEY MOTOR SALES CO., 22600 Woodward Avenue, Detroit 20, Michigan * HAMBRO AUTO- 
MOTIVE CORPORATION, 5009 Xerxes Avenue South, Minneapolis, Minnesota * J. S. INSKIP, INC., 304 East 64th 
Street, New York 21, N.Y. * OVERSEAS MOTORS CORPORATION, 2824 White Settlement Road, Fort Worth, Texas 
ROYSTON DISTRIBUTORS, INC., 1601 Vine Street, Philadelphia, Pennsylvania * SHELLY MOTORS, 1017 Kapiolani, 
Honolulu, Hawaii « SHIP AND SHORE MOTORS, 701 South Flagler Drive, West Palm Beach, Florida 





PAST.. 
PRESENT... 
FUTURE! 


This company commenced 
business in Philadelphia on 
September 13th, 1951. Not a 
large company, in fact a very 


strictly adhered to—there is a 
strong, solid, sports car mar- 
ket in the United States, and 
the cars of the British Motor 
Corporation (Sprite, MG, 
and Austin Healey) are the 
best line to tap that market. 


Ten years is a short time in the life of a corporation. 
Soon we shall celebrate that anniversary; but during 
these 10 years, we have proved by the size and strength 
of this corporation that our original thinking, building 
our business around the cars of the British Motor 


This building looked huge when we purchased it in 
1956, but we have outgrown it. 


We are planning a new building. Our thoughts are 
still the same and we are convinced our next 10 years, 
to September 1971, will be bigger and better than our 


We continue to place our faith in the future market 
for the cars of the British Motor Corporation; their 
Sprite, MG, and- Austin Healey. 


FREDERIC ROYSTON 


Top quality means top sales! 


There are more of these BMC 
sports cars on U.S. highways 
than those of all other makers 
combined. 








Holiday, $1,630* (ps). 


hardtop, $475* (ps). 
*58 (88) Super 4-dr. Holiday, 2 at $1,190* 


’55 NY conv., $210* (ps). 























- is . ia e ° (ps); 4-dr., $1,170* (ps); (88) 4-dr. 
DODGED Goresiet (8) ‘dr. $600" (os). Holiday, $1,190* (ps); 4-dr., $900*; 2- 
- dr., $875*; Fiesta 4-dr., $940* (ps); 


’5S Custom Royal (8) 4-dr. hardtop, $920* 


Coronet (8) 4-dr. hardtop, $815* (98) 4-dr, Holiday, $825* (ps). 


aoa ’57 (88) Super 4-dr, Holiday, $595* (ps); 
er - / ; 4-dr., $380* (ps). 
FORD — ’60 Fairlane (8) conv., $1,800* 56 (88) 4-dr., $475* (ps); 2-dr. Holiday, 
(ps); Fairlane (6) 2-dr., $870; Fair- $335*. 
lane 500 (8) 4-dr., $1,405*, $1,350; 5S (88) 2-dr. Holiday, $260*. 
Custom (8) 4-dr., $1,200; 2-dr., $995*. | pagcKARD—’55 Clipper 2-dr. hardtop, 
"59 Thunderbird (8) 2-dr, hardtop, $2,- $125*. 
350* (ps), $2,090* (ps); Galaxie (8) | pryMOUTH—’59 Fury (8) 4-dr. hardtop, 
4-dr. Victoria, $1,500* (ps); Country $1,220* (ps); Belvedere (8) 2-dr., 
Sedan (8) 2-dr., $1,050* (ps); Fairlane $810*. 
(8) 4-dr., 2 at $1,020* (ps), $970*; 2-| +58 Belvedere (8) 4-dr. hardtop, $800* 
dr., $905; Ranch Wagon (8) 2-dr., (ps), $700* (ps); Suburban (8) Custom 
$950; Custom (8) 4-dr., $905, $850, 4-dr., $650*. 
$835, $805. 57 Belvedere (8) 4-dr., $350* (ps), $340* 
'57 Country Sedan (8) 4-dr., $765* (ps); — wate 


Fairlane 500 (8) 4-dr., $485*; Custom 
(6) 2-dr., $345. 


’56 Plaza (8) 2-dr., $230. 
’55 Suburban (6) Custom 2-dr., $295, 


’56 Fairlane (8) 2-dr., $300*; Custom (6) NTIAC—’59 Catalina 4-dr. Vista, $1,485* 
2-dr., $290*, $165*; Main (8) 4-dr., ro nr fom a 
$200. 58 Chieftain 4-dr., $$570*, $560*. 


’55 Fairlane (8) conv., $290*; 2-dr., $200; 
Custom (8) 2-dr., $230; 4-dr., $175. 
IMPERIAL—’55 Imperial 4-dr., $500* (ps). 
LINCOLN—’59 Continental Mark IV 4-dr. 
hardtop, $2,245* (ps); Premiere 2-dr. 
hardtop, $2,045* (ps); Canvri 4-dr. hard- 

top, $1,955* (ps). 

’58 Continental Mark III 4-dr, hardtop, 
$1,745* (ps); Capri 2-dr. hardtop, $1,- 
235* (ps). 

’57 Premiere 4-dr. hardtop, $1,050* (ps). 
’56 Premiere 4-dr., $810* (ps). 
MERCURY — ’60 Monterey 4-dr., 

(ps). 

’59 Monterey 2-dr., $1,110* (ps), 
’56 Monterey 2-dr. hardtop, $430* 
Montclair 2-dr., $260*, $230*, 
’55 Montclair 2-dr., $280*; 4-dr., $150*. 
OLDSMOBILE—’60 (98) conv., $2,365* 


’56 Chieftain 2-dr. Catalina, $305*. 
WILLYS—-’49 Deluxe (6) 4-dr., $135. 
MISCELLANEOUS—’59 Chevrolet carryall, 

$650. 

’58 Chevrolet %-ton panel, $260. 

‘57 Ford Courier, $160. 

’56 Chevrolet %-ton panel, 

Ford panel, $150. 
’55 Chevrolet %-ton panel, $175. 
*51 Chevrolet wrecker, $370. 


DETROIT 


Aptco Auto Auction, Sale every Wednes- 
day. Prices are for sale of April 26. 


BUICK—’ 60 Special 4-dr. hardtop, $2,375*. 
’58 Century Estate Wagon, $1,035* (ps). 
’57 Special 4-dr. Riviera, $660* (ps). 

CADILLAC—’ 59 (62) 2-dr. hardtop, $2,800* 

(ps). 

56 (60) Special 4-dr., $700* (ps). 
CHEVROLET—’ 61 Impala (8) sport coupe, 
$2,430* (ps); sport sedan, $2,425*. 

60 Impala (8) conv., $2,225* (ps), $2,- 
010* (ps); sport coupe, $1,800* (ps), 
$1,600*; Kingswood (8) 4-dr., $2,135* 
(ps); Bel Air (6) 2-dr., $1,580; Bis- 
cayne (6) 2-dr., $1,510, $1,325; Corvair 
500 (6) 4-dr., $1,280. 

759 Impala (6) conv., $1,575*; Impala 
(8) sport coupe, $1,570; sport sedan, 
$1,520* (ps); Bel Air (8) sport sedan, 
$1,310*; 4-dr., $1,160* (ps); 2-dr., $1,- 
150*; Bel Air (6) 4-dr., $1,090; Bis- 
cayne (6) 2-dr., $1,025*, $1,005. 

’58 Impala (8) conv., $1,100*; sport 
coupe, $1,085*; Biscayne (8) 4-dr., 
$950*; 2-dr., $900*; Biscayne (6) 4-dr., 
$865; 2-dr., $810*. 

’57 Bel Air (6) 2-dr., $775*. 

56 Bel Air (8) sport coupe, $520* (ps); 
2-dr., $510*. 

CHRYSLER—’58 NY 4-dr., $1,115* (ps). 

DODGE—’60 Dart (8) Phoenix 4-dr. hard- 

top, $1,860* (ps); Pioneer station wag- 
on, $1,765*. 

759 Coronet (8) 2-dr., $1,050*. 

’57 Royal (8) 4-dr., $520* (ps). 

FORD—’ 61 Falcon (6) 2-dr., $1,540. 

*60 Thunderbird (8) conv., $3,025* (ps); 
Galaxie (8) conv., $2,120* (ps), $2,- 
090* (ps), 2 at $2,060* (ps), $1,900*, 
$1,800*; 4-dr., $1,800* (ps); 4-dr. Vic- 
toria, $1,725* (ps); 2-dr. Victoria, $1,- 
650* (ps); Fairlane 500 (8) 4-dr., $1,- 


$250, $150; 


$1,490* 


(ps) ; 


(ps). 
’59 (88) Super 4-dr. Holiday, $1,750* 
(ps); 4-dr., $1,600* (ps); (88) 4-dr. 


small one—but with one basic 650* (ps); 2-dr., $1,400*; Falcon (6) 
thought that has always been 2-dr., $1,405*; Fairlane (8) 2-dr., $1,- 
0. 


’59 Thunderbird (8) 2-dr, hardtop, $2,- 
350* (ps); Galaxie (8) 2-dr. Victoria, 
$1,500*, $1,475*; conv., $1,450* (ps); 
2-dr., $1,410*, $1,350*, $1,300*; Coun- 
try Sedan (8) 4-dr., $1,450*, $1,390* 
(ps); Custom 300 (6) 2-dr., $1,075*; 
Ranch Wagon (6) 2-dr., $1,025*; Fair- 
lane (8) 4-dr., $915* (ps). 

’58 Fairlane 500 (8) skyliner, $1,050* 
(ps); 2-dr., $915* (ps); conv., $900* 
(ps); 2-dr. Victoria, $890*, $820* (ps); 
4-dr, Victoria, $800*; Country Sedan 
(8) 4-dr., $875* (ps); Fairlane (8) 4- 
dr., $820* (ps); Custom 300 (6) 4-dr., 
$700*. 

‘57 Fairlane 500 (8) conv., $800* (ps); 
4-dr., $600* (ps); 2-dr., $600*; Coun- 
try Sedan (8) 4-dr., $690*, $550*; 
Custom 300 (8) 4-dr., $520*. 

56 Fairlane (8) 2-dr., $430*; 2-dr. Vic- 
toria, $400*. 

54 Crest (8) 2-dr. Victoria, $250*. 

MERCURY—’ 60 Commuter 4-dr., $2,115*. 

’59 Monterey 4-dr. hardtop, $1,370*. 

’58 Commuter 4-dr., $950* (ps). 

57 Commuter 4-dr., $730* (ps); Mont- 
clair 2-dr. hardtop, $475* (ps). 

OLDSMOBILE—’58 (88) 2-dr. Holiday, $1,- 
170*; (98) 4-dr. Holiday, $1,100* (ps). 

’57 (88) Super 4-dr. Holiday, $735* (ps). 

’55 (88) 4-dr., $160*. 

PLYMOUTH—’59 Fury (8) 4-dr. hardtop, 
$1,300*; 2-dr. hardtop, $1,180* (ps); 
Savoy (6) 2-dr., $850; Savoy (8) 2-dr., 
$725. 

’58 Belvedere (8) 2-dr., $610*. 

’56 Belvedere (8) 4-dr., $375* (ps). 


President PONTIAC—’61 Bonneville conv., $3,290* 
(ps). 

RoysTON DISTRIBUTORS, INC, ’60 Catalina sport coupe, $2,150* (ps); 2- 

1601 Vine Street dr., $1,890*. 


’59 Bonneville conv., $1,925* (ps); Cata- 
lina sport coupe, $1,865* (ps); 4-dr. 
Vista, $1,640* (ps); Star Chief 4-dr., 
$1,600* (ps). 

STUDEBAKER—’59 Lark (6) 2-dr., $690. 
MISCELLANEOUS—’59 Chevrolet (6) %- 
ton pickup, $1,050. 

’58 Dodge panel, $440. 

’56 Ford F-100 panel, $350. 


MASON CITY, IA. 


Central States Auto Auction. Sale every 
Wednesday. Prices are for sale of April 26. 
Our annual Spring Festival Sale was a 
whopping success. Dealers here from 15 
states and cars changing hands at an 
amazing pace. Late models in strong de- 
mand with prices firm, Every sharp car in 
sale was sold. Sold 81 percent of 536 con- 


signments. 

BUICK — ’59 Invicta Estate Wagon 4-dr., 
$1,650* (ps); 4-dr. hardtop, $1,380* 
(ps); LeSabre 4-dr., $1,300*. 


’58 Special 2-dr. Riviera, $1,100*; 
$1,070* (ps); 4-dr. Riviera, $895*. 

’57 Century conv., $750*; RM 4-dr. Rivi- 
era, $695* (ps). 

’56 Super 2-dr. Riviera, $450* (ps). 

CADILLAC—’60 (62) 2-dr. hardtop, $3,600* 
(ps). 

"59 (62) 4-dr., $2,675* (ps). 

’58 (62) 4-dr. hardtop, $1,860* 
dr. hardtop, $1,805* (ps). 
"57 (62) 4-dr. hardtop, $1,460*. 
"54 (60) Special 4-dr. hardtop, $650*. 

’38 4-dr., $225. 

CHEVROLET—’61 Impala (8) sport coupe, 
$2,475* (ps), $2,350; Corvair (6) sta- 
tion wagon 4-dr.; Biscayne (6) 4-dr., 
$1,890. 


(Continued on Page 30, Col. 3) 


4-dr., 


(ps); 2- 
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Sales Testing Pontiac Tempest 


Epriror’s Note: This is another 
in a series of articles exploring 
the salés features of American 
cars. 

* * * 
By L. H. Houck 
Travelling Correspondent 

— question asked most often 

when driving a Tempest on the 
road is: “How good is a Tempest?” 
A service-station attendant in 
Texas met us at the pump on a 
dead run. “Been wanting to see 
one of these,” he said, raising the 
hood and crawhng under for a 
look at the undersides. Then a bar- 
rage of questions. The public is 
interested in this revolutionary car. 

How good? Plenty. It’s no toy, 
makes you forget it’s a compact 
when you’re inside, and makes 
you remember that this husky 
four is half of the regular Pon- 
tiac V-8. 

When I first heard about the 
Tempest, studied the specifications 
and noted the radical departures 
from the conventional, I thought 
General Motors had opened a big 
can of beans. But after 2,500 miles 
of testing, I am convinced that 
Tempest design is sound, its per- 
formance outstanding and its econ- 
omy rewarding. 

I worried most in advance about 
the flexible propeller shaft. So 
much in fact that I checked fac- 
tory officials and Pontiac dealers 
for reports of trouble with this 
shaft. You might as well do what 
I did—forget it. No trouble in the 
field. 

* oe * 
CHECKED gasoline mileage 
twice. The first check gave me 
an indicated 25 miles per gallon, 
or exactly 150 miles on six gallons. 
ok 









Car Tested: 
761 TEMPEST 


Model: Pontiac Tempest se- 
dan, four-door, Series 2119. 
Engine: Four-cylinder in-line, 
4-1/16-inch bore by 3%-inch 
stroke; displacement, 194.5 cubic 
inches; four-barrel carburetor, 
automatic transmission, 155 
horsepower at 4,800 revolutions 
per minute; torque, 215 at 2,800. 
Dimensions and _ quantities: 
112-inch wheelbase; 189.3 inches 
overall; 72.2 inches wide; 57- 
inch wide-track tread; 53.5 
inches high; overall steering 
ratio, 23.6 to 1; turning circle 
curb-to-curb, 41 feet; road clear- 
ance, six inches; overhang rear, 
45.7 inches; ramp angle, 12 de- 
grees and 50 minutes; gas tank, 
155 gallons; engine-oil refill, 
four quarts, five with filter 
change; automatic-transmission 
refill, four pints. (Called air- 
cooled—this transmission is oil 
cooled, with the oil cooled by air 
instead of being piped up to a 
cooler under the radiator.) 
Extra-cost accessories: Tinted 
windshield, radio, heater, auto- 
matic transmission, 
Tires: 6.00 by 15. 






























In the Trunk— 


Arrow at right points to filler cap for 
the automatic transmission which is lo- 
cated on rear axle. Oil for transmission 
is air-cooled so there are no pipes from 
rear to front as would be needed in radi- 
ator-cooled transmission. 








This was the high compression en- 
gine requiring premium fuel. The 
second check indicated a little less 
than 24 MPG. 

An overall check, giving a little 
here and there, indicates that 
town-and-country driving can be 
had at the rate of more than 20 
MPG. A careful driver can get 
28 miles on the open road. 

I drove at speeds of 55 to 70 on 
open roads. This was the season for 
high winds. Coming into Nacodo- 
ches, Tex., we had a 35-mile cross 
wind. While it could be felt on the 
wheel, it did not affect the gas mile- 
age to any great extent. 

I tried an experiment with the 
new type of automatic transmis- 
sion, which seemed to have hold- 
back qualities like a straight trans- 
mission when you let up on the gas. 
I got her up to 75 and 80 and stayed 
in the right lane except to pass. 


I passed 11 cars in a 55-mile 
* * ok 





Under the Hood— 


Engine compartment of the Pontiac Tem- 
pest makes it easy to service, with com- 
ponents well placed for balance. 

ea: 6 


stretch, slowed up with the throt- 

tle only, not touching the brake, 

and only used the brake to make 

the stop at the end of the 55 miles. 

It took 44 minutes to drive the 55 

miles. I’ve never made it any easier. 
aK * * 


Car Well Tested 


AT are some of the details of 

the Tempest? Pontiac road- 
tested and dynamometer-tested the 
Tempest more than 1% million 
miles before it was offered to the 
public, 

How is the smoothness obtain- 
ed? The pearlitic malleable iron 
crankshaft is balanced with a 
harmonic balancer and four in- 
tegrally cast counterweights, In 
factory testing, it is balanced 
with shaft rotating to .50-inch 
ounce. 


The cast-iron block is inclined at 
45 degrees, has a new short stroke 
retaining the same components of 
the big Pontiac V-8, including those 
big three-inch diameter bearings, 
tin-plated pistons, aluminized 
valves, hydraulic valve lifters, big 
4-1/16-inch bore and 3-3/4-inch 
stroke. 

The engine design makes best 
possible use of engine compartment 
space, with easy accessibility for 
service. Exhaust pipe and manifold 
are on the right side, while intake 
manifold, carburetor, fuel pump, 
generator and starting motor are 
on the left side. The cast-iron cylin- 
der block has three rugged inter- 
mediate bearing bulkheads and five 
main bearings for the crankshaft. 

The automatic transmission, 
which no one should be without 
since the gas consumption penalty 
is so slight, is a lightweight, air- 
cooled, three-element torque con- 
verter employing a “split torque” 
principle—a first in the industry. 
The two-speed planetary upshift is 
automatic depending on speed and 
throttle position. 

* * ok 
ees Tempest makes auto history 
with this transmission integrat- 
ed to the differential ‘carrier to 
form a transaxle combination. This 
accounts partly for the superb and 
easy ride. 

In high gear the drive is split, 
with approximately 40 percent of 
the drive straight mechanical and 
only 60 percent of the torque 
going through the torque convert- 
er. This results in the solid-drive 
feel and minimum slip. 

Front and rear suspension are 
original Pontiac design, which re- 





duces unsprung weight, allowing 
independent action of each wheel. 
This makes an excellent ride which 
cannot be imagined until you try it 
on rough roads. 

The construction of the transmis- 
sion and transaxle assembly is such 
that it not only provides exceptional 
comfort and stability (Tempest re- 
tains some of the widetread Pontiac 
features), but operates without 
noise or rattle, an accomplishment 
in itself. 

I particularly liked the 15-inch 
wheels and the standard 6.00 by 15- 
inch tires, with 6.50s optional. 

The Tempest is soundly built, It 
may be a compact by industry 
standards, but its outstanding char- 
acteristic is to make the driver 
think otherwise except when he’s 
gazing at the needle on the gas 
gauge. This is not a car for testing 
by driving around the block. Take 
it out on the highways for speed 
and the country roads for perfor- 
mance and you'll see what I’m talk- 
ing about. 





Standard Products Works 


On Smog-Control Device 

CLEVELAND.—A smog-control 
device designed to control gases 
at the source rather than at the 
exhaust system is being develop- 
ed by Standard Products Co., ac- 
cording to President F. R, Val- 
pey. 

He also said that the firm’s 
new electrostatically flocked cloth 
has been approved for testing by 
a major car manufacturer. 











Tempest Test Car— 


This is the Pontiac sales-tested by Automotive News. The car is a four-door sedan, 


Series 21 19. 


Proper Dealership Accounting 
Is Called a Team Job 


By Ruel McDaniel 
Staff Correspondent 

CORPUS CHRISTI, Tex.— 
Charles W. Cranford, business man- 
ager of Bill Moyer Rambler Co., 
and prize-winning dealership ac- 
countant, believes the office or bus- 
iness manager’s first task in turn- 
ing in an efficient accounting job 
is to seek and gain the cooperation 
of others in the dealership. 

He recently was awarded a gift 
as the top accountant of his zone, 
consisting of 81 dealerships in the 
Houston area. 

“The job,” said Cranford, “can’t 
be done without the full coopera- 
tion of all department heads and 
even the individual workers of 
some departments. 

“And the first step 
that necessary cooperation 


in gaining 
is a 





Cars Are Gaining on People, 
Quinn Tells Metal Group 


CHICAGO.— Automobiles are 
multiplying at a faster rate than 
the population and this trend will 
have a big effect on the future of 
the nation’s car 
makers and relat- 
ed industries, 
E. C. Quinn, vice- 
president for 
sales’ divisions 
and director, 
Chrysler Corp., 
said here. 

Speaking before 
the combined 
meeting of the 
American Zinc 
E. C. Quinn Institute and the 
Lead Industries Assn. here, Quinn 
said the greatest hope for growing 
markets lies in more-car-per-per- 
son. 

“We in the automobile industry,” 
he explained, “will continue to give 
the individual motorist all he needs 
or desires in the way of options, 
luxury and large size—in short, all 
he needs or desires in the way of 
more-car-per-car. 


“But it may well be that a 
major part of our future growth 
will be the result of the car pop- 
ulation increasing faster than the 
population itself. Another way to 
describe an increasing ratio of 
cars to people is to call it more- 
car-per-capita.” 

“Here in the United States,” he 
said, “we have experienced phe- 
nomenal growth in per capita own- 
ership since 1920, In that year, on 
the average, there was one car for 
every 13 people. Now, there is one 
car for every three people.” 

As evidence that more-car-per- 
person will be a continuing trend, 
Quinn pointed to the coming expan- 
sion of the 15-to-24 age group, al- 
most all of whom will be first-time 
car buyers, and the continued 
growth of multiple-car families. 

“In 1954,” he said, “there were 








Frizzell Names Fry 


HOUSTON.—Phil Fry has been 
appointed general manager of Friz- 
zell Pontiac, Inc., and will adminis- 
ter the firm’s expansion program, 
according to Ivan Frizzell, presi- 
dent. The company plans a new 
$400,000 building in Gulfgate. Fry 
formerly was sales manager for 
Pat Clark Pontiac, Las Vegas. 








four million multiple-car families in 
this country. Last year there were 
seven million—an increase of 68 
percent or about 11 percent a year. 
A continuation of this average rate 
of growth would mean that in 1965 
almost 11 million families will own 
two or more cars.” 

Projecting automobile markets of 
the future, Quinn said: 

“Since 1955 the market for new 
cars sold at retail in the U. S. has 
averaged a little better than six 
million units a year. We expect this 
average to rise in the next few 
years, and after 1965 the average 
year should produce close to seven 
million new-car sales, 

“By 1970 the eight-million-car 
year is a definite possibility. And 
where the total number of auto- 
mobiles now in use is approxi- 
mately 61 million, by 1970 the 
number should be about 80 mil- 
lion—or 19 million more than at 
present.” 


Translating this growth in terms 
of future business for the zinc and 
lead industries, Quinn offered ex- 
amples of the potential for increas- 
ed use of two basic products, zinc 
die castings and solder. 

Commenting on foreign competi- 
tion, Quinn said, “Our competitive 
response is turning back the auto- 
motive challenge from abroad and 
it is helping us to move out into 
the world market and increase our 
exports. The American-built com- 
pact cars have turned out to be 
highly attractive in other parts of 
the world, because they combine 


what the motorists of many coun-|_ 


tries think of as luxury-car per- 
formance, comfort and convenience 
with economy in the initial pur- 
chase price and low cost of opera- 
tion and maintenance. 

“In 1960, 47 percent of the cars 
built in the U. S. and shipped 
from U. S, plants for sale in other 
countries were compacts. 

“It may very well be that—with 
some relaxation of trade restric- 
tions—the wide range of U.S.-built 
compacts will become one of our 
most powerful competitive weapons 
in the international automobile 
market. And that market has vast 
potential for the growth of per 
capita car ownership — the same 
kind of growth as that which has 
characterized America since 1920.” 


thorough understanding on the part 
of the accountant of the problems 
of each department, You can’t ex- 
pect others in the dealership to 
understand the importance of turn- 
ing in their reports and tickets 
promptly unless you also under- 
stand their problems and routine.” 


As soon as he took over as busi- 
ness manager, Cranford said he 
went to each department head, ex- 
plained the accounting system to 
them and asked them to show him 
their various forms and how and 
when they used them. 


With this knowledge of each 
man’s part in the overall account- 
ing system, he was able then to 
understand why the service man- 
ager, for example, might be late 
with some of his job tickets, or why 
the parts department manager 
failed to turn in one or more of his 
tickets at the end of the day. 

“When you understand why a 
department head may be late or 
bogged down in his tickets, you 
can then show him how to over- 
come the fault. If you don’t un- 
derstand, you probably will fume 
at him or report him to the boss, 
and then you really are in 
trouble,” Cranford points out. 


The accounting system gives a 
summary and accounts record bal- 
ance daily, providing all informa- 
tion comes in from various depart- 
ments. By maintaining a daily sum- 
mary and balance, it is possible to 
close the books on the first day of 
each month for the previous month 
and see volume, profit and a break- 
down for the various operating 
units — again providing all depart- 
ments cooperate by turning in all 
reports and tickets daily. 


“It is a slow process of educa- 
tion,” Cranford stressed. “Educa- 
tion of the accountant in the prob- 
lems of others, and educating 
others in the necessity of cooper- 
ating fully. And a-company head 
who will back up the accountant 
by insisting that others work with 
him. 

“We constantly stress to everyone 
that a sale is not complete until 
all records are completed and 
turned in and the money is col- 
lected or otherwise arranged. We 
stress, and show by example, how 
lack of complete information on a 


transaction can lose us a customer.” 
* ed 








Top Accountant— 


Charles W. Cranford, business manager 
of Bill Moyer Rambler Co., Corpus Christi, 
Tex., recently was named the top account- 
ant in the Houston zone. Good accounting 
requires the cooperation and understand- 
ing of all in the dealership, he says. 
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’60 Impala (8) conv., $2,110* (ps); sport 


sedan, $2,100* (ps); Parkwood (8) 
4-dr., $1,870*; Corvair 700 (6) 4-dr., 
$1,350. 

59 Corvette (8) 2-dr., $2,350; Impala 


(8) sport coupe, $1,625* (ps), $1,560; 
Parkwood (8) 4-dr., $1,475*; Brook- 
wood (6) 4-dr., $1,235; Biscayne (6) 
4-dr., $1,065; 2-dr., $995*. 

’58 Bel Air (8) 4-dr., $1,000*; Bel Air 
(6) 2-dr., $995* (ps); Biscayne (8) 
4-dr., $935*, 

’57 Bel Air (8) sport sedan, $935*, $850; 
4-dr., $875*; Two-ten (8) station wagon 
4-dr., $920*; 2-dr., $750*; Two-ten (6) 
4-dr., $700*; One-fifty (6) 2-dr., $700. 

’56 Bel Air (8) conv., $760*; 4-dr., $625*. 

’55 Bel Air (8) sport coupe, $650*; 4-dr., 
$450*; 2-dr., $430*; Two-ten (6) 2-dr., 
$385. 

CHRYSLER — '60 Saratoga 4-dr., 

(ps). 

COMET—’61 Comet (6) 4-dr., $1,750. 

DeSOTO—’59 Fireflite 4-dr., $1,400* (ps). 
’57 Firesweep 4-dr. hardtop, $690*. 

DODGE—’60 Seneca (8) 4-dr., $1,500*. 
’58 Coronet (8) 4-dr. hardtop, $885* (ps). 
’57 Coronet (8) 4-dr., $580* (ps). 

EDSEL—’59 Ranger (6) 4-dr., $850*. 

’58 Corsair (8) 4-dr. hardtop, $705* (ps). 

FORD—’61 Thunderbird (8) conv., $3,975*; 

2-dr. hardtop, $3,600*; Fairlane (6) 
2-dr., $1,790. 

’60 Galaxie (8) conv., $1,915* 
dr. Victoria, $1,745* (ps); 4-dr., $1,- 
700* (ps); Country Squire (8) 4-dr., 
$1,850* (ps); Country Sedan (8) 4-dr., 
$1,670*; Falcon (6) 2-dr., $1,350; Fair- 
lane 500 (6) 4-dr., $1,260* (ps); Cus- 
tom 300 (6) 4-dr., $1,140. 

59 Galaxie (8) 4-dr. Victoria, $1,480*; 
4-dr., $1,450* (ps); Ranch Wagon (8) 
4-dr., $1,305; Fairlane 500 (8) 4-dr. 
Victoria, $1,275* (ps); Country Sedan 
(8) 4-dr., $1,150* (ps); Fairlane (8) 
2-dr., $1,075*; Custom 300 (8) 4-dr., 
$975* (ps); Custom 300 (6) 2-dr., $965. 

’58 Fairlane (8) 4-dr., $850*; Fairlane 
(6) 4-dr., $760*; Country Sedan (8) 
4-dr., $725*. 

’57 Fairlane 500 (8) 4-dr. Victoria, $755*; 
conv., $735*; Country Sedan (8) 4-dr., 
$750*; Custom (8) 2-dr., $500. 

’56 Fairlane (8) 4-dr. Victoria, $565*; 
Country Sedan (8) 4-dr., $495*. 
LINCOLN—’59 Capri 4-dr. hardtop, $2,020* 

(ps). 

’55 4-dr., $510*. 

MERCURY — ’58 Commuter 4-dr., $910* 

(ps); Monterey 4-dr. hardtop, $800*. 

’57 Monterey 4-dr. hardtop, $625*. 

’55 Montclair conv., $575*; 4-dr., $420* 

hardtop, $570* 


$2,350* 


(ps); 4- 





(ps); Monterey 4-dr. 
(ps). 
’54 Monterey 4-dr., $320. 
OLDSMOBILE ’61 (98) 4-dr., $3,590* 
(ps). 
60. (88) Super 4-dr. Holiday, $2,200* 
(ps); (88) 4-dr., $2,095* (ps), $1,995* 
(ps). 


’59 (88) Super 4-dr., $1,410* (ps). 

’58 (88) 4-dr. Holiday, $1,025* (ps). 

’57 (88) Fiesta 4-dr., $930*; (88) conv., 
$830*; (88) Super 4-dr. Holiday, $790* 
(ps). 

’56 (88) 4-dr. Holiday, $550*. 

PLYMOUTH—’61 Valiant 200 (6) hardtop, 

$1.775. 

760 Valiant 100 (6) 4-dr., $1,450*, $1,- 
275; Fury (8) conv., $2,150*. 

’59 Belvedere (8) conv., $1,475*. 

’57 Belvedere (8) conv., $770*; Savoy (6) 
4-dr., $500; Savoy (8) 2-dr., $490*. 

’55 Belvedere (8) conv., $390. 

PONTIAC — ’60 Bonneville conv., 

(ps). 

’59 Catalina conv., $1,750* (ps); 4-dr. 
Vista, $1,405*; Star Chief 4-dr. Vista, 
$1,675* (ps). 

’58 Star Chief 4-dr., $1,100* (ps). 

’57 Star Chief 2-dr. Catalina, $750* (ps); 
4-dr. Catalina, $740*. 

RAMBLER—’61 Custom (6) station wagon 

4-dr., $1,765. 

60 Ambassador Custom (8) 4-dr., $1,- 
715* (ps); Deluxe (6) 4-dr., $1,060. 

’59 Super (6) 4-dr., $1,055. 

’58 Custom (6) 4-dr., $900*; Custom (8) 
4-dr., $800* (ps). 

’57 Super (6) 4-dr., $650. 

STUDEBAKER—’60 Lark 

420*. 

MISCELLANEOUS—’60 Chevrolet (6) 

ton pickup, $1,235. 

"59 Chevrolet (8) 2-ton truck, $1,430; 
GMC 2-ton truck, $1,025; Ford (8) %- 
ton pickup, $900. _ 

"58 Chevrolet (8) 2-ton truck, $1,350; 
(6) %-ton pickup, $855; Ford (6) Cour- 
ier. $740. 

’"57 Chevrolet (6) %4-ton pickup, $700. 

’56 Chevrolet (6) 2-ton van, $790; Ford 
(8) 2-ton truck, $570; (6) %-ton pick- 
up, $560. 

’22 Ford Model T truck, $650. 


FONTANA, WIS. 


Fontana Auto Auction. Sale every Thurs- 
day. Prices are for sale of April 27. Good 
units from older models 


$2,700* 


$1,- 
\%- 


(8) conv., 


activity on all 

through ’60s. Sold 178 cars from 259 con- 

signments. 

BUICK—’61 LeSabre 4-dr, hardtop, $2,800* 
(ps). 


’58 Super 4-dr. Riviera, $1,170* (ps). 

’57 Super 4-dr. Riviera, $725* (ps); Spe- 
cial 4-dr., $630*, $540* (ps). 

’56 Super conv., $450* (ps); Special 4-dr., 
$395* (ps). 

’55 Century 4-dr., $230*. 
CADILLAC—’60 de Ville 2-dr. hardtop, $3,- 
900* (ps), $3,710* (ps). 

’56 (60) Special 2-dr., $950* (62) 
4-dr., $915* (ps). 

’55 (62) 4-dr., $640* (ps). 

CHEVROLET—’60 Corvette (8) conv., $2,- 

600; Impala (8) sport sedan, $2,195* 
(ps); conv., $2,195, $1,830; Bel Air (8) 
4-dr., $1,650* (ps), $1,480*; Biscayne 
(8) 2-dr., $1,475*, $1,375*; Bel Air 
(6) 4-dr., $1,410; Corvair (6) 4-dr., 
$1,385*. 

’59 Bel Air (8) sport coupe, $1,450* (ps); 


(ps) ; 


4-dr., $1,400*, $1,200*; Brookwood (6) 
4-dr., $1,185; Brookwood (8) 4-dr., 
$1,005. 


’58 Impala (8) conv., $1,285* (ps); sport 
coupe, $1,250* (ps); Bel Air (8) conv., 


$1,250* (ps); 4-dr., $985*, $960*, 
$910*; Brookwood (8) 4-dr., $885* 
(ps), $865*; Biscayne (8) 4-dr., $880* 


(ps), $875*; 2-dr., $725*. 

"57 Two-ten (8) station wagon 4-dr., 
$995*; 4-dr., $730, $685; coupe, $725* 
(ps); Bel Air (8) 4-dr., $875* (ps), 


Used-Car Auction Prices 


(Continued from Page 28) 









(ps); 4-dr., $1,250* (ps). 

’57 (88) Super 2-dr. Holiday, $745*; 4- 
dr., $705* (ps); (88) 4-dr. Holiday, 
$600* (ps). 

’56 (88) 2-dr. Holiday, $485; 2-dr., $380* 
$335". 

55 (88) conv., $345*; 2-dr., $280*. 

"54 (88) 2-dr., $250*. 

PLYMOUTH—’60 Savoy (8) conv., $1,800* 
(ps); Fury (8) 2-dr. hardtop, $1,680*. 

’59 Fury (8) conv., $1,365* (ps); Bel- 
vedere (8) 4-dr., $920* (ps). 

’57T Savoy (8) 4-dr., $305. 

’56 Suburban (8) 4-dr., $405* (ps); Bel- 
vedere (8) 4-dr. hardtop, $350*; 4-dr., 
$215*. 

PONTIAC — ’61 Catalina 4-dr. Vista, $3,- 
010* (ps), $2,790* (ps). 

’60 Bonneville 4-dr. Vista, $1,980*; Cat- 
alina 2-dr. Vista, $1,890* (ps). 

’59 Catalina 4-dr., $1,250* (ps). 

’58 Star Chief 4-dr., $970* (ps). 

’57 Chieftain 2-dr., $590*. 






$840*, $805; sport sedan, $785*. 

’*56 Bel Air (8) sport coupe, $640*, $555; 
2-dr., $570*; 4-dr., $530*. 

’55 Bel Air (8) sport coupe, $550*; 4-dr., 
$500*; 2-dr., $340; Two-ten (8) 2-dr., 
$390; Two-ten (6) 2-dr., $345, $335*; 
One-fifty (6) 2-dr., $260. 

’54 Bel Air (6) 2-dr., $340; Bel Air (8) 
4-dr., $295* (ps); Two-ten (8) 4-dr., 
$290*. 

DeSOTO—’58 Firedome 4-dr., $1,080* (ps). 
DODGE—’58 Coronet (8) conv., $895* (ps). 
’57 Coronet (8) 4-dr., $640* (ps). 


"60 Custom (8) station wagon 4-dr., $1,- 


’55 Coronet (8) 2-dr. hardtop, $335, $260* = 2-dr. Catalina, $495*; 4-dr., 

(ps). . 
FORD_°60 Thunderbird (8) conv., $2,645* | RAMBLER—’61 Custom (8) station wagon 

fps) Fairlane (8) 4-dr., $1,285* (ps). 4-dr., $2,290. | 

’59 Thunderbird (8) conv., $2,000* ; i 
Wairlane (6) Sac Viséerla, 62 tee? 670*; Super (6) station wagon 4-dr., | 
(ps); 2-dr., $900*; Custom (6) 2-dr $1,550; Rebel (8) 4-dr., $1,385; Ameri- j 
$750. . ¥ can (6) 2-ér., $985. sis | 

58 Country Sedan (8) 4-dr., $1,050*,| ;59 Rebel (8) 4-dr., $1,050". 
$925*; Fairlane (8) 2-dr.’ Victoria,| '58 Custom (8) 4-dr., $860*. ei 
$880*; 4-dr., $840*: Ranch Wagon (6) 57 Super (6) station wagon 4-dr., $650*; 
4-dr., $600. | : Custom (8) station wagon 4-dr., $565*. 


STUDEBAKER—’60 Lark (6) 2-dr., $1,365. 
’59 Lark (6) station wagon 4-dr., $830*; 
4-dr., $815*, $785; 2-dr., $725. 


CHICAGO 


Greater Chicago Auto Auction, Sale every 
Thursday. Prices are for sale of April 27. 


BUICK—’60 LeSabre 2-dr. hardtop, $2,200* 


’57 Fairlane (8) conv., $750*; 2-dr. Vic- 
toria, $700, $670*, $600* (ps); Custom 
(8) 2-dr. Victoria, $525; 2-dr., $500* 
(ps). 

’56 Custom (8) 4-dr., $475*, $465*, $320*; 
2-dr., $400*; Country Sedan (8) 4-dr., 
$350*; Custom (6) 2-dr., $350. 

’54 Custom (8) 2-dr. Victoria, $295*; 
Crest (8) 2-dr., $240. 


LINCOLN — ’56 Premiere 2-dr. hardtop, (ps). 
$670*; Capri 4-dr., $585* (ps), $460* 59 LeSabre 4-dr., $1,585* (ps). 
(Ps). 58 Special conv., $1,275* (ps), $1,220*; 
MEROCURY—’57 Monterey 2-dr., $450* (ps). 2-dr. Riviera, 2 at $910* (ps), $745* 
’55 Monterey 4-dr., $400*. (ps), $655* (ps); Limited 4-dr., $1,- 


270* (ps); Super conv., $1,145* (ps). 
’57 Special 4-dr. Riviera, $765* (ps). 


(Continued on Page 32, Col. 1) 


OLDSMOBILE—’59 (88) Super 4-dr., $1,- 


550* (ps). 


’58 (88) Super 2-dr. Holiday, $1,265* 


Used Import Car Prices 


Volkswagen—’60 station wagon, $1,180. 
Volvo—’58 2-dr., $425. 


Daytona Beach, Fla. 

Ford (English)—’60 Anglia 2-dr., $700. 
Hillman—’59 station wagon 4-dr., $625, 
Metropolitan—’ 60 2-dr., $735. 

’59 2-dr., $700. 
Simca—’60 4-dr., $400. 
Triumph—’60 TR-3 2-dr., $1,390. ‘ 
Volkswagen—’61 2-dr., $1,495, $1,325. 

’60 2-dr., $1,340. 

’59 2-dr., $1,090. 





Albany 


Datsun—’59 1000 4-dr., $360. 
Vauxhall—’58 station wagon 4-dr., $550. 
Volkswagen—’58 Karmann-Ghia 2-dr., $925. 


Bordentown, N. J. 


Ford (English)—’60 Anglia 2-dr., $885. 
Renault—’59 4-dr., $575. 
’58 4-dr., $390. 
Triumph—’ 61 conv., $1,980. 
60 2-dr., $675. 
Volkswagen—’60 2-dr., $1,250. 








57 2-dr., $600. Detroit 
Fiat—’59 1200 4-dr., $560. 
Caldwell, N. J. Opel—'59 4-dr., $710. 
Borgward—’ 57 Isabella station wagon 4-dr., | Renault—’59 4-dr., $525, $490. f 


$300. Simca—’61 4-dr., $920. 


Fiat—’60 1100 4-dr., $465. 


’59 1100 4-dr., $520. Dyer, Ind. 
NSU—’ 61 Prinz 4-dr., $535. Opel—’60 4-dr., $700. 
Renault—’59 Dauphine 4-dr., $515. 5 

Flint 


’58 4-dr., $305. 
Simca—’ 58 station wagon 2-dr., $355. 
Volkswagen—’58 conv., $650. 

’56 conv., $400. 


Chicago 
Ford (English)—’58 Anglia 2-dr., $330. 
Opel—’ 59 2-dr., $720. 
Peugeot—’59 4-dr., $675. 
Renault—’60 4-dr., $430. 
Taunus— ’ 60 4-dr., $620. 
Vauxhall—’59 4-dr., $750. 
Volkswagen—’61 2-dr., $1,550, $1,400. 
60 Karmann-Ghia conv., $1,685; 2-dr., 
$1,365, $1,295* (ps); Microbus, $1,300. 
’59 2-dr., $1,050; 2-dr. hardtop, $585. 


Volkswagen—’58 Kombi, $790. 


Fontana, Wis. 
Triumph—’59 TR-3, $1,050. 


Los Angeles 
Austin—’61 Cambria 4-dr., $1,100. 
Austin-Healey—’59 roadster, $1,845; Sprite 
roadster, $1,090. 
Borgward—’58 Isabella 2-dr., $600. 
Jaguar—’56 XK150 2-dr., $1,110. 
Renault—’60 Dauphine 4-dr., $800. 

’59 Dauphine 4-dr., $600. 
Simca—’57 Aronde Elysee 4-dr., $310, 
Volkswagen—’58 2-dr., $985, $945. 

’56 sunroof 2-dr., $565. 

Volvo—’ 58 station wagon, $615. 


Manheim, Pa. 
Austin—’61 2-dr., $2,550. 
Borgward— 59 station wagon, $800. 

’5S7 2-dr., $440. 
Fiat—’60, $1,610. 

*59 1100 4-dr., 

’58 4-dr., $335. 
Ford (English)—’60 Anglia 2-dr., $660. 

’59 4-dr., $525, $465. 

Hillman—’58 4-dr., $325, $200. 
MG—’59 MGA roadster conv., $1,300, $900. 

’58 MGA roadster conv., $875. 
Mercedes-Benz—’ 60 conv., $4,775. 
Metropolitan—’59 2-dr. hardtop, $725, $610. 
Morris—’59 Minor 2-dr., $530, $450. 
Peugeot—’58 sunroof 4-dr., $600. 

Porsche—’ 59 conv., $2,875. 
Renault— 61 4-dr., $1,075. 
’60 4-dr., $450, 
Simca—’60 4-dr., $425. 
Taunus—’59 station wagon 2-dr., $710. 
Vauxhall—’59 4-dr., $660, $575. 
Volkswagen—’61 station wagon, $2,055; 2- 
dr., $1,525. 
60 conv., $1,750; 2-dr., 2 at $1,250, $1,- a 
230, $1,175. 
’59 Karmann-Ghia, $1,280; 2-dr., $1,200, 
$1,135, $1,105, $1,070, $1,000, $935; sun- 
roof 2-dr., $1,175, $1,140; station wag- 
on 4-dr., $625. 

’5S 2-dr., $960, $935, $835; conv., $850. 

Volvo—’59 2-dr., $975. f 


Mason City, Ia. 
Ford (English)—’60 4-dr., $680. 
Hillman—’ 57 station wagon, $290. 
Renault—’59 Dauphine, $620. 
’58 Dauphine, $505. 
Volkswagen—’58 conv., $1,000. 
’57 2-dr., $700. , 


Warehouse Point, Conn. 
Fiat—’ 60 1100 4-dr., $685*. 
MG—’59 MGA 2-dr., $860. 
Renault—’58 4-dr., $260. 
Taunus—’59 120 M 2-dr., $525. 


West Palm Beach, Fla. 
Fiat—’59 1100 4-dr., $605, 3 at $600, $575. 
Ford (English)—’60 Anglia 2-dr., $755. 


Columbus, O. 
Ford (English)—’59 Anglia 2-dr., $435. 
Hillman—’59 Minx 4-dr., $490. 
Renault—’59 4-dr., $500. 
Saab—’59 2-dr., $395. 


$400; 600 2-dr., $400. 


Ford Displays Gyron— 


Features of the Gyron, Ford Motor Co.'s 
two-wheeled dream car, are pointed out 
by George W. Walker, left, Ford styling 
director, to Richard C. Bond, center, presi- 


dent, John Wanamaker, Philadelphia ’59 Prefect 4-dr., $615; Consul 4-dr., $600. 
department store, and John R. Wana-| sitiman—’60 Minx conv. $990. 
maker, board chairman. The Gyron_ is ’57 Husky station wagon, $295. 


Metropolitan—’58 561 conv., $490. 
Renault—’59 Dauphine 4-dr., $400. 
’58 Dauphine 4-dr., $510. 
Skoda—’61 conv., $610. 
Volkswagen—’61 Deluxe 2-dr., $1,430. 
’60 sunroof 2-dr., $1,295; 113 2-dr., $1,- 
055. 
’56 Deluxe 2-dr., $450. 


part of a Ford display in the store. Also 
included are models representing the com- 
pany's entire 1961 line of cars. The dis- 
play is being staffed by sales personnel 
from Ford and Lincoln-Mercury dealerships 
in the Greater Philadelphia area, 





ee 


is For carefree, wearfree performance, 
Car buyers count on steel Steel takes the wear in 


300 
. 


Bal. all modern automobile engines. The gears—turning powerfully, quietly 
~ and efficiently mile after mile—are made of alloy steels. Antifriction 
= "i bearing surfaces—withstanding extreme heats as they guide the 
~ a smooth flow of power—are backed by steel. Special steels do practi- 


sat- 


cally all the rugged jobs in today’s fine cars. 


Ss 
* 


a 





Gears, shafts, universal joints, axles—wherever stresses and wear are 
most severe—you’ll find special steels, each grade carefully selected 
to do its job best. The strength and toughness of steel permit you to 
sell dependable, economical performance to your prospects. 





There are over 160 types and grades of steel used in the new cars, 
each selected to do the most dependable, most economical job. Tell 
your customers about the durability of the special steels used to | 
resist wear in engines and other hard-working parts. The public prefers 

steel in automobiles, as shown by continuing surveys conducted by 

Alfred Politz Research, Inc. The surveys show that car buyers look to 

steel for strength, dependability and quality. We’re strengthening the _ 

public’s preference for steel even more with a big national advertising 

campaign in magazines, billboards and network television. Make this 

preference for steel in automobiles work for you. 


Sell .. it sells for you 


United States Steel 


TRADEMARK 
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’56 Super 4-dr. Riviera, $390* (ps). 
CADILLAC—’61 (62) conv., $4,750* (ps). 

"60 (62) conv., $4,000* (ps); 2-dr. hard- 
top, $3,785* (ps), $3,650* (ps), $3,- 
590* (ps), $3,550* (ps), $3,500* (ps); 
deVille 2-dr. hardtop, $4,000* (ps). 

’59 de Ville 2-dr. hardtop, $3,200* (ps); 
4-dr. hardtop, $3,130* (ps), $2,950* 
(ps); 2 at $2,750* (ps), $2,700* (ps), 
$2,620* (ps); (62) conv., $2,850* (ps); 
2-dr. hardtop, $2,685* (ps); (60) Spe- 
cial 4-dr. hardtop, $3,080* (ps). 

’58 (62) conv., $2,365* (ps); Coupe de 
Ville, $1,850* (ps). 

'57 (60) Special 4-dr. hardtop, $1,360* 
(ps); (62) Coupe de Ville, $1,325* (ps). 

'56 (62) conv., $1,040* (ps); 4-dr., $750* 
(ps); Sedan de Ville, $940* (ps). 

OHEVROLET—’61 Impala (8) sport sedan, 

$2,495* (ps), $2,485* (ps), $2,390*, 
$2,350*, $2,305*; Corvair (6) 4-dr., $1,- 


640. 

60 Impala (8) sport coupe, $2,150* (ps), 
$1,775*, $1,750* (ps), $1,555* (ps); 
conv., $2,095* (ps), $2,000* (ps), sport 
sedan, $2,000* (ps), $1,975* (ps), $1,- 
945* (ps), $1,645* (ps); Parkwood (8) 
4-dr., $1,840*; Biscayne (6) 4-dr., $1,- 
600* (ps); Biscayne (8) 4-dr., $1,395; 
Brookwood (8) 4-dr., $1,505; Corvair 
(6) 2-dr., $1,255; 4-dr., $1,250. 

’59 Impala (8) conv., $1,735* (ps); sport 
coupe, $1,650* (ps), $1,605*, $1,585, 
$1,425* (ps), $1,250* (ps), $1,250*, $1,- 
025*; Impala (6) sport coupe, $1,150*; 
Biscayne (8) 4-dr., $1,355*, $1,270*; 
Biscayne (6) 2-dr., $1,240, $1,150, $1,- 
145, $1,115, $1,110, $1,005; 4-dr., $1,- 
065*; Bel Air (6) sport coupe, $1,325*; 
Bel Air (8) sport coupe, $1,250*; Brook- 
wood (6) 4-dr., $1,290*. 

’58 Impala (8) conv., $1,235*; sport 
coupe, $940*; Brookwood (6) 4-dr., 
$1,210*; Biscayne (6) 4-dr., $850*. 

°57 Bel Air (8) conv., $1,090*, $1,005* 
(ps); 4-dr., $1,000* (ps), $915*; Bel 
Air (6) 4-dr., $1,050, $810*; conv., 
$925* (ps); sport coupe, $730*; Nomad 
(8) 2-dr., $1,065*; Two-ten (6) 4-dr., 
$875, $695*, $645*. 

°56 Two-ten (6) sport coupe, $530; sport 
sedan, $520*; Two-ten (8) sport coupe, 
$510*: Bel Air (8) 4-dr., $485*. 

°55 Two-ten (8) 4-dr., $520*, $230; Bel 
Air (8) sport coupe, $475*; Bel Air (6) 
sport coupe, $425*. 

OHRYSLER — ‘59 Windsor 4-dr., $1,630* 


(ps). 
’5S NY 2-dr. hardtop, $1,250*. 
’57 NY 2-dr. hardtop, $1,270* (ps)), 


$905* (ps); Windsor 4-dr., $940* (ps), 
$505*; Sarotoga 4-dr. hardtop, $755* 
(ps), $725* (ps), $625* (ps). 
56 NY 4-dr. hardtop, $310* (ps). 
DeSOTO—’60 Fireflite 2-dr. hardtop, 
000* (ps). 
’57 Fireflite station wagon, $950* (ps); 
2-dr. hardtop, $655* (ps); 4-dr., $315* 


$2,- 


(ps). 
DODGE__’60 Dart (8) Phoenix 4-dr., $1,- 
010*. 
’58 Coronet (8) 2-dr., $600*. 
37 Coronet (8) 4-dr., $525* (ps), $415*. 
FORD—’60 Thunderbird (8) 2-dr. hardtop, 
$2,825* (ps), $2,675* (ps); Galaxie (8) 
conv., $2,005* (ps); Starliner, $1,830, 
$1,645*; 4-dr. Victoria, $1,710* (ps); 
Fairlane 500 (8) 4-dr., $1,295*; Fair- 
lane (8) 2-dr., $1,200. 

’59 Thunderbird (8) 2-dr. hardtop, $2,- 
200* (ps): Galaxie (8) conv., $1,600* 
(ps), $1,470*; 4-dr. Victoria, $1,480*, 
$1,410* (ps); 4-dr., 2 at $1,295, $1,- 
140*; 2-dr. Victoria, $1,145* (ps), $1,- 
000*; 2-dr., $1,115*; Country Sedan 
(8) 4-dr., $1,190*; Fairlane (8) 2-dr., 
$1.080*, $930; Custom 300 (6) 2-dr., 
$940; Custom 300 (8) 2-dr., $935; 4-dr., 
$830*; Ranch Wagon (6) 2-dr., $985, 
850. 

38 Fairlane 500 (8) 2-dr. Victoria, $800*; 
4-dr., $375* (ps); Country Squire (8) 
4-dr., $750*; Custom 300 (8) 2-dr., 
$690. 

’57 Thunderbird (8) conv., $1,730*; Fair- 
lane 500 (8) Skyliner, $995*;, Ranch 
Wagon (8) 2-dr., $615*; Custom (8) 


650* (ps), $2,450* (ps); conv., $2,645* 
(ps); Catalina Safari 4-dr., $2,380* 
(ps), $2,250* (ps); conv., $2,350* (ps); 
Star Chief 4-dr. Vista, $2,235* (ps). 

’59 Catalina 4-dr. Vista, $1,760* (ps); 
Safari 4-dr., $1,735* (ps); 4-dr., $1,- 
240*, $1,200* (ps); Star Chief 4-dr. 
Vista, $1,735* (ps); 4-dr., $1,700* (ps). 

’58 Star Chief 4-dr. Catalina, $1,140*. 

‘57 Star Chief Safari 4-dr., $955* (ps); 
4-dr. Catalina, $800* (ps). 

’56 Star Chief Safari 4-dr., $550* (ps); 
Chieftain 2-dr. Catalina, $225*. 

RAMBLER—’60 American (6) station wag- 
on, $1,700, $1,630, $1,595*, $1,160*. 

’59 Super (8) 4-dr., $1,050*. 

’58 American (6) station wagon, $1,085*; 
Super (8) 4-dr., $900, $890; Custom 
(6) 4-dr., $800; Cross Country, $430*. 

’57 Custom (8) Cross Country, $740* 


(ps). 
STUDEBAKER—’59 Lark (6) 2-dr. hard- 
top, $850* (ps); Silver Hawk (6) 2-dr., 
$850*. 
’57 President (8) 4-dr., $500*. 
MISCELLA NEOUS—’59 GMC truck, $1,100. 
’54 International truck, $170. 


WEST PALM BEACH, FLA. 


West Palm Beach Auto Auction. Sale 


every Thursday. Prices are for sale of April 
27. Retail spotty. New car sales slow. Con- 
signment good but prices lower on average 
cars — solid on clean units. 
choosey but a good 74 percent changed 
hands at another active sale. 

BUICK—’58 Century conv., $1,025* (ps). 


Buyers were 


’57 Special 2-dr. Riviera, $595; Super 2- 
dr. Riviera, $565* (ps); RM conv., 
$540* (ps). 

’56 Super 4-dr. Riviera, $485* (ps); RM 
4-dr., $480* (ps); Century 2-dr. Rivi- 
era, $460* (ps); Special 4-dr., $415*. 

’55 Special 2-dr. Riviera, $405*; 2-dr., 
$275*. 


CADILLAC—’61 de Ville 2-dr. hardtop, $4,- 


825* (ps). 

’60 (62) 2-dr. hardtop, $4,115; 4-dr. hard- 
top, $4,000* (ps). 

’59 (62) 2-dr. hardtop, $2,960* (ps). 

"57 (62) 4-dr., $1,320, $1,000* (ps); 2-dr. 
hardtop, $1,270* (ps), $1,200* (ps), $1,- 
110* (ps); conv., $1,260* (ps); 4-dr. 
hardtop, $1,250* (ps). 

7” (62) 4-dr., $710* (ps); conv., $675* 

ps). 

"55 (62) conv., $500* (ps); 2-dr. hardtop, 
$500* (ps), 2 at $400* (ps). 

’54 (62) Coupe de Ville, $485* (ps); 4-dr., 
$425* (ps). 

’53 (62) 4-dr., $175* (ps). 


CHEVROLET—’61 Impala (8) sport sedan, 


$2,375* (ps); Biscayne (8) 4-dr., 3 at 
$1,930*, $1,880, $1,745. 

’60 Impala (8) sport sedan, 2 at $1,930* 
(ps), $1,810* (ps); Bel Air (8) 4-dr., 
$1,515*. 

’59 Impala (8) sport sedan, $1,540* (ps); 
Parkwood (8) 4-dr., $1,360* (ps), 2 at 
$1,275; Bel Air (8) 4-dr., $1,255* (ps), 
$1,230* (ps), 3 at $1,075*; Bel Air (6) 
2-dr., 2 at $1,050, $1,000; Brookwood 
(8) 2-dr., $1,150*; Brooxwood (6) 4-dr., 
$1,150. 

’58 Impala (8) conv., $995* (ps); Brook- 
wood (8) 4-dr., $970*; 4-dr., $775; Bel 
Air (8) sport coupe, $910 *(ps), $905* 
(ps); sport sedan, $985*, 2 at $750* 
(ps); 4-dr., $725* (ps), $625*; Delray 
(6) 4-dr., $800; Delray (8) 4-dr., $500; 
Biscayne (8) 4-dr., $780* (ps). 

"57 Bel Air (8) conv., $940* (ps), 3 at 
$805* (ps), $755*; sport sedan, $850*; 
4-dr., $850; station wagon, $690; Bel 
Air (6) conv., $700*; Two-ten (6) sta- 
tion wagon, $630, $560; Delray, $435; 
Two-ten (8) station wagon, $575*. 

’56 Bel Air (6) sport sedan, $650; Bel 
Air (8) sport sedan, $590*; Two-ten 
(6) sport sedan, $550*; 2-dr., $485; 
Two-ten (8) sport sedan, $465*; 4-dr., 
$420. 

’55 Bel Air (8) station wagon 4-dr., $495; 
4-dr., $360; Two-ten (8) 4-dr., $410*, 
$380*; Delray, $380; Two-ten (6) sta- 
tion wagon, $265; 4-dr., $250. 


4-dr.. $510*, $430; Custom 300 (8) | CHRYSLER—’58 NY conv., $1,350* (ps). 
4-dr., $500*; Fairlane (8) 2-dr. hard- *S7 Saratoga 2-dr. hardtop, $655; Windsor 
top, $395*. 2-dr. hardtop, $575* (ps). 
’56 Fairlane (8) 2-dr. Victoria, $565* Oar” Comet 2-dr., $1,880; 4-dr., 
Ss). ’ , 
+55 Country Sedan (6) 4-dr., $450*; | DeSOTO—’56 Firedome 4-dr., $290* (ps); 
2-dr. hardtop, $240*. 


Ranch Wagon (8) 2-dr., $395. 
IMPERIAL — ’58 LaBaron 4-dr. hardtop, 
$1,705* (ps). 

’56 Imperial 4-dr., $640* (ps). 

LINCOLN—’59 Premiere 2-dr. hardtop, $2,- 
075* (ps). 

*58 Continental Mark III 4-dr. hardtop, 
$1,600* (ps); Premiere 2-dr, hardtop, 
$1,300*. 

’57 Capri 4-dr., $865* (ps). 

MERCURY—’60 Colony Park 4-dr., $1,965. 



















Car registrations as 
compiled by R. L. Polk 
& Co. 








’55 Firedome 4-dr., $300*. 
’53 Power Master 4-dr., $210*, 
DODGE—’60 Dart (6) Seneca 4-dr., 


280. 
’56 Royal (8) 2-dr, hardtop, $410*, $395*. 


(ps), $355* (ps), $185. 


Sierra (8) 2-dr., $100, 


EDSEL—’58 Corsair 2-dr. hardtop, 
(ps),;,,.Ranger 4-dr. hardtop, $465*. 
FORD—*6 
620; 2-dr., $1,665. 
"60 Galaxie (8) 4-dr, Victoria, $1,650* 
(ps); conv., $1,625; Falcon (6) 2-dr., 


$1,325, 2 at $1,245, $1,225; 4-dr., $1,- 
270. 


’59 Thunderbird (8) 2-dr. hardtop, §$2,- 
200* (ps), $1,985; Custom 300 (8) 4- 
dr., 2 at $710, 2 at $675. 

’58 Country Squire (8) 4-dr., $870* (ps), 
$825* (ps); Fairlane 500 (8) conv., 


$795* (ps); 4-dr., $755* (ps); Country 


Sedan (8) 4-dr., 3 at $725* (ps), $655* 


(ps), $650* (ps); Fairlane 


’ (8) 5 
$640; Custom 300 (8) 2-dr., 2 4 $635 


$415; 4-dr., $565*; Custom 300 (6) 2+ 


dr., $550*. ; 


‘57 Thunderbird (8) conv., $1,590* (ps8); 
Fairlane 500 (8) conv., $650* (ps); 
4-dr. Victoria, $675* (ps), $570* (ps); 
Fairlane (6) 2-dr. Victoria, $610* (ps); 
Fairlane (8) 4-dr., $515*; Custom (8) 
4-dr., $425; Custom (6) 2-dr., $400. 

’56 Country Sedan (8) 4-dr. (9 pass.), 
$520* (ps); (6 pass.), 2 at $410* (ps), 
$350*; Fairlane (8) 4-dr., 3 at $495* 
(ps), $425* (ps), $315*, $225*; Custom 
(8) 2-dr., $390; 4-dr., $300* ; Ranch 
Wagon (8) 2-dr., $370* (ps); Ranch 
Wagon (6) 2-dr., $300. 

"55 Custom (8) 4-dr., $365*; Ranch Wag- 
on (8) 2-dr., 2 at $280*, $160*; Country 
oore (8) 4-dr., $190*; Main (8) 4-dr., 
110. 

IMPERIAL — ’57 Imperial 4-dr., $1,190* 


(ps). 
’55 Imperial 2-dr. hardtop, $300* (ps). 
"53 Imperial 4-dr., $140* (ps). 
LINCOLN—’58 Continental Mark III 4-dr. 
hardtop, $1,565* (ps). 
’57 Premiere 4-dr. hardtop, $1,150* (ps). 
’56 Premiere 4-dr., $460* (ps). 
MERCURY — ’58 Commuter 4-dr., $725* 
(ps); Monterey 2-dr. hardtop, $705* 


(ps). 

‘57 Montclair 4-dr. hardtop, $720* (ps); 
Voyager 4-dr., $660* (ps); Commuter 
4-dr., $655* (ps), $575* (ps). 


$1,- 


’55 Royal (8) 2-dr. hardtop, 2 at $435* 
"53 Coronet (8) 2-dr., 2 at $140*, $130*; 
$600* 
1 Falcon (6) 4-dr., $1,705*, $1,- 














OLDSMOBILE — 


PAUKARD—’55 (5580) 4-dr., $135* (ps); 
PLYMOUTH—’61 Valiant 100 (6) 2-dr., $1,- 


PONTIAC—’60 Catalina sport coupe, 


RAMBLER—’60 American (6) 4-dr., $875. 





















STUDEBAKER—’60 Lark (6) 4-dr., $870. 
MISCELLANEOUS—’60 Ford (6) Falcon 
Ranchero, $1,360; Dodge 100 (6) %-ton 
pickup, $950. 
’58 International pickup, $530; Chevrolet 
(8) delivery sedan, $480. 


’56 Medalist 2-dr. hardtop, $115*. 

’55 Monterey 4-dr., 2 at $250, $220*; sta- 
tion wagon, $225*; Custom 2-dr., $230. 

’54 Monterey 2-dr. hardtop, $310. 


"61 (88) 4-dr., $2,760* 


(ps). 
"60 (88) conv., $2,300* (ps). ’57 Chevrolet (8) 3200 %-ton pickup, 
’59 (88) 4-dr. Holiday, $1,350* (ps); (88) $625; (6) 3104 %-ton pickup, $560; 


Ford F-100 (8) %-ton pickup, $485. 

’56 Chevrolet (8) 2-ton stake, $775; (6) 
3100 panel, $405; Ford F-100 (8) pick- 
up, $470. 

’55 Ford (6) 


Super 4-dr., $1,605* (ps). 

"58 (88) 2-dr., $640. 

’57 (88) Super 2-dr. Holiday, $765* (ps); 
(98) 2-dr. Holiday, $750, $710* (ps); 


(88) 4-dr, Holiday, $640* (ps); 4-dr., ¥%-ton pickup, $275. 


$580* (ps). eo * * 
’56 (98) conv., $650* (ps); 4-dr. Holiday, jn i “ 
$650" (ps),’ $610", $370" (ps); 4-ar., — Auctions in Brief — 
(ps); (88) 2-dr. Holiday, 2 at 
$500* (ps). BORDENTOWN, N. J. 


National Auto Dealers Exchange. Sale 
every Wednesday (April 26). More buyers 
paid more dollars for more cars than at any 
sale this year. Increased consignments 
brought a large variety of clean sharp cars, 
Buyers feasted to better selection by bidding 
actively on all makes and models. Sold 84 
percent of 633 consignments. 

* * 


CHICAGO 
Arena Auto Auction, Sale every Tuesday 
(April 25). Market very strong, Sold 361 


cars from 533 consignments. 
* * * 


COLUMBUS, O. 

Capital Auto Auction, Inc. Sale every 
Thursday (April 27). Dealers were interest- 
ed in the clean sharp cars regardless of the 
year and make. Sold 236 cars from 365 con- 
signments. 


’55 (88) Super 2-dr. Holiday, $375* (ps); 
(88) 2-dr. Holiday, $350* (ps); (98) 4- 
dr. Holiday, $245* (ps). 

’54 (88) 4-dr., $325* (ps). 

’53 (88) 4-dr., 2 at $255*, $205*; 2-dr. 
Holiday, $170. 


Clipper 4-dr., $135*. 


550. 

59 Fury (8) 2-dr. hardtop, $1,180, 3 at 
$1,125* (ps), $1,035*; Suburban (8) 4- 
dr., $835 (ps). 

’58 Suburban (8) Custom 4-dr., $785*, 
$675* (ps); Belvedere (8) 2-dr., $735*; 
Plaza (6) 4-dr., $505, 2 at $450. 

’57 Savoy (8) 2-dr. hardtop, $475*; Sub- 
urban (6) Sport 4-dr., $370*. 

’55 Belvedere (8) 2-dr., $275; Savoy (6) 
2-dr., $205. 

$2,- 


* * * 


MANHEIM, PA. 
Manheim Auto Auction. Sale every Fri- 
day (April 28). Weather: Rain. Sold 84 per- 


cent of 940 consignments. 
- 


NEWINGTON, CONN. 
Newington Auto Auction, Sale every 
Thursday (April 27). Prices were steady on 
clean cars. Sold 33 cars from 53 consign- 
ments. 


105* (ps). 

’59 Star Chief 4-dr., $1,350* (ps). 

’58 Star Chief 4-dr., $1,110* (ps), $965* 
(ps); 4-dr. Catalina, $1,080, $950* (ps); 
Chieftain conv., $960* (ps), 

’57 Super Chief 2-dr. Catalina, $725*; 
Chieftain 4-dr. Catalina, $725*; 4-dr., 
$540*. 

’56 Star Chief 4-dr. Catalina, $495* (ps), 
2 at $450* (ps). 

’55 Star Chief 2-dr. Catalina, $300* (ps); 
Chieftain 2-dr., $250. 

’54 Chieftain 2-dr., $270; 2-dr. Catalina, 
$245*. 


* * * 


PADUCAH, KY. 

Fred Brown Auto Auction. Sale every 
Tuesday (April 25). Prices were up. Activity 
was unusually good. Sharp cars found 
plenty of buyers. Sold 122 cars from 237 
consignments. 


’59 Custom (6) 4-dr., $865; American (6) 
2-dr., $720*. 

’57 Custom (8) Cross Country, $705* (ps). 

’56 Custom 4-dr. hardtop, $540*. 

’55 Custom Cross Country, $275. 





New Commercial-Car Registrations, 
15 States for March, 1961-1960 


Truck 


pp nmin by states are 







































































or. rd on as a Stude- 
. ° representatives in 

state copitels. Mack | baker | White | Willys | Misc. 

Alaska ‘6l| 35| | 2| 19| 10| 7| | 2| 4 5 84 

60) | 9| | 4 9| i5| 8| | | | 1 ul 57 

Delaware ‘él | 40) | 5! 49) 7| 13) 6) | 14 7| 5 146 

‘60 | 47) 1 9| 29} 12| 27} 6| 1| 27 | Hi| 174 

Florida ‘él | 9| —-733| 3| 53; 86! 186 176| 44 23) 16 83; 165) 2352 

60 |_ 981} 14 100} -940_— 274) ~— 270) S48 7 69} _:127|_~—-242|_~— 3072 

Tdaho él | 197| 31; «159 62) 79| 5| 15) 2 15 20; «585 

. ‘60! |___282| | 49|__198|__—‘103| | i3| 3| 6 18 18 754 

Maryland ‘él 194) | 17; 268) 29| 75 | 4| 1 24) 32! 35| «679 

ae ___ "60 Al aa 3]. -#t| are 8} 1 14) 36 44} 853 

Montana ‘6l | 174} 4 42; il 70; 103) 1| 7| 1 iT 18} 642 

-*60) _292| 2] 2,29] 55] 35] 2. BI 3 37| 35| «848 

Nebraska ‘él 413) 3| 32) 354 98) 133) 8| 4| 19 14 30; 1108 

‘60! 368 | 6| 28) 311 84) 125) | 5 | 10 40 26| 1003 

North Carolina "él | 662) 2 58; 845, I5i|  188| 27| 36 27 28 28; 2052 

60) 681 | 8| 62) 638/155) _——s*148| 21 5| 33) 55 49| 1855 

North Dakota ‘él | 134) 3| 23; «124 36) 74| 2 2 7| 405 

7 _'60} 165| | 26} 94] 31} 48) 1 2| 2 7| 3% 

South Carolina ‘6! | 269| 1 48,499) 67| 76) 15 | 5| 4 5 27|—«*1018 

‘60! 336 25| 298} 64) 76| 13] 1 18 13 24| —_-868 

South Dakota "ol | 183} 1 26 149 34, «131 4) 6| i i 9, 565 

60) | _213} | 45; __ 154! 40 169| 1 2| ri 12|_ 657 

Virginia ‘él I 417] 1 60; 500; s4)—Ss«*1 42 | 15) 8| 10 72 72; ‘1412 

60) | _532| 1] 120} __349/ % 157] 20 4| 10 136 69| 1514 

West Virginia ‘él | 168) 1 25 155| 46) 79| 7 2 2 45 20; «550 

‘60! 241} 3 36 180| 64) 54| 7| 2} 3 53 2 664 

Wisconsin ‘6! | [ 355| 1 59; 364] 56; 206) 7| 8| 9| 42 61] 1168 

‘60| 471 | 3| 53) 385 104} 302 10| 10) 12| 67 78| 1495 

Wyoming él | [tty 18) 119) 23) 54 2| 21 i 359 

60! |___198| 2| 20| _—i1i7| 41| 44| 1 2| 23| 30| 478 

15 States Reported to Date "6! | 10} 4085) 20; 4499/4676) 989/536] «145 ny 141 392) 513) (13125 

For March 60) 1} _5137| 43) 680!_—-4213|_—=«*1'176| = 710) iad 49| 205 —-630|_—677| 14665 

Year 6! | 133) 45502/ 315) 5880| 44736] 10776) 13670 1274, «853|_~—«1837/—««4979| +4799) 134754 

To Date 60! 179| 47053| __446|_—_‘6333|_—- 44423) —«:10326| 17312] 1844 314] 2465) —4553| 7239) 142487 








Compiled from official state records. Data property of R. L. Polk & Co. May not be copied, sold or reprinted without Polk permission. 





New Passenger-Car Registrations, 16 States for March, 1961-1960 


FORD ; Cadil- 
Comet TOTAL Buick ios 




























































































































*58 Monterey 2-dr. hardtop, $710* (ps), 
$585*, $555*. ; Alaska ‘6l| = 35 13 4 5 61 83 97 4 2! 51 173 9 16 94 13 27) 
S620" (ps); ies ben kere. eae 0/22] ; a. ff. om me 7 80} 9} 7103 : ye 3 | 8 
g405° et : Colorado ‘ol; 324 | 10 | ‘183 301 579| ‘1172 49 115 119) 1455 222 105} 1429) 255; «302; 2313) ~=S=«4|~SO42|~—=«25 147 
OLDSMOBILE ‘60 (98) conv., $2,600* mn _ / a _ 80 A 20] 296} 312] 719} 1043], S25] 131] =~ 40] ~—s1239) ~~ 52 101} 1281} 224; ~~ 260} ~—s- 2018 122 391| 4848 
(ps): (88) conv., $2,350* (ps); 2-dr elaware ‘el| ~~ 1421 
Scenic, $2,255* (ps), $2,225* (ps); 4- "60 55 4 al 
dr., $2,100* (ps). Idaho ‘6 132 20 9 
59 (98) 2-dr. Scenic, $1,910* (ps), 2 at 60| ‘154 22! 4 8 113 90} 237 370 5 41 5 42I 68] 44| _ 437 113 129 791 40 147|__ 1790 
$1,880* (ps); 4-dr. Holiday, $1,910* | Waryland bl 646 185 10 459| 660) 1314] 2601 39] 157| -278|—«3075 308 192] 3153] 453] 
) i $1.91 53 514) 4620 139| 683) «10477 
(ps), $1,900* (ps), $1,740* (ps); 4-dr., 60! 719) —:143 22| 87| 718) 1023} 1993] 2299 2 254| 80} 2654 352 190] 3366} 433 619| 4960 195| 1057} 11578 
$1,790* (ps), $1,690* (ps); (88) 4-dr. | Wontana ¢ wea sl 84, +«+96| ~—«-225 366; It] 42) 54) 493) ; : - 5 [———94)_ 97) 1683 
Holiday, $1,805* = Fr as ‘too? 60 155 17) 17 | | | 97 1683 
2-dr. Scenic, $1, ; 4-dr.. ’ ; | | 539} 
(ps), $1,650" (ps): 2-dr., $1,490* (ps). | Nebraska a 3 ” ? a 2 28 aS 10% me 18 72) 1245 168 109/ 1387/2335 258] 2157 44 193 
58 (98) conv., $1,460* (ps), $1,220* (ps); f . 7 6 9 21| 1013 133) 88} 1216 206 191] 1834 42 189} 3894 
4-dr., $1,270* (ps), $940* (ps); 2-dr. | North Carolina bl] 466 150) i 330 516, 1007| 2551 27 170 245; 2993 475 182) 2396| ~—«419 615; 4087, —=«90|—Ss=C«75| «9318 
Holiday, $1,220° | (ps), $1,175¢ | (ps): NGART SE a oH oa 0 35} __ 439] 6921253] 2965 23 180 78| 3246] ~— 409} ~—s167|_—«-2909] ~~ 477] sb] 4573 170} 1072} 10817 
4-dr. Holiday, $1,095* (ps), $990* (ps), | Nort akota : 101 75 73 180 331 2 40 30 403 47 30 412 a4 
$840* (ps); (88) ~— aon tae AO ge RES 59 28 2 7 92 119 248 363 4| 58| 12 437 57 2%| 437 = 3 pd a 72 ret 
(ps); Fiesta 4-dr., $1,000* (ps). Ohio “6l| ‘1783 489 42 1516] 1608) 3655| 7150 114 815; 1144) -9223|—«*1814 763; 9477, —«dI 2 5 
"57 (98) 4-dr. Holiday, 3930° see): om 60! 2169 432 60} _177| _2704| _2971| 6344) ~—8952 100 1257 576| 10885} _1598 819] 10892 2109 217 18035 a9 2H 40363 
+a ee eee ae ,$ PS); | South Carolina el] «164 44 3 333; «1115 10] 70 129| 1324) ~—«203 % 856 161 225; «1541 22 314, 3698 
56 (98) 2-dr. Holiday, $520* (ps); conv., 60/218 44 4 614] __ 1290 2 76 69| 1437 180 80} 1453 189 259| 2161 72| 428] _—_—-4930 
$450° (ps). , , South Dakota 5 195| 443 2 52 20; «517 82 29/488 103 8 800 22 78} 1744 
PLYMOUTH —'60 Belvedere (8) 2-dr. hard- | ——_. Sweet 15 5 5 95} _118|__238|__489 3 50 12} ___554 87 32|___-592|___—*109 94| 914 29! -87|_—_—«1935 
top. $1.435. Virginia ‘61; 530 170 19 416 788|" 1393/2276 24 193 290| 2783 389 205{ 2538 470 623/ 4225 107|-1310| 10348 
59 Belvedere (8) 2-dr., $1,080: 2-dr. 60| 494] 19 69 503 824] 1526] 2366 30 239 85| _2720| _—:322 167] 2679} —_—«430 599| 4197 155| 1258} 10350 
hardtop, $1,075* (ps); 4-dr., 2e West Virginia “al rf = : a = = al 8 92 89/890 139 71 802 170 190) 1372 53 155] 3056 
(ps), $935° (ps); Belvedere (6) 4-dr.j o_O 6 59 8 117 35) 919 168 80; 1076 197 216| 1737 73 
hardtop, $775*; Savoy (8) 4-dr., $975*; | Wisconsin él 877 151 12 387 370 920|—-1930 40 213 156! 2339 510 228/ 2435 591; a3] 4427 5 iat mt 
2-dr., $835* (ps). "60! 1667 134 24 61 784 744] _1747| _ 2891 31 398 100) 3420) ~—s 715 265| _3697|_~—s«877 923] 64771 222 547| 14080 
58 Suburban (8) 4-dr., $720* (ps); Bel-| Wyomin ( 
yoming 31 59 10! 207 5] 25 36 273| 60 25 228 69 4% 428 4, (2 30 
protere (6) _2ar. nerdtop, | a. rae 60! 87 51 105 180 198] 4 38 13 253 74 40 344 72 95 625 26 108| 1279 
p ~ GF. , 16 States Reporte él 5901 150 3 2186 27949 4639 2171 
(aah; Belvedere 667 S-dr. hasates, 5 26887' 5239/ + 6399| 45335, —«T110| +~—~«6709| 98230 
$375* (ps); 4-dr., $365* (ps); Savoy ~~ Date for March ‘60! __7222| __1227| __206| __563| __6740|__8257|_ 16993 25622 274| 3015! __—*41134) —-30045| 4480! 2194! 31420) 5732) +6915] 50741] 1946] 8188) 115135 
(6) 4-dr., $275. ear el] 52929| 13691! 2070 34722| 47421! 97904) 202081| 5654) 19175] 25760] 252670! 42154] 24427| 236066] 50037! 57707] 410391| 12161] 60615) 886670 
To Date 60! 62986] 13030} __3085| 5309] _52877| 68970| 143271| 241175! 4829) 28329|_—+1134|_ 275467! 43903) 257411 258821] 56234] 41197] 445896] 18848! 92961/ 1039429 


’56 Suburban (6) 4-dr., $300. 
PONTIAC—’60 Bonneville 4-dr. Vista, $2,- 





Compiled from official state records, Data property of R. L. Polk & Co. May not be copied, sold or reprinted without Polk permission. 
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UAW, Ford Air Approaches... 


Planning for Auto Labor Talks 


By Frank Gawronski 
Staff Writer 

A NEW approach to contract ne- 

gotiations with the auto indus- 
try was unveiled by the United 
Auto Workers Union at its special 
collective bargaining convention in 
Detroit. 

It will ask the auto companies 
to cooperate in solving problems 
faced by both at the bargaining 
table and will place no price tag 
on anything when bargaining 
opens July 1. 

While the UAW was meeting in 
Detroit to formulate its contract 
demands, a Ford Motor Co. official 
outlined Ford’s bargaining plans in 
a speech in Nashville, Tenn. 

Speaking before the Tennessee In- 
dustrial Personnel Conference, Ken- 
neth D. Cassidy, industrial relations 
vice-president, said Ford will dis- 
cuss “in good faith” with the UAW 
any contract changes the union 
proposes, but will keep in mind 
“costs and our need to manage.” 

Primary aim of the union’s vari- 
cus convention proposals, ranging 
from reduction in work hours to 
salaries for production workers, is 
job security and job opportunities. 

* * * 


ALTER P. REUTHER, UAW 
president, and other union offi- 
cials said the union will be flexible 
on all proposals presented to the 
auto companies but will insist rigid- 





ly on a solution of all the problems. | 


Reuther said the union was 
going to bargain with dead seri- 
ousness and described the bar- 
gaining program as the boldest 
and most comprehensive the labor 
movement has ever adopted. 

The purpose of the convention, 
which drew about 3,000 union dele- 
gates, was to adopt a set of instruc- 
tions for the union’s bargaining 
teams, 

In keeping with the recommenda- 
tions of Reuther and his adminis- 


tration, the instructions were of a| 


general nature. The collective bar- 


gaining program to be presented to) 


the auto companies covered these 
points: 
1. A program to create more jobs 


through management agreement to} 
a shorter work week or early re-| 


tirement, reduced overtime, increas- 
ed vacations and holidays and sab- 


batical leaves. 
cd * ok 


oS Management agreement to 
the principle of ending the hour- 
ly wage system and substituting an 
annual salary. The union wants the 
auto industry to join with it in a 


committee to find ways to begin) 
paying annual salaries to produc-} 


tion workers in the auto industry. 

3. An automation fund to fi- 
nance such things as the cost of 
moving and relocating workers 
and their families, and the cost of 
retraining workers and maintain- 
ing their families in the retrain- 
ing period, if they lose their jobs 
because of automation. 

4. An improved supplemental un- 
employment benefits plan. 


5. Reemphasize the fight against | 


speedups. 








6. Contract clauses guaranteeing | 


against job discrimination because 


of color, age or sex. 
* ok * 


EVEN. A control on outside con- | 


tractors coming into UAW-or- 
ganized plants. 

8. Increased pension benefits 
and a union voice in the invest- 
ment of pension funds, 


9. Full company-paid medical-} 


hospital surgical insurance. 

10. An increase in the 2% percent 
annual productivity improvement 
factor. 

11. A two-year limit on the new 
contract. 

On Reuther’s recommendation, 
the convention also voted to push 
for benefits through congressional 
action, as well as the negotiating 
table. 

The major legislative proposal is 
for a change in the federal wage 
and hours laws to provide what 
Reuther calls a new concept of a 


“flexible” work week. 
* * cd 


ro the plan, each corpora- 
tion, large and small, would pay 
approximately one percent into a 
national unemployment fund. 
When employment levels were 
high, workers would put in a full 
40-hour week and would draw all 
their pay from their employer. 
When job levels dropped, money 





from the fund would be used to 
give the workers 40 hours pay, 
even though they actually worked 
less. 

Reuther said the auto makers 
would be asked to help get such 
legislation through Congress. 

Reuther said he felt the union’s 
proposals “represent bold new con- 
cepts at the bargaining table.” 

“We are not proposing any gim- 
micks, we are deeply serious,” Reu- 
ther said. “We are serving notice 
on the corporations that we are 
not looking for a fight. We realize 
the need for national unity, but 
we are not going to abandon our 
interest in our workers. 

“We do not want to raise the 
price the consumer must pay. We 
want our benefits to come out of 
the tremendous area of profits on 
the corporation, not out of the con- 
sumers’ pockets,” Reuther told the 
delegates. 

* * 
Rea to Cassidy’s speech, 
Reuther said, “This is the open- 


You can cut 
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ing gun of a propaganda campaign. 
It will not be easy.” 

In his speech, Cassidy said 
burdensome production cost in- 
creases would be a serious blow, 
not only to the auto manufactur- 
ers and their employes, but also 
to the economy as a whole. 

He added, however, that Ford has 
“no wish to take advantage of pos- 
sible adverse economic conditions 
to force an unfair settlement this 
year, or any year.” 

He said Ford management will 
enter negotiations with the UAW 
this summer “with open minds, 
with no axe to grind, and with the 
determination to reach a fair and 
equitable settlement. The members 
of Ford locals are first and fore- 
most Ford employes.” 

“We have no intention of taking 
an inflexible position, and then say- 
ing ‘take it or leave it.’” 

“There is one stubborn fact about 
the auto industry that cannot be 
ignored,” he said. “It is impossible 
to stabilize employment, to avoid 


paint material 


costs by 4/3 
with 
Acme’s 


Color 


System! 


Eye 


No wasted paint, ‘ 


lay-offs from time to time, unless 
we also stabilize consumption. 

“As long as consumer demand for 
autos fluctuates, no company can 
fully stabilize production unless it 
is prepared to sacrifice substantial 
sales and related employment, and 
risk ultimate failure,” Cassidy said. 

* * + 


ASSIDY said that since World 

War II, Ford employment costs 
per hour worked by hourly em- 
ployes have increased more than 6 
percent a year, compounded. 

“This is not unusual in Ameri- 
can industry, which for some time 
has been experiencing a rate of 
increase in these costs much 
greater than that of the produc- 
tivity of the economy,” he said. 

“These inflationary pressures on 
product costs and prices resulting 
from this disproportionate increase 
in labor costs is the same, whether 
the increase comes in the form of 
fringe benefits or direct wage in- 
creases. 

“It is a respected economic prin- 
ciple that when labor costs per hour 
rise faster than does output per 
man-hour, we can expect unemploy- 
ment or inflation or both to follow 
eventually. 

“In the face of intensive competi- 
tion in this country for the con- 
sumer’s dollar and fast growing 


| 





‘on-the-spot” color, 


competition from abroad for world 
auto markets outside the United 
States, we have no choice but to be 
more concerned than ever about 
the costs of all kinds, including 
labor costs which represent far and 
away the biggest part of all costs 


in our economy.” 
* 


* * 

ASSIDY said Ford cannot con- 
sider limitations on manage- 
ment’s right to manage “that would 
significantly impair our ability to 
discharge our responsibilities to all 
employes, consumers, stockholders 

and the public.” 

“In recent months,” he con- 
tinued, “UAW officials have 
sought to participate in manage- 
ment decisions on such basic mat- 
ters as production schedules, 
where components should be 
made or bought, location and re- 
location of facilities, and the in- 
troduction of new and improved 
manufacturing methods... . 

“Most of these claims have been 
raised in the name of stabilizing 
employment,” Cassidy said. “I can 
think of no better way to reduce 
employment. No company can pros- 
per and grow and provide more jobs 
if its management abdicates the 
responsibility to make the best de- 
cisions it can on basic questions of 
company policy.” 


and smaller inventories save you time and money 


With Acme’s Color Eye, you mix any color you 
need—just the amount you need—right in the shop. 
You never have to wait for paint delivery or hunt 


for colors. . 


. never have to throw away the unused 


portion of the can. You get jobs done on schedule 
and insure customer satisfaction. 


Color matching? . . . it’s laboratory accurate. The 
Color Eye even takes the guesswork out of those 


difficult faded jobs. 


Get the full story from your nearest Acme auto 
paint supplier. He’ll show you, in dollars and cents, 
how you can save up to 334% on paint material 
costs in your shop with Acme’s complete Color Eye 


ACME 


(A) AUTOMOTIVE FINISHES 


eT Ta) 
PAINTING PAY 





ACME QUALITY PAINTS, INC. 


8250 St. Aubin ¢ Detroit 11, Michigan © TRinity 2-4800 


System. So see your Acme paint supplier, write, or 
call any of the numbers listed below. 









Atlanta, Ga, 
Burbank, Calif. ...... 


Cambridge, Mass. .. 
Chicago, IIl. ............ 
Garland, Tex. .... 
Denver, Colo. 
Kansas City, Mo. ...........+ 
Long Island City, N. Y. . 
Los Angeles, Calif, ..... 

Milwaukee, Wis. ... 
Minneapolis, Minn. 
Seattle, Wash, 


Jim North, Vice President, North Brothers Ford, 
Garden City (Detroit), Michigan, says— 


**,.. the Color Eye operation is a 
big time and money saver. 


“Before we switched to Acme’s Color Eye System 
we were writing off $1,200 a month in wasted paint 
materials. In the first three months of operation, 
Acme cut our paint material costs 30%. Costly de- 
lays for delivery were completely eliminated, and 
our inventory cost is now 60% lower.”’ 





















éccdscesone TRinity 5-8676 


..-THornwall 2-7158 
..UNiversity 8-7180 
intinete Victory 2-0264 
..BRoadway 8-2158 
sia ALpine 5-5257 
1-7879 
sas 6-7010 

Victoria 9-2405 
.HIlltop 5-6876 
..¥Ederal 6-4667 
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Competition Hits Peak 
In Auto Glass Industry 


By Joseph M. Callahan 
Engineering Editor 
; i= auto glass manufacturing business, currently plagued 
by the car manufacturers’ almost complete transition 
from laminated to tempered glass side windows, is experi- 
Cy 


encing probably the most 
competitive period in its long 
history. 

Over the years, the supply of 
glass to the auto 
industry had been 
fairly stable, with 
Libbey-O w en s- 
Ford having the 
unique distinction 
of supplying 100 
percent of GM’s 
glass, while Pitts- 
burgh Plate Glass 
furnished half of 
Ford’s glass, as 
well as the glass 
for Chrysler, 





American Motors and Studebaker- 
Packard. The Ford Glass Division 
satisfied the rest of the Ford de- 
mand. 

Now, Pittsburgh Plate has an- 
nounced that it has broken L-O-F’s 
31-year monopoly of the GM busi- 
ness and will become a second sup- 
plier of glass for the 1962 GM cars. 

And Shatterproof Glass Co., prob- 
ably the largest supplier of replace- 
ment glass in the country, will 
begin supplying a portion of the 
laminated windshields used in the 
1962 Ramblers. 

Much of the heightened com- 
petition is traceable to the four- 


month strike against Pittsburgh 
Plate in 1958 and 1959. This 
strike opened the door to some 
tough foreign competition and to 
some smaller United States com- 
panies, resulting in some unused 


glass suppliers. 

Apparently, the foreign auto glass 
makers and the smaller U. S. glass 
firms did a satisfactory job during 
this critical period and some of the 
auto makers elected to stick with 
them after the strike ended. 

* * * 








TX GIVING a portion of its 1962| Competition Rises— 


business to Pittsburgh Plate, 
General Motors may be indicating 
that it will also follow all the other 
auto makers by switching from 
plate glass side windows to sheet 
glass side windows. 

Plate glass, which has less optical 
distortion than sheet glass, is made 
slightly differently, has a slightly 
different chemical composition and 
is ground and polished. The extra 
cost for this glass is about $4 a 
car, about the same difference that 
exists between laminated and tem- 
pered glass. 

Both plate and sheet glass can 
be either laminated or tempered. 
Plate and sheet refer to the vis- 
ual qualities of the glass. Lami- 


‘The intensity of competition has step- 
ped up immeasurably in the glass busi- 
ness since the industry got its start here 
at the first permanent English Colony 


glass works in Jamestown, Va. 
oe 


nated and tempered refer to its 
safety qualities. 

While there is nothing definite 
about GM’s switch to sheet side 
windows, insiders feel that it would 
be logical because Pittsburgh Plate 
has a great deal of experience with 
sheet glass and because, in the 
opinion of some, Pittsburgh Plate is 
preeminent in this country in the 
production of sheet glass that has 
a minimum of distortion. 

Pittsburgh Plate has almost 
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FLAWLESS EIGHT-CARAT FINE RIVER DIAMOND, PEAR SHAPED, IN PLATINUM MOUNTING. FROM CHARLES W. WARREN & COMPANY. VALUE: $40,000.00 





HOLLEY distributor repair kits 







A Complete 
Ignition 
Tune-up 
in One 
Low-Cost 
Package 
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11955 E. Nine Mile Road 
Warren, Michigan 


Whether it’s jewelry or ignition parts, no imitation matches the 
genuine article for real satisfaction. You'll find only genuine 
Holley Ignition Parts—made to exacting original equipment 
specifications—in the low-cost Holley Distributor Repair Kits. 
They include everything needed for a complete minor ignition 
tune-up. And you're sure of that same genuine quality when you 
buy individual Holley parts—contact sets, rotors, coils, condensers, 
caps or voltage regulators. Better stock up with Holley now, and 
be ready to get your share of profitable ignition tune-up business. 
With only 13 Holley Distributor Kit numbers you can service all 
Ford-built cars and trucks. Call your Holley Distributor today. 


RT-44 


Original Equipment 
Manufacturers of 
Carburetion and Ignition 
Products for Over 55 Years 
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made a science of making sheet 
glass that is nearly distortion-free 
and has developed its own distor- 
tion analyzer. This is a digital-com- 
puter that scientifically determines 
how much distortion or waviness is 
in a piece of glass. 

* a * 


Union Pact May Be Factor 


T WOULD be an ironical twist 
if GM should shift from plate to 

sheet glass side windows because 
L-O-F has done considerable ad- 
vertising to demonstrate the super- 
iority of plate over sheet glass and 
is still in litigation with the Fed- 
eral Trade Commission over some 
television commercials on this sub- 
ject in 1957 and 1958, 

Incidentally, there are no indi- 
cations at present that Cadillac, 
the only auto maker now using 
laminated side windows, will shift 
to tempered side windows in the 
near future. 

Another possible factor in GM’s 
lining up a second source of glass 
is that the union contract between 
L-O-F, which has had a good labor 
relations record, and the United 
Glass and Ceramic Workers expires 
four months earlier than does Pitts- 
burgh Plate’s contract due to the 
aforementioned four-month strike. 

ok * *K 

HILE Pittsburgh Plate has won 

the GM business, it has suffer- 
ed from the trend to integration 
by the other car makers. Ford has 
increased the usage of its own 
glass. Chrysler, as a result of the 
1958-59 strike, began producing a 
portion of its own glass a year ago 
in the old DeSoto plant on Detroit’s 
West Side. 

No glass is manufactured there, 
but both laminated and tempered 
glass windows are fabricated 
there for a certain percentage of 
each Chrysler Corp. line. 


Officials of the glass industry 
were caught by surprise when 
Shatterproof won the Rambler 
business because Shatterproof has 
been strongly criticizing the auto 
makers, including American Mo- 
tors, for switching to the tempered 
side windows. 

Glass imports from Western Eu- 
rope and Japan have been partic- 
ularly distressing to Pittsburgh 
Plate and have provoked the com- 
pany into appearing publicly before 
the U. S. Tariff Commission to ask 
for tariff protection against this 
competition. 

* * * 


Foreign Competition 


Cc WAS pointed out that imported 
glass, both automotive and non- 
automotive, has risen from 15 per- 
cent of all domestic shipments in 
1955 to 27 percent in 1958 and to 
32.5 percent in 1960. This has been 
largely made possible by price re- 
ductions which made European 
glass 8 to 12 percent cheaper and 
Japanese glass 13 to 19 percent 
cheaper than U. S. glass. 

The company asserted that 25 
percent of all sheet glass work- 
ers are now unemployed, that 
Pittsburgh Plate has been below 
80 percent of its capacity since 
1956 and that it is now operating 
at only 60 percent of capacity. 
L-O-F showed how badly it was 
hurting from the current competi- 

tion and from the switch to temper- 
ed side windows by announcing 
that the work force at its Toledo 
and Rossford (O.) plants would be 
cut from 4,907 to 3,862 by June 1, 

ok * * 


UBSEQUENTLY, L-O-F report- 

ed that it would spend $10.5 
million to build a new fabricating 
plant for curved laminated auto 
glass near Lathrup, Calif. 

Also depressing the auto glass 
market of the future is the fact 
that its replacement market may 
decline to some extent because the 
tempered side windows are so much 
tougher and durable than the lami- 
nated side windows. 

Predictions of a 90 percent de- 
cline in this side-glass market 
have been made, although it may 
be more than offset by the in- 
creasing number of curved and 
compound-curved windshields 
that will need replacement in the 
years ahead. 

Although these problems are 
enough for any industry, a bigger 
one may be looming. St. Gobain 
Glass Co. of France, probably the 
oldest and largest glass maker in 
the world, has joined with the 
American Window Glass Co. in es- 
tablishing a large new glass plant 
in Tennessee, not far from Ford’s 
glass plant. 
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What's New... 


In Parts and Accessory Distribution 





Kreisler Enters 
Accessory Field 


TORONTO. — RCA Victor Co., 
Montreal, has sold 5,000 new trans- 
istor auto radios to Charles Kreis- 
ler, Inc. New York City auto 
dealer. 

RCA said Kreisler is establishing 
an auto accessory distributorship 
across the U. S., and that the value 
of its contract with Kreisler could 
reach $3 million a year. 

The Kreisler order was won in 
competition with U. S. firms, RCA 
said. First deliveries are scheduled 
for fall. 


* * * 
Muffler Clinic Kit Available 
To AP Parts Distributors 


TOLEDO, — Materials, program 
tips and ideas needed to organize 
and conduct a successful muffler 
clinic are contained in a kit avail- 
able without charge from AP Parts 
Corp., according to Ken Richcreek, 
sales manager, 

Richcreek noted that AP is pro- 
viding the muffler clinic data to 
enable its distributors to show deal- 
ers how to combat the profit decline 
brought about by limited lubrica- 
tion requirements on some 1961 cars 
and less frequent oil changes. 


S-C Bouts Share 
Of Radio Market 


NEW YORK.—General Dynamics 
/Electronics has gained a signifi- 
cantly increased share of the na- 
tion’s auto radio market, according 
to Arthur J. Hatch, general man- 
ager of .the company’s Commercial 
Products Division. 

Addressing the Distributor-Man- 


Upswing Expected 
In Employment 
In Auto Retailing 


MILWAUKEE. — Employment in 
the retail] automotive industry will 
take a definite upswing in the sec- 
ond quarter, according to 27 per- 
cent of the business leaders 
throughout the nation polled in an 
independent employment - outlook 
survey conducted by Manpower, 
Inc., international temporary help 
and business service firm. 

“This is in sharp contrast to our 
last survey when only 12 percent 
predicted increases in employment 
needs,” said Elmer L. Winter, Man- 
power president. “These figures in- 

dicate a definite optimism about 
business and employment in the 
current quarter.” 

Other tabulations indicate 67 per- 
cent of the retail automotive execu- 
tives anticipate their employment 
requirements will remain the same. 
Two percent look for a decrease 
and the remainder have no opinion. 

On the overall scene, predictions 
are equally optimistic. 

Twenty-eight percent of the busi- 
ness leaders queried predict an in- 
crease for the present quarter, 
compared with 15 percent who pre- 
dicted increases in the previous 
quarter. 

Sixty-four percent anticipate their 
employment needs will remain the 
same, while only 4 percent expect 
a decrease. The remainder have no 
opinion. 


Vornado Speeds 


Warranty Claims 


BOSTON.—A new warranty sys- 
tem, designed to insure faster han- 
dling of customer claims, has been 
instituted by Automatic Radio Mfg. 
Co., Inc., for its line of Vornado 
auto air conditioners. 

Under the system, a defective 
part of any unit can be exchanged 
at warranty stations in Los An- 
geles, Cleveland, Dallas, Atlanta 
and Phoenix, Taking only two or 
three days, at the most, this trans- 
action is said to cut down consider- 
ably on the previous time required 
for replacement, 








agement Advisory Council, Hatch 
told auto radio distributors from 
15 key national marketing areas 
that the share of the total auto 
radio sales for the Stromberg- 
Carlson line tripled during the first 
quarter of 1961 as compared to 
the like period in 1960. 


Se * 
300 Canadian Jobbers 


Acquired by ASIA 


CHICAGO.—In a joint statement 
issued from the head offices of the 
Automotive Service Industry Assn., 


Deal Promotes 2 

MACON, Ga.— Louis A. Shep- 
herd has been named customer 
relations and fleet sales vice- 
president, and Charles Adams jr., 
used-car operations vic e-presi- 
dent, of Dunlap Chevrolet Co. 
here, according to Robert C. Dun- 
lap, president. 





Chicago, and the Canadian Auto- 
motive Wholesalers’ & Manufactur- 
ers’ Assn., Ottawa, the respective 
presidents announced the affiliation 
of the Canadian association with its 
American counterpart to become 
effective July 1. 

In making the announcement, 
Jack Bryant, Motor & Electric Sup- 
ply Co., Inc., Bowling Green, Ky., 
and Alex Gray, Gray-Bonney Tool 
Co., Ltd., Toronto, emphasized that 
“a great forward step had been 
taken to broaden the relationship 
between the two associations. ASIA 
will acquire approximately 300 new 
Canadian members which will in- 
crease its membership to almost 
6,000 automotive firms. 

* * * 


Auto Electric Assn. 
Elects in Canada 


erton, Woodstock, Ont., was elected 
president of the Canadian Automo- 
tive Electric Assn, at the group’s 
17th annual national conference. 

Other officers are A. F. Goulding, 
Brantford, Ont., vice-president, and 
F. D. Daniels, Belleville, Ont., sec- 
retary-treasurer, William T. Bell, 
Toronto, was reelected secretary- 
manager. 

Association directors are: A. J. 
Bishop, Toronto, immediate past- 
president; B. T. Millaire, Three 
Rivers, Que.; W. J. Dedman, Re- 
gina, Sask.; G. C. Betts, Ottawa; 
L. T. Loveseth, Edmonton, Alta.; 
F. Van Wagner, Toronto, and L, A. 
Buzzell, Moncton, N. B. 

x * * 


Tire Products Unveiled 

OAKLAND, Calif. — Tru-Flate, 
Inc., has introduced merchandising 
units called “Vis-A-Pak” with an 
assortment of automotive and tire 
Servicing products, carded with a 
vacuum formed crystal] clear plas- 
tic cover. 

* x * 


Used-Part Warranty 


NIAGARA FALLS, N. Y.—Sam’s| e9se of 





Stainless Pedals— 


Stainless steel acceleration and brake 
pedals are being used by several auto- 
mobile manufacturers. Stainless steel type 
430, produced by Allegheny Ludium Steel 
Corp., Pittsburgh, is being used to encase 
these rubber sections because of _ its 
maintenance and _ long-lasting 


Auto Parts is offering a 30-day | good looks. Globe Products, Inc., Lansing, 


warranty on all cleaned and tested 


VANCOUVER, B. C.—J. B. Bick-| used parts. 


stamps out the special design and forms 
the metal for the auto makers. 





For America’s 


biggest values 


on America’s 


leadership brands 


Ask yourself these questions when you buy. 


Have you heard of it before? Have you seen it ad- 


vertised? Do you really know 


what kind of quality 


is built into the product? What is the reputation of 


the manufacturer? 


Each year Brand Name manufacturers must strive for 
higher standards of quality. Each year they must 
bring you new products, new ideas, to contribute to 


your constantly improving standard of living. 


Buy Brand Names. Especially 


during Brand Names 


Week, visit your leading dealers, stop in at your 
favorite stores. Expect the best values of 1961 from 
the leadership brands you see advertised. 


LEADERSHIP BRANDS Dedicated to Quality, New Products and New Ideas for You 
Brand Names Foundation, Inc., 437 Fifth Avenue, New York 16, New York 











HOW LIFE HELPS 






SELL AUTOMOBILES 
IN LOS ANGELES 


In the 21 major markets like Los Angeles, an average issue of LIFE reaches 
better than 2 out of every 5 homes—more homes than any other magazine. 
For 25 years now, LIFE has been reaching the most vital homes in 
America— homes that in the course of a month account for 69% of all new 


car expenditures. 


“LIFE helps sell automobiles in South- 
ern California.” J.D. Morris of Bakersfield, 
Studebaker Dealer and President of the Motor 
Car Dealers’ Association of Southern Cali- 


fornia, says: 
“LIFE builds interest in Los Angeles and 
throughout Southern California for new cars. 





PUBLICATION 
LIFE 
Post 





Reader’s Digest 


PASSENGER CAR ADVERTISING—I1st Qtr. 1961 





The full color reproductions in LIFE of the 
new cars at announcement time, and during 
the year, increase the desire of Southern Cali- 
fornians to get out of doors and enjoy their 
all-year weather. LIFE helps portray the fun, 
excitement and mobility that owning a new 
car can mean to Southern Californians.” 









ADVERTISING INVESTMENT 


$4,824,974 


3,461,251. 
1,995,538 


1,419,163 





















AMERICA’S AUTOMOBILE 
SHOWROOM 


To illustrate Los Angeles’ spectacular growth, LIFE used this action-packed photograph ae 


of one of the city’s freeways as a cover picture. The lively, vital coverage LIFE gives to 


people, places and events the world over gives LIFE the biggest quality audience each week. 


Sources: Nielsen Media Service—1960; LIFE Study of Consumer Expenditures; PIB T110. 
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CHOKE REPAIR KIT — A combination 
choke filter and universal choke tube re- 
pair kit has been introduced by Houser 
Engineering & Mfg., Inc., Bluffton, Ind. 
The dual-function kit, Houser's No. 768, 
is designed to overcome the hard starts, 
wasted gas and carburetor failures that 
accompany burned-out choke heater 
tubes. Houser has combined its No. 765 
choke tube repair kit with the choke 


warm air filter No. 749. 
a 





FUEL PRESSURE CONTROL—The Model 
500 Mileage Minder, announced by Mile- 
age Minder Co., 3380 17th St., San Fran- 
cisco 10, Calif., is a variable fuel pressure 
control. The unit is said to ration gas as 
needed. Fuel pressures delivered to the 
carburetor by the unit vary from one pound 
per square inch to full pressure of the fuel 
pump, it is said. Model 500 has both a 
pleated fuel filter and a magnetic trouble 
trap. It is suited for installation on all 
gasoline engines. 





STEAM CLEANER—The Malsbary 150, a 
new, larger-capacity steam cleaner to re- 


place former 120-130 gallons per hour 





sizes, has been announced by Malsbury 
Mfg. Co., 845 92nd Ave., Oakland 3, Calif. 
The 150 is the same size (45 inches long, 
21 inches wide, 43 inches high) as the 
Model 130 it replaces, but pump capacity 
has been increased to 135-150 gallons 
per hour by redesigning pump components. 
Slanted burner is said to create better 
flame pattern and thus improves heating 
efficiency. The Model 150 retains Mals- 
bary's orifice and nozzle design, which 
produces a uniform cleaning pattern of 
large droplets, said to increase cleaning 
efficiency 10 to 20 percent, is is said. 
i 


Heavy-Material Pump 


Developed by Binks 


A 10-to-1l-ratio pump for han- 
dling heavy fluid materials has 
been developed by Binks Mfg. Co., 
3114 Carroll Ave., Chicago 12, IIl., to 
meet the need for a low-cost but 
powerful pump to handle mastics, 
roof coatings, sound deadeners and 





similar materials, the company 
said. 

A newly designed air motor valve 
provides high pumping rates with 
minimum back pressure, Binks 
added, and pump icing, another 
problem often encountered, is dras- 
tically reduced. 





BRAKE LINING TOOL—The Raybestos 
Safe-T-Gage, a caliper, is designed to 
give a quick, accurate check of brake lin- 
ing wear. Leslie Parrish, Hollywood movie 
star, sees for herself how the caliper 
measures brake lining wear on her car 
as a mechanic demonstrates the use of 
the tool. Measuring of brake lining wear 
is one of the important inspections in a 
car safety check. Raybestos Division, Ray- 
bestos-Manhattan, Inc., 61 Willett St., 
Passaic, N. J. 





BATTERY CARRIER—Batteries with both 
posts on one side can be carried as easily 
as the regular types with the Bishman 
“Corner-Grip" battery carrier, according 
to Bishman Mfg. Co., Osseo, Minn. Op- 
posite corners of the battery case are 
gripped by specially designed hooks. The 
strap is drawn up snug and held by a 
self-locking feature. As the battery is pick- 
ed up the weight locks the hooks securely 
onto the corners of the case without dam- 
age to it. When the weight is released, 
the hooks drop off, it is said. The carrier 
works equally well on all automotive types. 
The strap is acid and oil resistant. 





FOG DISPERSION TOWER—An advance 
in corrosion testing techniques is said to 
be possible with the new G-S Uni-Fog Dis- 
persion Tower. Designed by G-S Equip- 
ment Co., 15583 Brookpark Rd., Cleveland, 
O., this research and production tool is 
said to establish uniformity of salt-fog cor- 
rosion testing. The tower makes it accur- 
ately possible to control collection rates 
on samples in test cabinets, thus insuring 
uniformity of all tests, it is said. 
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NEW PRODUCTS 





AIR IMPACT WRENCH — A '%-inch, 
square-drive air impact wrench, featuring 
controllable torque delivery through an 
oscillating impact mechanism, has been 
announced by Thor Power Tool Co., Auro- 
ra, Ill, Elimination of the conventional 


is said to permit torque output to be con- 





trolled directly from trigger to mechanism, 
through an infinite range from a light tap 
to a heavy impact blow. 

* * * 





SANDBLASTER—The ‘‘Handi-Blast”’ port- 
able sandblaster, Model 28A, has been 
introduced by the Handi-Blast Division, 
Hamill Mfg. Co., Inc., Washington, Mich. 
The sandblaster is useful for cleaning rust 
and paint from body panels—leaving a 
clean, dry, etched metal surface, providing 
an excellent bond to lead or paint, it is 
claimed. The model is constructed of - 
inch steel. It is 29 inches high with a tank 
diameter of six inches. Unit weight is 24 
pounds empty and has an abrasive capac- 
ity of 28 pounds of sand. Each sandblaster 
is tested for 300 pounds per square inch 
and operates on the same air hookup as 
any production spray gun. 





O. 


AIR CONDITIONER TESTER — Mel 
Buehring, general sales manager of Simp- 
son Electric Co., 5200 W. Kinzie St., Chi- 
cago, Ill., is presenting the first air condi- 


tioner tester to come off the firm's line 
by Mary Foster. The temperature tester, 
Model TT, is an addition to Simpson's 
Auto Ranger line of automotive test equip- 
ment. The Simpson tester’s two scales and 
wide range (minus 50 degrees fahrenheit 
to plus 100 and plus 100 to plus 250, and 
15-feet long leads, make it handy for 
determining oil temperatures, transmis- 
sion temperatures, and thermostat opening 


temperatures. 
* * * 


Improved Arco 45 Paint 


Available on Color Bar 


The Arco Division, American- 
Marietta Co., 7301 Bessemer Ave., 
Cleveland 27, O., paint manufac- 
turer and originator of the color 
bar and color machines, has an- 
nounced that Arco 45 quick-drying 
automotive enamel, has been im- 


rotary air motor in the Thor W-37 wrench | 


proved with Viodyne, and is avail- 
able for the first time on a low- 
cost, space-saving color bar. 

From 25 cans of Arco 45 basic 
and tinting colors, the firm said, it 
is now possible for any jobber or 
refinish shop to mix on the color 
bar the exact color for any car, 
any model, produced during the 
last 10 years. 


| 





AIR TOOL KIT—Aro Equipment Corp., 


tomotive air tool kit, Designed especially | 
to save time and labor in automotive re- 
pair shops and garages, the kit contains | 
eight different tools, with necessary| 
wrenches and adaptors. The kit includes 
a high-speed (4,500 revolutions per min- 
ute) right angle air motor assembly used | 
for sanding applications; a low-speed | 
{1,900 RPM) right angle air motor assem- | 
bly for attaching a polisher, wire brush, 
hole saw and drill; a high-speed (18,000 | 
RPM) short grinder for grinding and ro- 
tary filling, and a blow gun for dusting 
applications. A built-in variable speed 
regulator to increase or decrease the tool 
as desired is a feature of both the high- | 
speed and the low-speed motor assem- 
blies. 





Bryan, O., has announced a compact au-| 




























| SEAT BELT—An auto seat belt with a 
| metal-to-metal buckle and using nylon 
| webbing has been added to the seat belt 
| line of Hinson Mfg. Co., Waterloo, la. 
|The belt is said to meet and exceed the 
| strength and impact requirements outlined 
| in the federal specification JJ-B-00185, the 
| Society of Automotive Engineers recom- 
| mendations, and Civil Aeronautics Admin- 
| istration service order C-22c. The metal-to- 
| metal buckle is said to permit quicker 
| locking and unlocking. The belt is avail- 
| able in regular length or extra-long length 
in six colors—blue, green, flame, black, 
tan and grey. 





SPRAY GUN — An automatic airless 
spray gun, designed for industrial assem- 
bly line painting, has been developed by 
Gray Co., Inc., 1061 Sibley St., N. E., 
Minneapolis 13, Minn. Called the Golden 
Spray Gun, it is said to handle a wide 
range of viscosities and is air-triggered 
for positive shut off—without leaks and 
spitting—whenever the air supply is re- 
leased. It permits concentration of spray 
pattern from two to 20-inch widths. Heavy 
duty, easy to clean design make it ex- 
cellent for conveyorized finishing opera- 
tions. All inside parts, tips and the screen 
assembly are interchangeable with those 
in the Graco Hydra-Spray ‘‘Golden” hand 
gun. 








TACHOMETER—Sun Electric Corp., Tach- 
ometer Division, 6327 N. Avondale Ave., 
Chicago 31, Ill., has announced the ex- 
pansion of the Zener One-Piece line to 
include models with a range from 0 to 
5,000 revolutions per minute. The new 
Model FZ is designed to fit the tachometer 
needs of truck engines, inboard-type ma- 
rine motors, industrial engines, agricultural 
machines and tractors. 


* * * 





NUTRUNNER — Buckeye Tools Corp., 
5003 Springboro Pike, Dayton 1, O., has 
enlarged its 41F Series of air-powered, 
pistol grip screwdrivers and nutrunners 
by the addition of two models equipped 
with a torque control clutch. This clutch 
is said to be adjustable for any torque 
from five to 100 inch-pounds. Clutch jaws 
automatically disengage when a preset 
torque is reached, and as soon as the 
tool is released from the work the clutch 
automatically sets itself for the next fas- 
tener. The nutrunner model (41F-174) has 
a %-inch square drive front end; as a 
screwdriver (41F-134), the tool has a 
Y%-inch female hex spindle. Buckeye 
claims to be the only manufacturer to 
offer the %-inch square drive option in 
a comparable torque limiting tool rated 
as high as 100 inch-pounds. 








WINDSHIELD WASHER — Two wind- 
shield washers, the Two-Quart and Com- 
pact Anco Big-Shot Windshield Washers, 
have been introduced by the Anderson 
Co., 1075 Grant St., Gary 40, Ind. Illus- 
trated is the Two-Quart, which fits all 
United States cars and trucks and features 
an extra-large capacity translucent plastic 
reservoir which is freezeproof, shockproof, 
and heat-resistant, it is claimed. Another 
innovation is the adjustable reservoir 
mounting bracket which permits adjust- 
ment of the reservoir to a vertical position 
even when attached to an angled surface. 
The Compact is engineered to fit all Eu- 
ropean vehicles, as well as other cars 
where under-the-hood space is limited. 
The Compact reservoir is made of flexible 
vinyl-impregnated nylon, which is also 
freezeproof and shockproof and, because 
of its space-saving design, requires only 
two inches of depth for mounting, it is 
said. 

a 


Brake Parts Catalog 

MoPar Parts and Accessories, 
Chrysler Motors Corp., Detroit 31, 
Mich., has announced the availabil- 
ity of two catalogs to “sell” wire, 
cable and brake parts. Each catalog 
lists applications for Chrysler Corp. 
built vehicles, including ’61 models. 
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Auto Firms Top List... 


Auto Advertising 


By Martin L. Whitmyer 
c Staff Writer 

General Motors, Ford Motor Co. 
and Chrysler Corp. again in 1960 
ran one-two-three among the top 
100 newspaper advertisers with an 
outlay of $77,115,319. 

This added to the $13,174,747 
spent in the medium by Ameri- 
can Motors and Studebaker-Pack- 
ard brought to $90,290,066 the 
amount expended by the nation’s 
top car and truck manufacturers 
for newspaper promotions last 
year. ‘ 

The amount spent by the top 
three auto companies last year 
compared with $76,397,939 in 1959, 
and the $90,290,066 spent by the top 
five makers compared with $88,649,- 
150 used for newspaper advertising 
in 1959. 

GM placed first among the top 
100 advertisers with an expenditure 
totalling $40,354,817 in 1960, or 4.5 
percent above the $38,622,558 spent 
a year earlier. 

Ford Motor Co., in the No. 2 spot, 
spent $18,669,074 on newspaper pro- 
motion in 1960, off some 5.1 percent 
from the $19,679,542 spent in the 
medium the previous year. 

Chrysler Corp. expended $18,091,- 
428 for newspaper promotions in 
1960, or just about on par with the 
$18,095,839 spent in the medium in 
1959. 

American Motors moved up 
from seventh to sixth place with 
an investment of $9,399,679 for 
newspaper advertising in 1960, 
compared with $8,507,433 a year 
earlier. 

Studebaker-Packard climbed 
from 26th to 25th place on the basis 
of $3,775,068 spent for newspaper 
promotions last year, compared 
with $3,743,778 spent in the medium 
a year earlier. 

Among the leading suppliers to 
the auto industry, General Electric 
moved up from 10th to 9th place 
on the basis of an expenditure of 
$7,559,832 in 1960, compared with 
$7,591,773 in 1959; Goodyear Tire & 
Rubber Co. jumped from 34th to 
27th place with expenditures total- 
ling $3,596,620 last year, compared 
with $3,207,669 a year earlier; du- 
Pont climbed from 71st to 40th with 
$2,460,342 in 1960, compared with 
$1,806,412 in 1959; Westinghouse 
Electric Corp. rose from 48th to 
43rd place with $2,385,138 against 
$2,212,259; Firestone Tire & Rubber 
Co. moved from 62nd to 46th with 
$2,147,979 against $1,954,355; Stand- 
ard Oil Co. of New Jersey climbed 
from 5ist to 47th place with $2,136,- 
094 against $2,175,411. 

Dow Chemical] Co., unlisted in 
1959 with $162,906, moved into 48th 
place with $2,124,037 in 1960; Gulf 
Oil Co., also unlisted in 1959 with 
$478,319, finished 52nd last year with 
an investment of $1,958,767; Stand- 
ard Oil Co. of California from 55th 
to 56th place with a decline from 
$2,087,706 in 1959 to $1,925,230 last 
year; Phillips Petroleum Co. fell 
from 53rd to 62nd place with $1,782,- 
238 in 1960, compared with $2,145,939 
in 1959; Aluminum Co, of America, 
unlisted in 1959 with $1,211,128, fin- 
ished in 80th place with $1,463,729 
in 1966. 

B. F. Goodrich Co. fell from 73rd 
to 91st place with an investment of 
$1,204,674 in 60, compared with 
$1,758,200 in ’59; Reynolds Metals 
Co., unlisted in 1959 with $490,374, 
placed 92nd in 1960 with $1,181,508, 
and Sun Oil Co. dropped from 66th 
to 100th place with $1,008,948 in ’60, 
compared with $1,892,928 in ’59. 

The only foreign-car advertiser 
listed was Standard-Triumph Motor 
Co., Inc., which finished in 99th 
place with an expenditure of $1,039,- 
240 in 1960. In 1959, it was unlisted 
with an expenditure of $332,038. 

x * * 


Dixon Lays Down the Law 


Paul R. Dixon, new chairman of 
the Federal Trade Commission, 
took a swipe at false and mislead- 
ing advertising when he told the 
Assn. of Nationa] Advertisers that 
“we’re going to serve injured busi- 
ness and consumers with a squad 
car instead of a hearse.” 

Dixon said the FTC had better 
concentrate on halting false ad- 
vertising while it is still claim- 
ing victims, rather than wagging 
a wise finger at the misdeeds of 
yesteryear. 

Dixon attacked the past tendency 
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of the FTC to allow a false adver- 
tising campaign to “run its merry 
course across the country until it 
dies of exhaustion and is buried by 
its sponsor.” In line with this, he 
is asking for the power to issue 
temporary restraining orders 
against “palpably misleading adver- 
tising pending a trial of the issue.” 

Dixon promised to bring “heav- 
ier, faster-firing guns” to bear 
against false and misleading adver- 
tising, claiming that it “becomes a 
monopolistic weapon as vicious as 
any other. It swings two clubs, one 
against the consumer and the other 
against law-abiding advertisers 
who lose customers to unfair com- 
petitors.” 

A recent FTC report also put 
the finger on the retailer’s re- 
luctance to state precisely what 
a guarantee covers as the prin- 
cipal fault of the use of guar- 
antees in advertising. 

“Too little time or too little space 
is no excuse for falsely advertising 


the guarantee on a product,” the 
FTC points out. “Not only is it no 
excuse, it is an invitation to ad- 
verse action by the commission.” 

The commission’s publication en- 
titled “Guides Against Deceptive 
Advertising of Guarantees” explains 
that ads mentioning guarantees 
must include the nature and extent 
of the guarantee, the guarantor’s 
identity and exactly what he will 
do thereunder. 

The advertising should answer 
questions like: What product or 
part of a product is being guar- 
anteed? For how long a time? Will 
the guarantor repair the product, 
replace part of it, and charge the 
owner for labor? Will he give him 
a new product? Who is guarantee- 
ing the product, the manufacturer 
or the dealer? 

* * * 
Promotion Men to Meet 


The 3ist annual conference of 
the National Newspaper Promotion 
Assn: will be held May 21-24 in 
New York. 

Keynote speaker at the Waldorf- 
Astoria sessions will be John Hay 
Whitney, publisher of the New 
York Herald Tribune. 

Also scheduled to address differ- 
ent meetings of the group are Rob- 
ert Feemster, chairman of the ex- 





ecutive committee, Dow Jones & 
Co., Inc., publishers of the Wall 
Street Journal; Sylvia Porter, na- 
tionally syndicated business and 
financial news columnist; Red 
Smith, sports columnist, and Whit 
Hobbs, vice-president of Batten, 
Barton, Durstine and Osborn ad- 
vertising agency. 

* * + 
Personnel Changes 


Robert J. Fisher from advertis- 
ing and sales promotion manager 
for Lincoln-Mercury Division to 
director of Ford 
Motor Co.’s ad- 
vertising and 
sales promotion 
office, marketing 
staff .. . Thomas 
Heck from senior 
art director at 
McCann -. Erick- 
son, Inc., to art 
director of Ladies 
Home Journal... 

: Joseph W. Falls 
Robert J. Fisher jr. from associate 
manager of Life magazine in Chi- 
cago to Midwestern advertising 
manager for Playboy and its forth- 
coming sister publication, Show 
Business Illustrated. 

Five changes in public relations 
department of Armco Steel Corp., 
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Middletown, O.: C. E. McIntire 
from supervisor of employe in- 
formation to manager of employe 
communications; David W. Thomp- 
son from supervisor of public and 
shareholder information to man- 
ager of public and community in- 
formation; Robert M. Nelson from 
supervisor of promotion in the 
company’s market development de- 
partment to manager of special 
programs in the public relations 
department; Rowan F. Crawford 
from the organization planning 
and development department to 
manager of educational relations, 
and Jack D. Dudley from assistant 
supervisor of public information to 
supervisor of public information. 

J. H. Neebe from vice-president 
at Campbell-Ewald to special rep- 
resentative on the advertising staff 
of Town & Country magazine... 
Woodward Grove from national 
sales manager for Woman’s Day 
magazine to Philadelphia advertis- 
ing sales staff of U. 8S. News & 
World Report . . . William Norman 
from Bertea Products to advertis- 
ing manager of Car Craft mag- 
azine. 

J. B. Van Cronkhite from Detroit 
manager and account executive to 
director of public relations for T. N. 
Palmer & Co. 
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Packard “SPRING-RING” 
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e For full details contact 


Packard | 


Se 


Warren, Ohio © 
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Battery Cables Save Time, 


save money and require no special tools. 
What’s more, they are easier to install and 


remove. A squeeze with a pair of pliers and 


high pressure contact! 


e Because they are smaller than conventional 


chance of interference 


with battery filler caps and hold-downs. Packard 
“SPRING-RING” battery cables are made for 
both positive and negative battery posts, and are 


original equipment on many General Motors cars. 


Packard Electric today. 
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Auto Personnel 





Joseph R. Thesing, formerly, president of Indiana Steel Products 
Dodge Kansas City regional man-| of Canada, Ltd., and a member of 
ager, has been named Dodge re-| the boards of Glass-Tite Industries, 
gional manager in Minnéapolis. | Inc., Providence, R. I.; Televiso 

He succeeds John Peter, who has| Corp., Wheeling, Ill.; Indiana Man- 
been assigned to the Dodge busi-| ufacturers Assn., and the Defense 
ness Management staff in Detroit.| Orientation Conference Assn., 


A ae Washington, D. C. 
Smith Elected Director + * & 
Of Studebaker-Packard Foerst to Head Sales 


For Life-Kote Plastic 


Hal Foerst has been named na- 
tional sales manager for Life-Kote 
Plastic Corp., Cleveland. 

For the automotive field, the 
company manufactures Lif e-Kote 


Robert F. Smith, president, In- 
diana General Corp., Valparaiso, 
Ind., has been elected a director of 
Studebaker-Packard Corp., South 
Bend. 

Smith also is board chairman and 





horsepower... eliminate oil 











‘“Metal-Mate” body filler and the 
Life-Kote Fibreglass Patch. 


Studebaker Appoints Callahan 


Portland Parts, Service Chief 


C. H. Callahan has been appoint- 
ed Portland (Ore.) zone parts and 
service manager for Studebaker- 
Packard Corp., succeeding E. W. 
Madsen. 

Callahan joined Studebaker in 
1955 and held service positions in 
St. Louis and South Bend prior to 
his transfer to Detroit in 1959. R. L. 
Schuberg, who has been assistant 
zone parts and service manager, 
succeeds Callahan in Detroit. 

* * oe 


Ex-Cello-O Names Schrock 


Howard H. Schrock has been ap- 
pointed district manager of the new 
Ex-Cell-O Corp. sales and service 


ONLY 
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office at 12200 S. Bellflower Blvd., 


Downey, Calif. He will cover the 
Southern California area. 

* * * 
Renault Dealers Form 


Unit for New England 


BOSTON.—The New England Re- 
nault Dealer Advisory Board was 
organized at a meeting here. 

State chairmen are Erving Myers, 
Watertown, Mass.; Harvard Mul- 
len, Waterville, Me.; Jim Kenny, 
Providence; Robert Shearer, Bur- 
lington, Vt.; Walter Southworth, 
New Milford, Conn.; Thurman 
Priest, Newmarket, N. H.; Richard 
Sexton, Nashua, N. H., and Frank 
McDonald, Providence. 

* * * 
Sola Joins Aeronutronic 


To Head Automotive Design 
Samuel L. Sola, former assistant 
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to the chief of mechanical] system: 
engineering at Nortronics Division 
Northrop Corp., has joined Aero- 
nutronic Division of Ford Motor 
Co. as manager of automotive de- 
sign for automotive’ electronic 
equipment operations. 

Sola will be responsible for work- 
ing on the development of various 
types of advanced automotive de- 
vices—electromechanical, electrical 
and electronic. 

ae 


Dura Appoints Weston 


Marketing Director 

D. Edward Weston jr. has been 
named marketing 
director, consum- 
er and industrial 
products, for Dura 
Corp., Oak Park, 
Mich. 

In the newly 
created staff post, 
Weston will assist 
in sales and mar- 
keting functions 
of consumer and 
industrial goods 
for all Dura divi- 
sions. Weston formerly was with 
Hotpoint. 





D. E. Weston 


* * 
Firestone’s Dayton Unit 
To Be Headed by Barnes 


Cc. M. Barnes has been named 
president of Dayton Tire & Rub- 
ber Co., a newly organized corpo- 
ration and subsidiary of Firestone 
Tire & Rubber Co. 

Barnes had been assistant to 
Leonard K. Firestone, president of 
the Firestone Tire & Rubber Co. 
of California, since 1960. He joined 
Firestone in 1931. 

* * * 


Salt Lake City Distributor 
Is Appointed by Peterbilt 


Intermountain Peterbilt, Inc., 
Salt Lake City, has been appointed 
distributor for Peterbilt Motors 
Co., Newark, Calif., in Utah, East- 
ern Nevada, Southeastern Idaho, 
Western Wyoming and a portion 
of Western Colorado. 

Paul W. Smith heads the Salt 
Lake City firm. Allen Evershed is 
controller and credit manager, and 
Elden Jorgenson is parts manager. 

* * * 


Gareiss Named to Manage 
AMC’s Cleveland Zone 


F. W. Gareiss, has been pro- 
moted to manager of the Cleveland 
Zone of American Motors Sales 
Corp., Roy Abernethy, executive 
vice - president, 
has announced. 

The Cleveland 
Zone covers 
Rambler dealer- 
ships in most of 
Ohio. 

Gareiss, a 39- 
year veteran of 
the automobile 
industry, has 
been assistant 
zone manager in 
Detroit for the 
last four months. He joined Ameri- 
can Motors last year as sales pro- 
motion manager of the Chicago 
Zone. He has held a wide range of 
executive sales positions with two 
other automobile companies. 

* * * 





F. W. Garciss 


Ford Promotes Curran 


Geoffrey C. Curran, former as- 
sistant Kansas City district man- 
ager, has been named Ford Omaha 
district sales manager, succeeding 
William A. Heller, who was pro- 
moted to parts and service mar- 
keting manager at the Ford head- 
quarters in Dearborn. 

* * * 


Hupp Elevates Gredys 


Daniel N. Gredys has been named 
general manager of Perfection Di- 
vision, Hupp Corp. Gredys, who 
had been engineering vice-presi- 
dent, succeeds A. J. DeFino, recent- 
ly appointed a group vice-presi- 
dent. 

* * * 
Motors Insurance Promotes 


Pennock and Herndon 


Joseph W. Pennock has been 
elected branch operations vice- 
president of Motors Insurance 
Corp., New York, and G. P. Hern- 
don jr. has been elected claims 
vice-president, succeeding Ward 
Randol, who is retiring. 

With MIC since 1929, Pennock 
was formerly an assistant branch 
manager. Herndon, formerly an as- 
sistant branch operations manager, 
joined MIC in 1933. 





rs <S NPAT wRs 


~~ | RD 
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perfectly 
frank... 





Whether you're selling hot dogs or hard tops it’s good business to meet 
customers more than half-way. And here’s how Renault helps its dealers 

do just that: By guaranteeing every car with a solid Renault Warranty* x 
that gives both the buyer and the seller a square deal (Renault Dealers W 
get the industry-standard parts discount and labor reimbursement). / By v 


speeding parts to dealers from new warehouse stocks 
strategically located across the country. / By pricing the 
line realistically to give buyers more car for less money. 
/ And by offering models that bracket the economy field 


from top to bottom. / You'll find Renault is willing to 

meet you more than half-way, too. For information about available Renault In c 
Dealerships write: Commercial Dept., Renault, Inc., 750 Third Avenue, 

New York 17, New York. *Warranted for 12 months or 12,000 miles. 
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CHRYSLER 
CORPORATION 
DEALERS- PLYMOUTH »* 


CHRYSLER ° 


DODGE 
IMPERIAL 


get Norick 
Accounting Forms- 
desiqned and 


APPROVED 


for your use 












NORICK HAS A COMPLETE LINE 
OF BUSINESS FORMS DESIGNED 
FOR CHRYSLER CORPORATION DEALERS 


Accounting Forms ® Statements ® Receipts 
Repair Orders © Time Tickets © Stationery 
Parts Inventory Cards © Purchase Orders 
Sales Invoices ® Checks © Floor Mats 


Norick a Inc. 


3909 N. W. 36th © OKLAHOMA CITY, OKLAHOMA 


Branch Stores in Chicago, Los Angeles, San Francisco 


Representatives in Major Cities Across the Nation 
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The Broadest and Most Profitable 
Consumer Credit Insurance 
Market Ever Developed 


Coverages Available 


Automobile 
Physical Damage Insurance 
(Comprehensive, Fire, Theft and Collision) 


Credit Life Insurance 


RESOLUTE 
INSURANCE 
COMPANIES 


Established 1926 


SPECIALISTS 
IN CONSUMER CREDIT INSURANCE 


Hartford 3, Connecticut 
a 

















DRAMATIC EYE-STOPPER IN SKY! 


Your Message VISIBLE FOR MILES . 
- . . Costs LITTLE—Gives BIG DISPLAY! 


IDEAL FOR YOUR SPRING 
NEW AND USED-CAR SALES 















' PRESTON’S, 102-J Main St., Greenport, N. Y. 
Brand new U. S. surplus meteorologi- | enclose + eee eEee 
cal balloons, inflate to 20 to 30 feet— ? 
use vacuum cleaner or gas. Neoprene Send __ ._ Meteorological Balloons to: 
rubber cost Govt. $20—limited quan- 
tity at $2 plus 50c for handling, post- NAME ao & a ne ao 
paid, or send $10 for 6, sent express 5 ee ee 
collect. Carry your eye-stopping sales 
message to thousands. Order today a ADDRESS ee pean 
from PRESTON’S, 102-J Main St., 
Greenport, N. Y. ' CITY siscianistasiates aie RN acca Gs 
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Sales Conditions in Various Areas... 





Auto Market Reports 


Milwaukee 

March new-car sales in Milwau- 
kee totalled 3,123, compared with 
2,539 a month earlier and 4,327 a 
year earlier. 

By makes, they were: Chevrolet, 
798; Ford, 499; Rambler, 248; Pon- 
tiac, 212; Oldsmobile, 196; Falcon, 
179; Buick, 165; Cadillac, 102; 
Dodge, 81; Comet, 74; Plymouth, 
71; Mercury, 66; Corvair, 58; Chrys- 
ler, 53; Tempest, 48; Valiant, 39; 
Studebaker, 29; Lancer, 23; Lincoln, 


| 20; Buick Special, 18; F-85, 17; Im- 


perial, 4; Willys, 3, and miscellane- 
ous, 143. 
—JoHN E. Huseu 


+ 
Norfolk, Va. 

Norfolk-Portsmouth (Va.) new- 
car registrations bounced back in 
March, totalling 1,583 for the 
month, compared with 1,268 in Feb- 
ruary and 1,565 in March, 1960. 

For the year to date, registrations 
totalled 4,268, compared with 4,546 
at the same point last year. 

By makes, March registrations 

were: Chevrolet, 262; Ford, 207; 

Renault, 137; Pontiac, 120; Fal- 

con, 118; Rambler, 100; Corvair, 

80; Oldsmobile, 60; Dodge, 57; 

Volkswagen, 50; Plymouth, 44; 

Valiant, 44; Buick, 43; Comet, 39; 

Chrysler, 34; Cadillac, 31; Mer- 

cury, 27; Studebaker, 23; Peugeot, 

10; English Ford, 9; Vauxhall, 9; 
Hillman-Rover-Sunbeam, 7; Fiat, 

6; Mercedes-Benz, 6; Opel, 6; 

Austin, 5; Triumph, 5; Volvo, 5; 
Simca, 4; Imperial, 2; Borgward, 

2; Metropolitan, 2; MG, 2; Saab, 
2; Taunus, 2; DeSoto, 1; Lincoln, 

1; Willys, 1, and miscellaneous, 20. 

New-truck registrations for the 
month totalled 146, to bring the 
three-month total to 333, compared 
with 256 last year, Ford led with 69 
to pull even with Chevrolet for the 
year to date, each with 135. Chev- 
rolet registered 53 in March. 

Other makes: International, 10; 
Dodge, 7; GMC, 3; Divco, 1; Stude- 
baker, 1, and White, 1. 

—KeEN BALDWIN 
*x 





Nashville 


March’s 878 new-car registrations 
in Nashville showed a 32 percent 
decline from March, 1960. 

There also was a sharp decline 





| in the number of trucks registered 


last month—144, compared with 228 
a year earlier. 

Chevrolet and Ford last month 
accounted for 341 of the registra- 
tions, or nearly 29 percent. 

Their compact models, 73 Fal- 
cons and 49 Corvairs, made up 
nearly 53 percent of the compact 
total. 

In March last year, the foreign 
cars accounted for 148 registrations, 
or 11 percent of the total, This year 
in March imports totalled 72 units, 
a bit over 8 percent of the total. 

Other March registrations includ- 
ed Pontiac, 58; Comet, 56; Buick, 
41; Oldsmobile, 41; Rambler, 32; 
Dodge, 31; Cadillac, 22; Mercury, 








18; Plymouth, 18; Studebaker, 10; 
Chrysler, 9, and Valiant, 4, 
—DENNIE HALL 
* * * 


Vancouver, B. C. 

New-car sales moved upward in 
the Vancouver (B. C.) area in April, 
after having been depressed for 
almost a year. 

Dealers say there is no boom, but 
that the sales picture is steadily 
improving. Demand for used cars 
reportedly has picked up and prices 
have firmed. 

As compared with a year ago, 
the overall market is down 29 
percent. Losses of North Ameri- 
can cars was 19 percent, but im- 
ported cars declined 44 percent. 

Dealers say that new Canadian 


| tariff regulations have hurt sales 


of imports. 
—F., H. FuuiertTon 
* * 


* 


Dayton, O. 

The auto retail business in Mont- 
gomery County (Dayton), O., has 
come a long way in a month, but 
sales still are running behind the 
1960 volume. A total of 2,156 new 
vehicles were registered in March, 
compared with 1,485 in February, 
but the March, 1960, total was 2,705. 

Sales by makes included: Chev- 


rolet, 530; Ford, 268; Corvair, 202; 
Falcon, 128; Buick, 101; Dodge, 93; 
Oldsmobile, 82; Rambler, 59; 
Comet, 51; Volkswagen, 49; Plym- 
outh, 48; Cadillac, 42; Tempest, 37; 
Mercury, 26; Lancer, 24; F-85, 24; 
Renault, 24; Fiat, 22; Valiant, 21; 
Chrysler, 17; Studebaker, 14; Simca, 
9; Lincoln, 5; Austin-Healey, 5; 
Borgward, 4; Opel, 3; MG, 3; Tri- 
umph, 3; Mercedes-Benz, 2; Vespa, 
2, and miscellaneous, 8. 

New-truck sales by makes in- 
cluded: Chevrolet, 56; Ford, 55; 
International, 10; GMC, 5; Dodge, 
5; White, 3; Studebaker, 3; Divco, 
2, and miscellaneous, 2. 

—JAMES MOFFATT 
* * * 


Dallas 


New-car registrations in Dallas 
totalled 3,399 in March, compared 
with 2,963 the previous month. 

By makes, registrations were: 
Chevrolet, 889; Ford, 496; Falcon, 
331; Oldsmobile, 199; Buick, 167; 
Corvair, 161; Pontiac, 161; Volks- 
wagen, 124; Rambler, 110; Cadillac, 
81; Plymouth, 79; Tempest, 78; 
Comet, 75; Dodge, 69; Buick Spe- 
cial, 56; Chrysler, 45; Valiant, 42; 
F-85, 37, and Mercury, 36. 

Vauxhall, 29; Lancer, 26; Stude- 
baker, 26; Renault, 12; Lincoln, 
11; Triumph, 9; Mercedes-Benz, 


7; Fiat, 6; Willys, 5; English 
Ford, 4; MG, 4; Opel, 4; Citroen, 
3; Metropolitan, 3; Simea, 3; 


Porsche, 2; Volvo, 2; DeSoto, 1, 
and miscellaneous, 2. 
Registrations of new trucks 
amounted to 497 in March, com- 
pared with 421 a month earlier, 
and were divided as follows: Chev- 
rolet, 193; Ford, 143; International, 
77; Dodge, 34; GMC, 18; White, 14; 
Volkswagen, 5; Peterbilt, 4; Ken- 
worth, 3; Mack, 3; Studebaker, 1; 
Willys, 1, and miscellaneous, 1. 


—Rusy FENOGLIO 
* ok ae 


St. Louis 
New-car registrations in the met- 
ropolitan St. Louis area _ totalled 
3,600 in March, compared with 2,823 
in February, an increase of more 
than 25 percent. 
By makes, they were: Chevro- 








Austin-Healey, 2; Hillman, 2; 


let, 974; Ford, 650; Falcon, 266; 
Pontiac, 234; Oldsmobile, 208; 
Rambler, 182; Buick, 166; Cor- 
vair, 140; Plymouth, 139; Dodge, 

110; Cadillac, 90; Valiant, 75; 
Comet, 69; Volkswagen, 64; 
Chrysler, 35; Mercury, 35; Mor- 
ris, 30; Studebaker, 27; Lincoln, 
17; MG, 13; Renault, 13; Checker, 

12; English Ford, 9; Triumph, 6; 
Austin, 5; Imperial, 2, and mis- 
cellaneous, 29. 

New-truck registrations totalled 
337 in March, in comparison with 
310 in February. By makes, they 
were: Chevrolet, 121; Ford, 83; In- 
ternational, 55; GMC, 25; Dodge, 
12; White, 11; Diamond T. 8; Wil- 
lys, 8; ‘Volkswagen, 7; Mack, 3; 
Studebaker, 2; Morris, 1, and Reo, 1. 

—JacK BERNSTEIN 





How They're Pushing Sales... 


Dealer Ad Ideas 





Open House in Iowa 
a. eight members of the Scott 

County (Ia.) New Car Dealers 
Assn. staged a three-day open 
house and urged residents to come 
in and meet the dealers and in- 
spect their cars and service facil- 

ities. 

To promote the event, the deal- 
ers posed with 18 of their new 
ears for a six-column picture in 
the Davenport-Bettendorf Morn- 
ing Democrat. 

Association members are Warren 
L. Langwirth (Pontiac-Cadillac), 
Schwind Boeker (Buick-Rambler), 
Strieter Motor Co. (Mercury- 
Comet), Lujack Schierbrock (Chev- 
rolet), Vincent Neu (Oldsmobile), 
Dahl Motors, Ine. (Ford); Horst- 
Zimmerman (Plymouth) and Han- 
dler Motor Sales (Dodge-Chrysler). 

* * * 


Time Out for Tears 
AHL MOTORS, Erie, Pa., came 
up with a unique newspaper ad 








Trip Winners— 


A knowledge of aluminum uses in auto- 
mobiles has netted a first-prize, all-ex- 
pense trip to Nassau for Edward Sahli and 
his wife from Aluminum Co. of America, 
Pittsburgh. George E. Herrman, right, Al- 
coa's manager of transportation sales, pre- 
sents tickets and checks to the couple as 
they begin their trip. Sahli, manager, 
Sahli Motors (Chevrolet), Beaver Falls, Pa., 
was one of five top winners in a contest 
to identify aluminum functional and trim 
parts on contemporary cars. 





to promote used cars. It featured a 
photo of five Dahl salesmen hold- 
ing a long towel and simulating 
tears. 

“You’d Cry Too,” said the ad cap- 
tion. “Tears are staining the used- 
car lot at Dahl Motors. Tom Brown, 
used-car manager, is telling sales- 
men every car in stock is reduced 
to the ‘bawling point.’ Tom is try- 
ing to console his salesmen as he 
rolls out a fresh supply of towels.” 

* * 


Finer Than? 
Margaret Whiting Records 


Chevrolet Spots 
45 s0 commercials for Boyd 
Mullen Chevrolet, Pasadena, 
Tex., were specially made when the 
dealership brought Margaret Whit- 
ing to nearby Houston for the re- 
cording session. 

Miss Whiting will also appear in 
full-color newspaper ads in the 
Houston Post, 24-sheet outdoor 
poster panels and direct mail. 

John C. Davis, general manager 
of Boyd Mullen, said, ‘“We will con- 
tinue to use endorsements from 
top-name entertainers throughout 
our 1961 advertising program.” 

* * eo 


Something for Everyone 


eee FORD, Syracuse, 
used a newspaper ad to launch 
its annua] Spring Carnival of Ford 
Values, featuring special deals, fun 
and prizes for the whole family. 

Among drawing cards were free 
balloons for children, free orchids 
for women and a chance to win a 
variety of car accessories and @ 
free trip to the Thousand Islands. 

A dart board was set up in the 
dealer showroom where visitors 
could compete for free accesso- 
ries. As soon as a deal was made, 
the buyer could, take a shot at 
the dart board which held bal- 
loons. 

When a balloon was broken, the 
customer found inside a slip of 
paper with the name of an acces- 
sory awarded as a bonus, If the 
accessory was already on the Car, 
Reynolds offered the customer a 
check for the amount of the pur- 
chase price. 

Visitors could try for one of the 
Thousand Island vacation trips by 
taking a demonstration ride in a 
new Ford and registering at the 
Carnival. 
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Continues Despite ABBB Protest. . . 








Denver ‘Truth’ Program Survives 


DENVER. — Despite objections 
from the Assn. of Better Business 
Bureaus, the Denver BBB is deter- 
mined to continue its “Emblem of 
Truth” program. The Denver bu- 
reau is prepared to withdraw from 
the national organization if neces- 
sary. 

\The Emblem of Truth program 
was inaugurated in March, Its 
purpose is to provide a means by 
which legitimate advertisers may 
identify their advertising as 
being truthful, accurate and 
worthy of public confidence. 

Subscribers to the program are 

permitted to display an insignia 
which pictures the scales of justice 
and carries the words, “Pledged to 
Truth. Denver Area Better Busi- 
ness Bureau.” 

The right to use the emblem may 
be suspended or withdrawn under 





the policing machinery of the pro- 
gram. 

According to W. Dan Bell, gen- 
eral manager of the Denver bureau, 
the national group does not permit 
the BBB name to be used as an en- 
dorsement. 

“We are at variance with them 
on this point,” he said, “because 
use of the Emblem of Truth is an 
implied endorsement.” 

Bell said his board of directors 
has voted to go ahead with the pro- 
gram, If the national organization 
orders them to stop it, he added, 
“it is quite likely that the Denver 
bureau may disaffiliate with the 
Assn. of Better Business Bureaus.” 

The question will be discussed 
this week at a meeting of the na- 
tional body in Phoenix. 

Bell said his directors fee] that 
the tiein with the BBB (through 
the Emblem of Truth) is necessary 


Makers, Dealers Urged 


To Reexamine 


Relations 


(Continued from Page 2) 


mobile business. Our business is 
personal transportation. Cars are 
the major current means to that 
end, but we would be foolish to as- 
sume that this will always be the 
case. In any case, our ability to 
adapt to the consumer’s concept of 
satisfying his need for personal 
transportation is a keystone of our 
success. 

“He will dictate change and if 
we do not listen, he will abandon 
us in favor of someone who will 
listen. In this business, those of 
us who lack the ability to change 
with fast-changing circumstances 
are surely doomed. Change is never 
easy and seldom comfortable. But 
we can be comforted by the thought 
that, however fast changes occur, 
they occur at one and the same 
time to us and to our competitors. 


“Third, where does the money 
come from to run our business? 
This may seem a foolish question, 
but I think we have entertained 
numerous misconceptions about 
it over the years. The revenue 
that pays your bills and ours is 
produced—and only produced— 
by a retail sale. Recognition of 
this fact alone is perhaps the 
most positive proof of our part- 
nership and of the necessity for 
a mutual concern for each other. 


“Fourth, no satisfactory relation- 
ship between partners was ever 
built just on a contract or a writ- 
ten document of any kind. There 
is either mutual confidence and 
respect or there is no prospect of 
an amicable association. This con- 
fidence and respect cannot be in- 
duced by words or documents or 
legislation. It can only be earned 
by the parties. 

“Fifth, no factory can win by 
‘damning the dealers’ or attempt- 
ing to take its profit out of the 
dealer’s hide. No dealer can win 





California Tests 
10 Antismog Units 


LOS ANGELES.—The Motor Ve- 
hicle Pollution Control Board has 
begun testing 10 antismog devices 
controlling exhaust emissions. Each 
device would replace a car’s muf- 
fler. 

The initial tests are being run on 
dynamometers and are expected to 
be completed in June. Each device 
then will be installed on 25 cars 
which will be driven around South- 
ern California. 

Within a year after an antismog 
device is approved, it must be in- 
stalled on all new cars sold in Cali- 


fornia. Used cars must have the 
device two years after fina] ap- 
proval. 





Steiner Pontiac Opens 

PASADENA, Calif.—Steiner Pon- 
tiac, Inc., has succeeded Bitner 
Pontiac at 270 N. Lake, Pasadena. 
James Steiner, former Pontiac 
dealer in East Los Angeles, Calif., 
and Navarre, O., heads the com- 
pany with Gail Bretzius as general 
manager. 








by ‘damning the factory’ or seek- 
ing his profit through criticism of 
the factory or legislation as oppos- 
ed to pursuing his primary respon- 
sibility of retailing automobiles. 

“Let’s admit that neither fac- 
tories nor dealers are always per- 
fect, that all of us have been short- 
sighted, ineffective and even down- 
right incompetent at times. But let 
all of us put aside differences and 
start working more realistically— 
and with mutual confidence—to at- 
tack our shared problems. 

“Sixth, neither factory nor dealer 
can serve its future by trying to 
maintain the status quo or trying 
to return to ‘normal’ conditions. 
The only thing we can all be cer- 
tain of is that conditions will 
change. The consumer will dictate 
this change and we will all be in- 
creasingly out of tune with him if 
we resist. 

“Seventh, people are getting 
smarter. They are more sophisti- 
cated in their buying. They are 
more critical of value for their dol- 
lars. This means tougher competi- 
tion,. more astute and perceptive 
selling and above all, more relia- 
bility in our products. 

“Eighth, the reputation and 
Status of automobile dealers 
must be improved. This cannot 
be done by claims or words or 
conferences. It can only be done 
by conduct which earns this im- 
provement, 

“Ninth, we must develop a more 
stable and more secure sales force. 
This is the foundation of our busi- 
ness and we sometimes seem to 
be trying to run it on a basis that 
would wreck most other businesses. 

“Tenth, we must recognize that 
the factories in Detroit are not a 
single entity running the automo- 
bile business on a single coordi- 
nated track, but a highly competi- 
tive, dynamic industry, each com- 
pany trying to outthink and out- 
perform the other in responding 
to what the customer wants. 

“Finally, this is a solid, profit- 
able, highly predictable business 
in total. It is big, it is here to 
Stay and it is bound to get big- 
ger. Thousands of dealers will 
be extremely profitable. Others 
may go broke. Factories are also 
facing the risks of going broke. 
But the business will still be 
here for the ones who are smart 
and energetic enough to serve it 
well. 

“T repeat, gentlemen, this one 
thought. Whatever our present 
problems may be, the first step 
toward their solution lies in 
strengthening the underlying re- 
lationship between factory and 
dealer, in recognizing that beyond 
the vigorous interior competition of 
our industry, we are united in a 
greater competition with all other 
things that have a claim on the 
consumer’s dollar. And upon how 
well we function as an industry 
and how well we serve the public 
—your public and our public— 
hangs the future of your business 
and ours.” 


to achieve the goals of the truth- 
in-advertising program. 

At the beginning of May, 109 
Denver business firms were active 
in the Emblem of Truth program. 
The total included 21 new-car and 
two used-car dealerships. 

Subscribers pay $180 per year (in 
addition to their BBB dues) to de- 
fray the cost of display materials, 
advertising and promotion and the 
charges involved in policing the 
program, 

The basic code governing sub- 
scribers is the BBB Fair Trade 
Code, but additional or supple- 
mentary codes or standards may 
be adopted by the board of con- 
trol for specific trade groups. 
The auto dealers were the first to 
adopt such supplementary rules. 

Members of the dealer committee 
working with the BBB are: Florien 
F. Barth, Kumpf Motor Car Co. 
(Lincoln - Mercury), chairman; 
Charles Hover jr. Hover Motors 
(Ford); Harry Williams, Williams 
Rambler; William W. McConnell, 
Mountain States Motors; Jack 
Beatty, Weaver-Beatty Oldsmobile; 
Max Pomeranz, Pomeranz Bros. 
(used cars), and Ralph Ricken- 
baugh, Rickenbaugh Cadillac Co. 

Also participating in meetings 
involving the program have been 
James Babcock, executive secre- 
tary, Metropolitan Automobile 
Dealers Assn., and Howard Stark, 
executive secretary, Independent 
Automobile Dealers Assn, of Colo- 
rado. 





Inside New Volkswagen— 


A gasoline gauge, notably missing on 
the standard Volkswagen, will be featured 
along with an electric clock in the new 
Volkswagen 1500, as this view of the in- 
terior shows. Both the instrument panel 
and sun visors are upholstered. Also vis- 
ible are push-button controls at left and 
flush-type door handles. The car reported- 
ly has a 94.5-inch wheelbase and weighs 
1,895 pounds. The engine reportedly has 
a bore of 3.27 inches and stroke of 2.72 
inches and a compression ratio of 7.2 to 
1. A six-volt electrical system and side- 
draft Solex carburetor are used. The single 
cooling blower is mounted on the rear 
end of the crankshaft, which lowers the 
engine profile enough to provide luggage 
space above the rear-engine compartment 
as well as in the front. Tire size is low- 
profile 6.25x15. 


Dodge Council Promised 
‘Opportunity for Profit’ 


BOCA RATON, Fla.—Delegates 
to the 23rd annual Dodge Dealer 
Advisory Conference were promised 
that the division intends to see that 
each of its dealers has the oppor- 
tunity and sales area to enable him 
to make a reasonable profit on his 
investment. 

The pledge came from Byron J. 
Nichols, Dodge general manager. 

“That is why we have made 
extensive studies of each market 
and reduced the number of deal- 
ers,” he said. “Every Dodge 
dealer must have an adequate 
sales area in order that he may 
properly develop his dealership 
and provide the best, and the 
maximum, customer service.” 


Pointing to the success of the 
market realignment program, 
Nichols noted that new-car sales 
per dealer averaged 130 in 1960, 
compared with 60 in 1959 and 42 in 
1958. 


During the three-day session, the 
dealer council discussed a variety 
of subjects with Dodge and Chrys- 
ler Corp. officials. 

The corporate contingent includ- 
ed L. L. Colbert, chairman and 
president; Lynn A, Townsend, ad- 
ministrative vice-president; E. C. 
Quinn, sales divisions vice-presi- 
dent; Charles L. Jacobson, dealer 
relations vice-president, and Paul 
C. Ackerman, engineering vice- 
president. 

John Lander, Atlanta, dealer 
council] chairman, commented fav- 
orably on the factory’s considera- 
tion of dealer ideas. 


“The factory has _ supported 
dealer suggestions to strengthen 
the advertising emphasis in local 
markets, especially in newspap- 
ers,” Lander said. 

“And the announcement of a 
a change in national television re- 
flects an appreciation for the deal- 
ers’ interest in a new approach to 
a younger market.” 

Dodge’s field training programs 
in dealer management and used-car 
reconditioning were praised by 
Frank Collord, Waterloo, Ia., vice- 
chairman of the council. 


“Also,” he said, “the factory pro- 
gram of letting the district sales 
manager handle basic warranty 
claims has allowed the service rep- 
resentative more time for counsel- 
ling and training at the dealer- 
ships.” 

P, N. Buckminster, Dodge assist- 
ant general manager for trucks, 
said a reexamination of every phase 








of the Dodge truck business is 
being conducted. 

“We are determined that Dodge 
will play a much more important 
role in the truck business,” he said, 
“and we are making these studies 
to make certain we have the cor- 
rect balance of product, advertising 
and promotion, dealer representa- 
tion and sales and training person- 
nel to do the job.” 

Louis J. Ouellette, director of 
dealer relations, commended the 
council members for their work 

in coordinating the suggestions 
from the 18 regional conferences. 
“We are proud of the work this 
23rd national conference has done, 
and we welcome their thoughtful 
suggestions,” he said. 

Twenty-four dealers attended the 
conference. In addition to Lander 
and Collord, they were: 

J. R. Wegge, Pasadena, Calif.; 
John Drew, Sacramento, Calif.; 
Mike Rendaci, Clinton, Ind.; Wilbur 
Hawkins, Randolph, Mass.; Charles 
Isbell, Kirkwood, Mo.; W. B. Scott, 
Charlotte, N. C.; R. W. Marberger, 
Norristown, Pa.; Jess Myers, Co- 
vina, Calif.; John White, Mineola, 
N. Y.; Frank Elliott, Bedford, O.; 
John Geringer, Tracy, Calif., and 
George Tunis, Freeport, N. Y. 


Also, Fred M. Sutter, Columbus, | 


Ind.; W. H. Edwards, Aberdeen, 
S. D.; B. J. Clark, Lawrence, Kans.; 
H. E. Johnson, Youngstown, O.; 
Harold Walsh, Everett, Wash.; D. 
T. Roney, Detroit; L. D. Eversole, 
LaCrosse, Wis.; R. H. Craig, Al- 
bany; P. H. McNulty, Pine Bluff, 
Ark., and G. C, Dowell, Lubbock, 
Tex. 


Dodge officials at the meeting) 


were: Nichols, Buckminster, Ouel- 
lette, J. B. Naughton, general sales 
manager; W. D. Moore, advertising 
director; C, P. Noonan, sales pro- 
motion director; G, W. Gibson, car 
product-planning director, and S. J. 
Tompkins, truck product-planning 
director. 


Bradenton (Fla.) Dealers 
Elect Sauve President 

BrADENTON, Fla. — Lawrence 
A. Sauve, Lawrence Lincoln-Mer- 
cury Co., has been elected president 
of the Bradenton Automobile Deal- 
ers Assn. 

Other officers are W. R. Cook, 
Bill Cook Ford Co., vice-president, 
and E. S. Pruitt, Pruitt Buick Co., 
secretary-treasurer. 
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Repos, Losses 
Rise-for Lenders 


Swing Continues 
To Longer Terms 


CHICAGO, — Finance companies 
had more difficulties with reposses- 
sions and losses last year than they 
did a year earlier. 

Meanwhile, the swing to long- 
term auto notes continued and 
the customer with the very thin 
downpayment became a bit less 
prominent. 

Those are some of the conclusions 
to be drawn from a survey of the 
operating results of a wide cross- 
section of finance companies con- 
ducted by the First National Bank 
of Chicago. 

At the end of 1960, repossessions 
in the hands of finance companies 
amounted to 1.66 percent of the 
capital base of the finance compa- 
nies surveyed, A year earlier, re- 
possessions amounted to 1.06 per- 
cent of the capital base. 

Last year’s net losses reached 
1.71 percent of the total amount of 
installment notes paid off. A year 
earlier, the loss figure was 1.07 per- 
cent of the total liquidated. 

The swing to long-term auto 
notes can be seen in the increase 
in the proportion of total notes 
which run to the generally ac- 
cepted maximum maturities. In 
1959, auto notes maturing in more 
than 30 months amounted to 76.75 
percent of the total. Last year, 
the figure went to 80.77 percent. 
Notes on recent used cars run- 
ning for more than 24 months 
amounted to 61.46 percent of the 
total in 1959 and went up to 66.92 
percent last year. 

On older used cars, notes for 
more than 18 months went up from 
56.78 percent of the total in 1959 to 
58.25 percent last year. 

In 1960, the new-car customer 
who borrowed more than 100 per- 
cent of dealer cost (made a small 
downpayment) amounted to 32.08 
percent of the total. This repre- 
sented a decline from 32.99 per- 
cent in the previous year. 

In the used-car field last year, 
those who borrowed more than 100 
percent of wholesale value reached 
38.92 percent of the total. A year 
earlier, it was 41.94 percent, 


Publicize Role 
In Economy, 


Dealers Told 


COLUMBUS, O.—Retailers should 
call attention to their contribution 
to the nation’s welfare, members of 
the Ohio Automobile Dealers Assn. 
were told at their 28th annual con- 
vention. 

George B. Hammond, executive 
secretary, Ohio State Council of 
Retail Merchants, stressed the 
important retailing function per- 
formed by auto dealers and urged 
them to “emphasize your vital 
role in raising America’s living 
standards.” 

William F. McCoy, Wilmington, 
was elected president of the Ohio 
association. He succeeds W. J. 
Sander, Cincinnati. 

Other officers are: John L. Ro- 
denfels, Cleveland, first vice-presi- 
dent; James §S. Cole, Warren, sec- 
ond vice-president; Edward L. 
Glockner, Portsmouth, secretary, 
and LaVern Pickering, Grafton, 
treasurer. R, H. Zimmerman is ex- 
ecutive secretary. 

Officers were installed by State 
Supreme Court Judge C. William 
O’Neill, former governor of Ohio. 

Other convention speakers cov- 
ered advertising, sales and busi- 
ness management problems. 

Discussing these topics were War- 
ren King, Life magazine automo- 
tive merchandising manager; Vince 
Baker, Pueblo, Colo., and Harold D. 
Draper sr., retired Chevrolet dealer 





| who now is a business management 
| consultant for the National Auto- 


mobile Dealers Assn. 

The Ohio association supported a 
Sunday-closing bill now before the 
State Legislature. It would apply to 
both new- and used-car dealerships. 

The trade group also backed a 
bill that would make it a felony to 
break into an automobile. Breaking 
and entering of an automobile cur- 
rently is a misdemeanor under Ohio 
law. 








44 


How Plan Would Affect Dealers .. . 





Congress Split on Tax Credits 


WASHINGTON.—President Ken-|to the government at a time when 
nedy’s proposals for significant re-| federal deficits are predicted for 
visions in the tax system to spur| the next two fiscal years, the Pres- 
investment have met a| ident suggested that some tax pol- 


capital 
mixed reaction in Congress. 
There appears to be widespread 


icies be tightened. 


way to go about it. 
Briefly, President Meliniie’s tax 


form” of the tax system. 


loss in the first year. 

In fact, Treasury Secretary Dil- 
lon notes that this is a conserva- 
tive estimate; it might mean a 
bigger direct decrease, This 
would, of course, be offset in part 
by the higher taxes that might 
be paid by suppliers of capital 
goods, 


ments. 


raised by foreseeable revenue loss 





What do they 
have in common? 


the uncommon 
motor oil! 





Motorists who care for their cars . . . and serv- 
icemen who care for their customers . . . agree 
that WoLF’s HEapD Oil is truly the finest of the 
fine. There’s a reason—-WoLF’s HEapD is 100% 
Pure Pennsyivania, Tri-Ex refined three im- 
portant extra steps and scientifically fortified for 
the finest engine protection. The result is un- 
common lubrication . . . uncommonly low op- 
erating and upkeep costs .. . truly uncommon 
quality. That’s why many motorists who care 
for their cars insist on WOLF’s HEAD. Keep your 
customers coming back with WoLF’s HEaD.. . 
the motor oil that commands uncommon cus- 
tomer loyalty the country over. 


WOLF’S HEAD OIL REFINING CO. 
OIL CITY, PA. 


Long-range, the President ex- 
agreement that it is desirable to| pects to submit other tax proposals; 
stimulate business, There is some/ he feels his current suggestions are 
question in Congressional minds|“pyt a first though urgent step 
that the President chose =e right| aiong the road to constructive re- 


: The tax credit proposed by the 
Proposals offer businessmen a tax) President would be a direct reduc- 
credit if they step up their capital/ tion of liability for tax, retroactive 
investment. This is estimated to| to the beginning of this year. Small 
involve about $1.7 billion in revenue companies, for the most part, would 
stand to benefit from the general 
allowance of a credit of 10 percent 
of the first $5,000 spent during the 
year on eligible capital improve- 


Bigger spenders on new capital 
would be given these credits: Six 
percent of any amounts put out 
for new capital investments that 
exceed one-half of the firm’s cur- 
To take care of the problems|/ rent depreciation account, and 15 
percent of any amounts that are in 


excess of the outfit’s current de- 
preciation allowances, 

But in no case would tax liabil- 
ity be reducible by more than 30 
percent for the year. In addition, 
taxpayers would be allowed their 
normal depreciation on such 
items. 

In computing the tax credit, 
eligibility would be limited to new 
plant and equipment with a life of 
six or more years, located in the 
United States. New investments by 
certain utilities and in residential 
construction would be excluded 
from the tax credit. 

Here are some examples: A deal- 
er whose federal tax normally 
would be $2,000 for 1961 spends 
$5,000 for eligible capital goods. He 
can deduct $500 from his federal 
tax bill—in effect cutting his new 
equipment cost by 10 percent. But 
only $300 would be deductible if 
the dealer’s tax were normally 
$1,000, since the 30 percent limit 
would apply. 

On a larger scale, a dealer who 
spends $60,000 for new capital goods 
and whose preceding year’s depre- 
ciation allowance was $50,000 fig- 
ures his new investment credit in 
the following way: $1,500 on the 
$10,000 by which new investment 
exceeds the former depreciation al- 
lowance, plus another $1,500 as the 
six percent of the amount by which 
its new capital spending exceeds 
half of its former depreciation al- 
lowance, and in addition a credit 
of 10 percent, or $500, of the first 
$5,000 of new investment. Total: 


Cadillac Names 
Hopkins in Sales; 


Two Reassigned 


DETROIT. — Cadillac last week 
appointed a third assistant general 
sales manager and reassigned the 
two other men holding that title. 

The newcomer 
is Fred T. Hop- 
kins jr., who was 
named assistant 
general sales 
manager for the 
Western half of 
the country. He 
formerly was na- 
tional sales pro- 
motion director 
for Chevrolet. 

Reassigned 
F. T. Hopkins Jr. were W. T. La- 
Rue and M. E. Fields. LaRue now 
is assistant general sales manager 


















































M. E. Fields W. T. LaRue 


for the East. He formerly handled 
those duties for the West. 

Fields moved from Eastern sales 
chief to the newly created post of 
assistant general sales manager in 
charges of service, parts, merchan- 
dising and branch operations. 

In announcing the appointments, 
Fredric H. Murray, general sales 
manager, said the “continuing high 
acceptance” of Cadillac has brought 
about a need for a change in dis- 
tribution policies. He added: “As 
we move toward zone-type distribu- 
tion, we welcome the outstanding 
experience Mr. Hopkins brings 
tous." 





Dealer | Bankruptcy 


Is Dismissed 


ST. LOUIS.—An involuntary peti- 
tion in bankruptcy against Glenn 
Thomas, of Glenn Thomas Auto 
Sales, Inc., has been dismissed by 
Federal Judge Randolph H. Weber. 

The dismissal came when Kilroy | 
Advertising, Inc., which brought the | 
suit, filed a stipulation claiming it 
had inadvertently brought the suit | 
against Thomas as an _ individual. 
The agency's stipulation alleged 
| that a debt is due it from the deal- | 
ership. | 
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hearings on the President’s pro- 
posals, 
Tougher rules for some other tax 


10,000 Humble Stations 
To Switch Name to Enco 


HOUSTON.—Some 10,000 serv- 
ice stations in 20 states will 
switch signs and brands Friday 
(May 12) when all stations west 
of the Mississippi affiliated with 
Humble Oil & Refining Co. begin 
marketing under the new name 
of Enco. 

The changeover affects one- 
third of all stations through 
which Standard Oil Co. of New 
Jersey markets its products. Sta- 
tions in the Northeast and South- 
east, where the Esso name has 
been strongly entrenched for 
years, will not change over, al- 
though company officials are not 
closing the door on future 
change. 


for the losses involved in invest- 
ment incentives, A 20 percent with- 
holding tax would be imposed on 
dividends and interest. The exclu- 
sion from income of the first $50 
of dividends and the four percent 
credit against tax of such dividend 
income in excess of $50 would be 
repealed. 

Business expense accounts would 
be subjected to even tougher scru- 
tiny by federal tax agents. The 
President’s objective: “The slogan 
— ‘It’s deductible’—should pass from 
our scene,” 

He has recommended that “the 
cost of such business entertain- 
ment”’—items that confer substan- 
tial tax-free benefits to the recipi- 
-|ents and which are, in effect, per- 
, . |Sonal expenditures disguised as 
$3,500—always assuming that this! business expenses—“and the main- 
is not more than 30 percent of his/ tenance of entertainment facilities 
normal tax liability. (such as yachts and hunting 

These investment incentives — | lodges) be disallowed in full as a 
if Congress approves them — will | tax deduction and that restrictions 
be granted to all sorts of busi- | be imposed on the deductibility of 
nesses—individual proprietor- | business gifts, expenses of business 
ships, partnerships and corpora- | trips combined with vacations, and 
tions. The House Ways and | excessive persona] living expenses 
Means Committee plans early (Continued on Page 45, Col, 1) 




















Sell the Best Hitch on the Road 


Draw-Tite 


Regular and Heavy-Duty Trailer Hitches 


REGULAR TYPE 
2000 Ib. g.w. capacity 


HEAVY-DUTY TYPE 
5000 Ib. g.w. capacity 


Dealers from Alaska to Florida acclaim DRAW- 
TITE hitches’ superiority—proving there is no 
substitute for dependability —and the profit is good, 
real good! Welded one-piece construction with no 
adjustments, assembly, or welding—no parts to 
lose—is your guarantee of satisfied customers. 
Custom-built for all full size cars and compacts and 
most imports. Immediate factory shipments elimi- 
nate inventory problems. 






g/ PRECISION MADE 
WINCHES FOR BOAT- 
TRAILERS, FARM AND 
INDUSTRIAL USES 





CAM TENSION COUPLERS 
WITH “TRIGGER-LOCK” ACTION 


| 
Write | TRAILER PRODUCTS DIVISION 
pa DRAW-TITE MFG. Co. 
folder | Belleville 21, Michigan 
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Would Spur Expansions .. . 


Congressmen Divided 
On Tax Credit Plan 


(Continued from Page 44) 


incurred on business travel away 
from home.” 

A tax proposal long pending 
before Congress is repeated by 
the President. He would tax at 
ordinary income rates, rather 
than as capital gain, any amount 
received on the sale of depreci- 
able property to the extent that 
depreciation had been claimed for 


Millar, Waddell 
Get New Duties 
In Buick Sales 


F LIN T.— Buick last week an- 
nounced the appointment of Gerald 
M. Millar, 36, as merchandising di- 
rector, and John W. Waddell, 58, 
to the new post of director of 





John W. Waddell 


G. M. Millar 


dealer business management. 

Although other General Motors 
Divisions do not have similar busi- 
ness-management positions, they do 
have executives doing similar work, 
a GM spokesman said. 

Waddell, who had been Chicago 
regional sales manager, has been 
succeeded by John H. Scudder, 43, 
former Dallas regional sales man- 
ager. 

Millar, advertising manager for 
two years, replaces Richard B. 
Cogswell, who has been promoted 
to Milwaukee zone manager. 

William C. Curry, 44, Cincinnati 
zone manager since 1955, has been 
moved to Dallas as Southwest re- 
gional manager and his place has 
been taken by James W. Strong, 
Charlotte zone manager. 

James F. Lyman, assistant zone 
manager in Charlotte, has replaced 
Strong. 


One Family in 4 
Still Lacks Car, 
Survey Shows 


ANN ARBOR, Mich.—While mul- 
tiple car ownership has risen rapid- 
ly in recent years, the proportion of 
families without cars has stayed 
quite stable, according to the Uni- 
versity of Michigan Survey Re- 
search Center. 

Early last year, according to fam- 
ily interviews conducted by the 
center, more than one family in six 
owned more than one car, but one 
family in four still owned none. 

These are among the findings 
published by the Center in its 1960 
Survey of Consumer Finances. The 
survey reached these other conclu- 
sions: 

1. Two-thirds of those buying 
new cars and over half of those 
buying used cars use credit. These 
proportions have remained “very 
stable” for three years. 

2. The richest 20 percent of the 
nation’s families account for 40 
percent of the total spending on 
new cars. 

3. About 85 percent of new-car 
purchases involve a tradein or as- 
sociated sale of a used model. 
Tradeins were involved in more 
than half the purchases of used 
cars. 






Toronto Police Purchase 


30 Plymouths from Spivak 

TORONTO. — Toronto Metro po- 
lice have ordered 50 two-door Plym- 
ouths from Spivak Chrysler-Plym- 
outh after the dealership submitted 
the low bid of $55,508. 

The next lowest bid ($66,830) was 
submitted by Robertson Motors, 
Ltd. (Chevrolet), Last year, the 
force purchased 90 Fords and 39 
Chevrolets. 





tax purposes. The capital gains 
rate would apply to sums in ex- 
cess of the original purchase 
price. 

In addition, the President asked 
cancellation or curtailment of tax 
advantages to U. S. firms and citi- 
zens doing business abroad or liv- 
ing abroad. 

The President also wants Con- 
gress to continue present income 
taxes at current levels for both cor- 
porations and individuals. He also 
wants no reduction in any of the 
excises—including the tax on autos 
and parts — that otherwise would 
decline or expire at the end of the 
current fiscal year. 

Without recommending new leg- 
islation, the President commented 
to Congress that “it is increasingly 
apparent that the manipulation of 
inventories has become a frequent 
method of avoiding taxes.” He has 
directed the Internal Revenue Serv- 
ice “to give increasing attention to 
this area of tax avoidance” through 
greater emphasis on “both the veri- 
fication of the amounts reported as 
inventories and an examination of 
methods used in arriving at their 
reported valuation.” 

The President’s investment in- 
centive proposals have already 

drawn some Congressional fire. 
Senator George Smathers, Florida 
Democrat and a close friend of 
Mr. Kennedy’s, has attacked the 
tax credit scheme as a “give- 
away;” in fact, he did so even 
before it was officially proposed. 
Other members of Congress—in 
both House and Senate—cling to 
the view that a straight liberaliza- 
tion of depreciation rules would be 
enough to stimulate new capita] in- 
vestment. They claim that the tax 
credit proposal looks good on paper 
but that it will actually affect in a 
significant way only a small per- 
centage of businesses. 

It appears unlikely that Congress 
will adopt the Kennedy tax pro- 

gram as it is written. The invest- 
ment incentive plan—which has 
powerful backing from business 
groups as well as members of the 
Congressional Sma]] Business Com- 
mittees — probably has a good 
chance of passage. 

But there will be much opposi- 
tion to taking away the dividend 
exclusion and credit that is now in 
the law, and it may be allowed to 
stand. Extension of income and ex- 
cise rates for another year is a 
foregone conclusion. 





Hine Pontiac Opens New Building— 


Hine Pontiac has moved into this new building at 2100 Cedar Springs in Dallas. 


The facilities cover more than four acres. 


The shop has 56 stalls and 26 lifts, the 


parts department has a $100,000 inventory and the showroom displays 15 cars at 
a time. John Hine, president, has been a Pontiac dealer since 1942. 


Peak Small-Business Loans 
Cover Many Auto Dealers 


WASHINGTON. — Record highs 
were reached in March in the loan 
approvals and loan applications 
made by the Small Business Ad- 
ministration. 

SBA approved 483 business 
loans totalling $21,659,000 in 
March—a 39 percent increase in 
dollar volume and a 60 percent 
increase in number over Febru- 
ary, according to Administrator 
John Horne. 

In March, loan applications total- 
|led 1,332 amounting to $85 million, 
compared with the previous high of 


Rise Reported 
In Traffic Deaths 


CHICAGO.—The National Safety 
Council reported 2,740 traffic deaths 
for March. The national toll was 
14 percent higher than the 2,400 
deaths reported for March, 1960. 

The three-month toll for 1961 
reached 7,730 deaths and an esti- 
mated 300,000 injuries disabling be- 
yond the day of the accident. 
Deaths for the first three months 
are one percent over the like pe- 
riod a year ago. 

Howard Pyle, council president, 
said the first three months show 
a record-low mileage death rate of 
4.6 fatalities per 100 million vehicle 
miles, compared with a rate of 4.7 
for the corresponding period in 
1960. 


Chrysler Corp. Offers ... 


Classes for Auto Teachers 


DETROIT.—High school, voca- 
tional schoo] and college instructors 
in automotive maintenance and 
mechanics will have another op- 
portunity this summer to update 
themselves on the latest develop- 
ments in motor vehicle components. 

Chrysler Corp, training centers 
throughout the United States are 
again offering, without tuition 
cost, a two-week automotive 
workshop that provides advanced 
training for teachers of automo- 
tive mechanics, 

P. B. Hopkins, director of service 


development and training for| } 


Chrysler, said the special] automo- 
tive seminar, now in its fourth 
year, provides an opportunity for 
the instructor to achieve practical 
and professional insight into the 
modern automobile. 

Although the individual train- 
ing centers vary slightly in their 
programs, automatic transmis- 
sions, tuneup and carburetion, 
power steering and brakes, front- 
wheel alignment, rear axle and 
differential, and electrical sys- 
tems, including servicing of the 
alternator, are covered at all five 
centers. 


The seminars include laboratory | 
and lecture sessions conducted by} 


regular staff instructors. 
Training is divided into three 





phases: Review of theory related 
to automotive component; labora- 
tory study of the component, in- 
cluding identification of parts, as- 
sembly and inspection, and orienta- 
tion of the component to an actual 
vehicle. 








Persia Remodels Dealership— 

Mike Persia, operator of Chevrolet dealerships in New Orleans, Houston, San Antonio 
and Greenville, S. C., is in the process of remodelling the dealerships. The New Orleans 
dealership, above, has been remodelled inside and outside. Mike Persia jr., is president 
| of the Crescent City firm. 


1,099 applications totalling $57,344,- 
000 in May, 1958. 

Following is a list of car dealers 
who have been granted SBA ap- 
proval for loans: 

Galloway Motors, Tucson, $25,000 
participation loan; Frank Laney 
Ford Sales, Atherton, Calif., $80,000 
participation loan; DuPratt Ford, 
Dixon, Calif., $50,000 participation 
loan; Mallory Motor Co., Thomas- 
ton, Ga., $20,000 direct loan; Andy 
& Bob’s Motor Co., Buhl, Id., $20,000 
participation loan, and Tharp Ford 
Sales & Service, Cottonwood Falls, 
Kans., $12,000 participation loan. 


F. W. Williams Motor Co., Leav- 
enworth, Kans., $12,000 direct loan; 
Hancock Motor Co. St. Francis, 
Kans., $18,000 participation loan; 
Continental] Motors, Inc., Wichita, 
$12,000 direct loan; Jewell Bros., 
Inc., Chestertown, Md., $35,000 par- 
ticipation loan; Trailtown Motors, 
Greenfield, Mass., $10,000 participa- 
tion loan; Bowen Motors, Inc., Hol- 
yoke, Mass., $75,000 participation 
loan, and Baem Buick Rambler Co., 
Hastings, Minn., $22,000 participa- 
tion loan. 

DeMann Chevrolet, Inc., Silver 
Bay, Minn., $20,000 direct loan; 
Springs Motor Co., White Sulphur 
Springs, Mont., $20,000 participa- 
tion loan; Skillman Motors, Sil- 
ver City, N. M., $20,000 participa- 
tion loan; Kubik Motor Co., Bel- 
field, N. D., $15,000 participation 
loan; Finley Motors, Inc., Finley, 
N. D., $28,000 participation loan, 
and Calkins Motor Sales, Inc., 
Troy, Pa., $20,000 participation 
loan. 

A&M Chevrolet Co., Arlington, 
S. D., $18,000 participation loan; 
Hartsville Motors, Hartsville, 
Tenn., $25,000 participation loan; 
Baum Motor Co., Logan, Utah, $20,- 
000 participation loan; Dominick 
Chevrolet Corp., Charlottesville, 
Va., $80,000 participation loan, and 
Bayamon Auto House Corp., Baya- 
mon, P. R., $8,000 direct loan. 
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Manhattan Setup 
Is Consolidated 
By Gotham Ford 


NEW YORK.—A reorganization 
of Ford dealership operations in 
Manhattan was announced last 
week by Thomas P. Fairweather, 
president and general manager, 
Gotham Ford, Inc., 570 W. 42nd St. 

Fairweather said several former 
individually owned Ford dealer- 
ships in Manhattan have been ac- 
quired by Gotham Ford and com- 
bined into a single car and truck 
dealership with six branch loca- 
tions. The new dealership has sales 
and service departments and execu- 
tive offices in a three-story building 
on 42nd St. 

The branch locations include a 
new- and used-car showroom at 
1842 Broadway; a new showroom 
for new and used cars on upper 
Broadway; a new- and used-car 
showroom on the Avenue of the 
Americas at 18th St., formerly op- 
erated by Ralph Horgan, Inc.; a 
new-car showroom at 475 Park 
Ave., formerly operated by Sutton 
Ford, Inc.; a service facility at Em- 
pire Lincoln-Mercury, Inc., First 
Ave. at 6lst St., and a used-car 
reconditioning center at 23rd St. 
and 12th Ave. 

Fairweather has been in the au- 
tomobile business since 1940. He 
joined Ford Division in 1945 in a 
sales capacity, and later became 
business Management manager in 
the New York City district sales 
office. In 1952, he joined Levittown 
Motors, Inc., a Ford dealership in 
Levittown, Long Island, as secre- 


tary-treasurer. 
ck * * 


Dealer Development Deal 
Is Installed in Pittsburgh 


PITTSBURGH. — Ford Division 
has installed a Dealer Development 
setup at 5835 Baum Blvd. here to 
replace the defunct Al Ives Steel 
City Ford, Inc. The new dealership 
is Triangle Motor Sales, Inc., whose 
general manager is Joseph R. Bar- 
nett and sales manager is Jerry 
Teske. 

Transfer of the dealership from 
Ives’ management was arranged 
after profits fell off during 1960 and 
the first quarter of 1961. Ives also 
has a Ford dealership in Buffalo. 





I mport Future 


Good, Birt Says 


NEW YORK.—tThere is still an 
excellent future for imported cars 
in the United States, says A. E. 
Birt, president of Hambro Automo- 
tive Corp., U. S. 
importer of Brit- 
ish Motor Corp. 
vehicles. 

Birt discussed 
last year’s decline 
in import regis- 
trations in an in- 
terview with 
United Press In- 
ternational. “De- 
troit has suffered 
4 a worse slumps and 

A. E. Birt survived,” he de- 
clared, referring to the drop from 
614,131 registrations in 1959 to 498,- 
785 in 1960. 

He noted that BMC sales in this 
country rose from 7,500 units in 
1955 to 56,000 in 1959 and slipped to 
45,248 last year. 





Pontiac Promotes 
Holzworth in S.F. 


PONTIAC.—W. P. Holzworth has 
been named Pontiac San Francisco 
zone manager and C. L. Copeland 
is taking over Holzworth’s previ- 
ous duties as 
sales promotion 
manager at Pon- 
tiac’s central of- 
fice here. Cope- 
land formerly 
was asSistant 
sales promotion 
manager. 

Holzworth suc- 
ceeds C. L. Keyes, 
who has resigned ‘4 
to enter the Pon- ua 
tiac retail busi- W. P. Holzworth 
ness. David Wasmuth, former Chi- 
cago zone car distributor, has been 
named San Francisco assistant 
zone maMNnager, succeeding R. W. 
Wilson, who has resigned. 








‘Cross-Eyed Controls’ .. . 


Truth-in-Lending Bill 
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Ripped by Bennett 


(Continued from Page 1) 


said. “By how much is automobile 
credit excessive?” he asked, “If we 
take this excess out, by how much 
will we add to the unemployment 
in Michigan?” — 

Bennett referred to the “ancient 
myth which assumes there is a 
limit of virtue in interest rates, and 
that this is set at 6 percent.” He 
pointed to the other costs involved 
and said that their sum “is several 
times greater than the cost of the 
interest component.” 

He said the “credit exploiter” 
would escape the bill by advertis- 
ing, “why pay 15 percent or 18 
percent for credit? Buy here and 
get 24 hours to pay without any 
credit charge.” 

The legitimate merchant would 
have to follow suit, Bennett argued, 
to the detriment of those customers 
the Douglas bill intends to help. 

In so doing, Bennett said, it 
“would put a premium on deceptive 
pricing and advertising prices by 
the small group of unscrupulous 
credit merchants and in the long 
run force such practices on the 


great body of legitimate business.” 
ok * ok 


ENNETT continued his attack 

by saying ‘that the bill would 
lead to suppression of the cost of 
credit because the bill is unenforce- 
able unless there is Federal regula- 
tion of methods of procedures of 
extending credit (which Douglas 
has said he does not want) or un- 
less there is “full-blown price con- 
trol” without which the bill is 
“meaningless” and on which “the 
proponents of the bill have main- 
tained a discreet silence.” 

If the bill were to pass, Bennett 
warned, credit costs would be ab- 
sorbed in base price. 

Bennett noted that at least 31 
states have laws requiring credit 
costs to be stated in dollar amounts 
or monthly rates and they have 
acted “responsibly.” 

They know of the “impossible 
liability” inherent in the simple 
annual rate requirement and 
know the “laborious paper work 
every time a credit sale is made,” 
Bennett contended. 

He warned that adoption of the 
Douglas bill “could only lead to 

widespread evasion and disrespect 
of law like the late and unlamented 
NRA of the early 1930s.” 

If rigid enforcement were at- 
tempted, Bennett asserted, it 
“would burden the taxpayer with 
the heavy cost of a super-snooper 
agency, bring both weakness and 
chaos to our credit-based system 
of retail distribution and _ lessen, 
rather than increase, the consum- 
er’s knowledge of ‘truth in lend- 
ing,’ ” 

Senator Prescott Bush, Connecti- 
cut Republican, who co-sponsored 
the bill last year, said he was with- 
drawing his support for substan- 
tially the same reasons as Ben- 


nett’s. 
* * 


* 

” AN effort to get the truth-in- 

lending bill rolling, Senator Paul 
Douglas, Illinois Democrat, has ap- 
pealed to virtually all segments of 
business affected by his bill to 
require credit charges to be stated 
as simple annual interest. 

In putting his bill into the hop- 
per, he read vast sections of last 
year’s hearings and he even went 
into the 1958 Senate hearings on 
automobile financing held on a 
bill to prohibit vehicle manufac- 
turers from owning finance sub- 
sidiaries. 

Douglas quoted Theodore O. 
Yntema, then Ford financial vice- 
president: “The variety and com- 
plexity of finance and insurance ar- 
rangements and the charges for 
them are such as almost to defy 





comprehension. It is impossible for | 


the average buyer to appraise the} 


rates for the finance and insurance 

services offered, as compared with 

alternatives available elsewhere.” 
(Yntema was inveighing against 


certain practices of consumer cred-| 


it companies. Ford was planning 


then—and has since established — 

its own credit subsidiary to com- 

pete with General Motors’ GMAC.) 
* oS * 


OUGLAS stressed that he, in no 
way, wanted to 


limit the 





amount of interest that might be 
charged. He wants only to be sure 
that the purchaser knows exactly 
what he is paying so that he can 
intelligently shop for financing. in 
precisely the way he shops for a 
purchase. 

Douglas is not only concerned 
with credit costs but other hidden 
costs as well. For example, he says, 
one of the charges which should 
be itemized is “the purchase of au- 
tomobile insurance which may be 
sold by a car dealer but is not in- 
cident to the credit transaction.” 

He also hopes that the bill will 
have an indirect effect in aiding 
competition. “Today, because of 
the lack of adequate, full dis- 
closure requirements for consum- 
er-credit transactions, lenders 
have ample opportunity to induce 
the unsophisticated borrower into 
paying exorbitant charges. 

“In the installment sales field, 
‘kickbacks’ and commissions have 
resulted in a kind of reverse com- 
petition, in which there is rivalry 
to provide the merchandiser with 
the fattest possible ‘pack.’ Of 
coure, these costs are passed on to 
the borrower in terms of higher 
credit prices. 

“Although a truth-in-lending law 
would not directly attack these 
forms of abuse, it should be clear 
that the ‘packing’ of product prices 
or credit costs can be successful 
only when the consumer has been 
misled or misinformed about the 
true price or true costs involved.” 

* x * 

§ ge of the 21 cosponsors of the 

bill, Senator Maurine Neuberg- 
er, Oregon Democrat, has been 
very active in fighting for the 
rights of consumers. She claims 
that she has found “immediate and 
enthusiastic” response for the bill. 

She pointed out that the great 
growth in personal debt — from $24 
billion in 1945 to $198 billion last 
year—“could become excessive be- 
cause of consumer ignorance of the 
full costs involved.” In advocating 
passage of the Douglas bill, she re- 
ferred to an instance of deceptive 
auto purchase given in the Senate 
hearings last year. 

Senator Frank J. Lausche, Ohio 
Democrat, also sponsoring the 
bill, pointed out that in his home 
state there is a bill pending to 
make “the rates in Ohio the high- 
est in the nation.” He hoped the 
state bill would be defeated but, 
if it were to pass, the Douglas 
bill would let Ohioans know just 
how much they would be paying. 

Senator William Proxmire, Wis- 
consin Democrat, concluded his 
plea for the bill by referring to 
Douglas: “He will pilot this bill as 
well as anyone can past the shoals 
and reefs of opposition which may 
yet lie in its path... I hope that he 
will be remembered as the Diogenes 
who shed the light of truth into 
the murky depths of lending.” 

Both National Automobile Deal- 
ers Assn. and National Independ- 
ent Automobile Dealers Assn. have 
said they will continue their op- 
position to the bill. They contend 
that car dealers would have a 
greatly increased load of paper 
work and that the bill is impractic- 
able in daily sales. 


Beacham Hails On-Job Dealers 


(Continued from Page 8) 


and he used to say you could have 
any color you like as long as it is 
black,” Moore said. 

Foreign imports aren’t hurting 
American dealers as much as other 
prestige items, such as swimming 
pools and motor boats, Moore said. 

Dr. W. Ballentine Henley, presi- 
dent of the Los Angeles College of 
Osteopathic Physicians and Sur- 
geons, spoke to the association 
members concerning leadership and 
the qualities for leadership. 

John A. Williamson, Birmingham, 
Ala., discussed the problem of re- 
cruiting quality personnel for deal- 


| erships and R. W. Sandison, Arthur 


Andersen & Co., Los Angeles, dis- 
cussed expense account problems 


). 
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How the Public Pays— 





Exhibited in the lobby of American Oil Co., Chicago, is this Tax-O-Meter, showing 
the amount of state and Federal gasoline taxes collected. The constantly moving 
figures on the meter are calibrated to record the fact that across the nation the 
public pays $182 per second in gasoline taxes, or over $15 million per day. The 


display also points out that the present ‘ 


‘temporary" Federal gasoline tax increase 


of one cent is due to expire on June 30. The exhibit suggests that American Oil 


employes ‘‘speak up" and ask that this 


temporary additional tax be allowed to 


expire as the Congress said it would when the increase was enacted. Modeling 


as the “Bump on a Log” is Joan Wyand. 


Commercial Credit 
Reports Increase 


In Quarterly Profit 


BALTIMORE. — The unaudited 
report of Commercial Credit Co. 
and its subsidiaries showed that 
consolidated net income from op- 
erations for the first quarter was 
$6,664,388, compared with $6,419,335 
in the like quarter of 1960. 

Consolidated gross income for the 
first quarter was $51,279,090, com- 
pared with $51,859,550 for the simi- 
lar period of 1960. 

Reserves for losses on receiv- 
ables, unearned income on install- 
ment receivables and unearned in- 
surance premiums, which are 
available for credit to future opera- 
tions totalled $162,603,347 on March 
31, compared with $164,706,097 on 
March 31, 1960. 

Total finance receivables out- 


-| standing on March 31 amounted to 


$1,828,501,426, compared _ with 
$1,873,240,065 the same time a year 
ago. Motor wholesale and retail re- 
ceivables totalled $803,003,287, com- 
pared with $974,182,172, a decrease 
of $171,178,885. 

Gross receivables acquired by the 
finance companies in the first quar- 
ter were $833,403,134, compared 
with $1,128,220,358 in 1960. First- 
quarter net earnings of the finance 
companies amounted to $4,504,408, 


| compared with $3,529,801 in 1960, 


In Detroit, St. Louis, Dayton... 


Special Promotions Spur Sales 


By John E, Walsh 
Staff Writer 


[preteen pecan: reports of new and 
used-car sales continue to come 
in from dealer groups and others 
sponsoring special promotions, 

In Detroit, new-car sales in the 
first 10 days of a two-week cam- 
paign were up 34 percent over 
the preceding 10, and used-car 
deliveries were 16 percent higher, 
according to Herbert J. Kessler, 
president of the Detroit Auto 
Dealers Assn. 

He said a survey of 65 dealers 
(25 percent of the dealer total in 
Metropolitan Detroit) revealed that 
they sold 1,591 new cars and 1,084 
used cars in the 10-day period, 
compared with 1,187 and 933 in the 
previous 10. 

Newspapers, radio and television 
stations supported the campaign, 
whose slogan was: “Need a Car— 
Buy It Now.” 

The campaign closed officially 
April 30, but a number of dealers 
and the newspapers and radio-TV 
have extended their efforts, a 
DADA spokesman said. 

od * * 

HE Greater St. Louis Automo- 

tive Assn. reported its week- 

long “Sell-A-Rama” closed Satur- 
day (May 6) on a successful note. 

Both the Globe-Democrat and 


Chrysler-Plymouth Deal 


Closes Doors in Memphis 


MEMPHIS.—Dick Moore has re- 
linquished his Chrysler and Plym- 
outh franchises and closed Dick 
Moore, Inc., 1107 Union. 

“We have been dropping about 
$400 a day,” Moore was quoted as 
saying. He will continue his used- 
car operation, Dick Moore’s Used 











| Cars, at 2443 Lamar, 


as they relate to the income-tax 
laws. 

Getting the most for the insur- 
ance dollar was the subject of a 
talk by Bret Kelly, Steel City In- 
vestment Co., Pueblo, Colo. 

John Christianson, public rela- 
tions department of the Valley Na- 
tional Bank in Phoenix, spoke of 
“Common Sense on Four Wheels.” 

Random reports obtained by Tuc- 
son newsmen from association 
members, included an observation 
from M. M. Smith, a Glendale deal- 
er, that: 

“The compact is going deluxe. 
They’re dressing it up, and giving 
it more horsepower. Next we’ll 
have big compacts capable of 
handling refrigeration, power 





the Post-Dispatch supported the 
promotion, the former with an 
18-page “Sell-A-Rama” section 
which included stories and pic- 
tures of cars, maps and vacation 
guides. 

Higher sales were reported by 
William Cotter, president of the 
Jackson (Mich.) Automobile Deal- 
ers Assn., which extended its pro- 
motion an extra week. 

Eighteen members of the Dayton 
Area Auto Dealers Assn. joined in a 
“Drive Dayton and America to 
Prosperity” campaign, using the 
Buyer’s Dividends and promotion 
material supplied by Merrick Co. 

Thirty dividend coupons valued 
at more than $100 were given to 
persons who took a demonstration 





ride in a new or used car at one 
of the 18 dealerships. 
* * * 


7 Greater Dayton Independent 
Automobile Dealers Assn., 
meanwhile, suggested a “National 
Unemployment Week” to get Amer- 
icans back to work. 

Under its plan each business 
and industry would be asked to 
add at least one person to the 
payroll as a means of reducing 
the estimated 19,000 idle worke:s 
in the Dayton area. 

The group’s appeal was directed 
to President Kennedy, Ohio Gov. 
Michael V. DiSalle and Daytor. 
Mayor R. William Patterson. 

An auto was given away during 
a three-day “Swing Into Spring” 
promotion in Clinton, Ia., sponsored 
by 10 dealers and other merchants. 


Congressional Gaze Falls 
On Impact of Imports 


(Continued from Page 6) 


ties could well contribute to a 
heightening of anti-import feeling. 
Chairman Estes Kefauver of the 
Senate Antitrust and Monopoly 
subcommittee plans to hold hear- 
ings on the place of the U. S. in 
foreign trade. 

The Tennessee Democrat has in- 
dicated that he hopes to show that 
big U. S. companies have “adminis- 
tered” their prices in the foreign, 
as well as the domestic, field. But 
there is a good chance that what 
will stick in the public mind — if 
Kefauver can make any sort of a| 
case at all—is that, for one reason 
or another, domestic employment 
may have suffered because foreign- 
ers’ prices are lower. 

The issue will not be fully joined 


steering, power brakes — the 
works.” 


C. W. Moore, an assistant vice- 
president of the First National 
Bank of Arizona, noted that re- 
possessions are the highest since 
1958 and blamed, in part, the “all 
this and heaven, too” advertise- 
ments. He also criticized sales by 
dealers to the “marginal type” cus- 
tomer of an auto the customer 
can’t afford. 

Election of officers put Howard 
Selby, Tucson, in as president. Wil- 
liam Waddoups, Phoenix, was 
named vice-president and Carl 
Reinemund, Safford, secretary- 
treasurer. 





R. B. O’Reilly, Tucson, was chair- 


‘man of the convention. 


until the Trade Agreements Act 
comes up for renewal or revision. 
The administration is believed to 
have under study the question of 
whether a radical change in the 
basic U. S. foreign trade policy 
statute is in order. 


There has not yet been a de- 
cision as to the form that it will 
take, if it is offered. The one 
thing that seems assured is that 
whatever the policy changes that 
are finally recommended to Con- 
gress, their objective will be to 
expand two-way trade. 

But there are likely to be more 
affirmative safeguards for U.S, in- 
dustry than exist in present law. 
This was a measure originally de- 
signed to help the U. S. get out of 
the Great Depression by increasing 
foreign trade. 

At that time, this country was 
highly industrialized and others 
were less so. The U. S. had to be 
an importer of raw materials, and 
it wanted to sell manufactured 
goods to foreigners. Now, world 
industrialization has increased, and 
with it have come more imports 
of finished goods. 

Likely prospect as the main for- 
eign trade legislation this year is 
the provision of the wage bill giv- 
ing additional duties to the secre- 
tary of labor. Next year, the fur 
may start to fly as battle lines be- 
come more clearly drawn on the 
foreign commerce question. By 
then, it will be clear whether the 
current heartening improvement in 
the country’s international accounts 
is more or less permanent, or if it 
was just a springtime phenomenon 
in 1961. 
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Chevrolet, Ford Set Pace ... 


Car Output at ’61 High Again 


down, the group took 3.7 percent on 
4,230 units. 


(Continued from Page 1) 


counting for better than 12,000 cars 
for the sétond time in three weeks, | 
took 36 percent of total industry | 
output on an estimated 45,518 as- 
semblies last week. A week earlier, 
the compacts took 38.7 percent on 
44.293 assemblies. Falcon’s alltime 
high is 12,441 cars, built during the 
week ended July 30 last year. 

The mediums, with the B-O-P’s 
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Linden unit out on strike, fell off 
from 20,238 assemblies and 17.7 
percent during the week ended 
April 30 to 15.9 percent on an esti- 
mated 20,165 assemblies last week. 


Only Cadillac and Lincoln were 
in production in the highest price 
class last week as that group took 
3 percent of total industry output 
on an estimated 3,835 assemblies. A 
week earlier, with Imperial again 


Car, Truck Output Estimates 


By Automotive News 


PASSENGER CARS 
(U. S. PRODUCTION ONLY) 








Week Week Jan. 1 Jan. 1 
Ended Same Ended Total To 0 
May 6, Week, April 30, Output, May 7, May 6, 
1961 1960* 1961* April* 1960* 1961 
AMERICAN MOTORS 
SN, 5 5inxehcccnspivesdess cis 8,500 11,698 7,516 28,823 191,194 110,753 
CHRYSLER CORP.** .. 15,500 22,527 =11,383 649,327 429,674 185,161 
Chrysler Division ...... 2,200 Be. | eiseias. 7,291 41,470 34,168 
SFE IONE aiisiccsessceseccone 2,200 em 6,665 34,753 31,443 
IIE 505 bck scedsiss0esi0s s Seatenesn ~-L"Emaagn _eeetnaeees 626 6,717 2,725 
Dodge Division .......... 5,200 9,807 4,287 15,388 157,941 56,176 
Dart-Polara 9,807 3,045 10,704 157,941 41,269 
EE cocclicsceusccesbessts “EE sedareenss 1,242 BOE ésisincee 14,907 
Plymouth Division .... 8,100 10,862 7,096 26,648 216,257 94,817 
PAVTIOB i. cicsseess0s000 4,700 4,530 4,030 15,703 112,539 56,739 
Ns (5icdensscsensripecaids 3,400 6,332 3,066 10,945 103,718 38,078 
FORD MOTOR. .............. 40,660 40,253 40,746 149,468 729,209 522,449 
Ford Division _............. 33,275 32,180 30,928 117,154 609,950 425,160 
BUN cckaiks eatin cusss ively 12,310 11,372 11,123 45,884 184,626 153,987 
DOP CBG.) cc cccdinvseccs 18,900 18,572 17,016 61,379 391,750 238,348 
Thunderbird ............ 2,065 2,236 2,689 9,891 33,574 32,825 
L-M Division .............. 7,385 8,073 9,918 32,314 119,259 97,289 
RINE, co cBadacccavesadoneteins 4,415 4,827 6,906 19,496 39,704 52,643 
MOR eiccivcsdstenriscenns 475 268 842 3,134 9,100 11,585 
DP OONY 5. csnisessssciesseee 2,495 2,978 2,170 9,684 10,455 33,061 
GENERAL MOTORS .. 60,260 64,973 53,227 213,733 1,329,997 922,952 
Buick Division ............ 5,895 4,557 6,392 18,671 116,174 85,784 
Buick (Std.) ............ 3,751 4,557 4,476 13,281 116,174 60,845 
PIN os cescasvsnasacvsctesees Bee exssestees 1,916 ee 24,939 
NED Sas covasvadinenivntecsiens 3,360 3,386 3,388 13,517 64,509 60,131 
Chevrolet Division .... 38,000 41,271 28,315 135,942 813,860 552,245 
IEE -isvecriesesexcsesis 7.900 5,150 6,489 31,470 118,745 123,429 
Chevrolet (Std.) .... 30,100 36,121 21,826 104,472 695,115 428,816 
Oldsmobile Division .. 5,805 6,878 6,801 20,630 155,427 104,922 
PR recy ccstealisssttin RAO. -wsasstavss 1,416 ee 22,815 
Oldsmobile (Std.).... 4,720 6,878 5,385 16,720 155,427 82,107 
Pontiac Division ........ 7,200 8,381 8,331 24,973 180,027 119,870 
Pontiac (Std.) ........ 4,400 8,381 5,318 16,154 180,027 78,517 
TIED vais csescenesegncsse BO kisencd 3,013 BD hesunseesi 41,353 
S-P CORP. 
I ldcs sch iucaveicssvasysteyieene 1,498 2,640 1,506 5,389 47,868 20,143 
OCHIECHER . 0. ....cessccccssseees 150 212 151 603 2,773 2,091 
Total Cars, U. S.** ....126,568 142,303 114,529 447,343 2,730,715 1,763,549 


**Totals for 1960 include DeSoto production. 


COMMERCIAL CARS 
(U. S. PRODUCTION ONLY) 























Week Week dan. 1 Jan, 1 
Ended Same Ended Total To To 
May 6, Week, April 30, Output, May 7, May 6, 
1961 1960* 1961* April* 1960* 1961 
8,147 8,131 29,354 180,908 115,351 
60 31 173 1,111 614 
65 60 184 1,662 835 
1,514 1,450 5,729 30,687 22,355 
7,426 7,164 30,087 141,867 118,415 
2,003 1,425 5,544 42,799 23,753 
INTERNATIONAL. ....... 3,210 2,679 3,311 13,051 50,465 50,525 
ITER cs achtaspssacsiiecteenscdesose 200 342 209 792 5,247 3,445 
STUDEBAKER .............. 204 509 221 653 5,714 2,740 
PIE IEED covsasnccasscecstedcopsetone 395 352 367 1,406 7,081 6,143 
MEAD anatsencansesdncssesossecs 2,225 5,729 2,198 9,506 50,038 38,756 
MISCELLANEOUS ...... 100 82 102 396 1,648 1,631 
Total Trucks, U. S. .... 24,214 28,908 24,669 96,875 519,227 384,563 
Total Cars, Trucks, 
MUNG Gilet ivicanecasnveouscntea 150,782 171,211 139,198 544,218 3,249,942 2,148,112 
CANADIAN PRODUCTION—CARS 
Week Week Jan. 1 Jan. 1 
Ended Same Ended Total To To 
May 6, Week, April 30, Output, May 7, May 6, 
1961 1960* 1961* April* 1960* 1961 
CHRYSLER CORP. .... 1,100 1,357 1,082 4,249 21,398 15,793 
FORD MOTOR .............. 2,100 2,472 2,001 8,163 41,313 36,144 
GENERAL MOTORS .. 4,000 4,813 3,980 15,782 80,832 66,385 
AMERICAN MOTORS Oe idecteon 180 ee Sexisecees 2,114 
SOM TMMMIE S cascaSeavcssassccsen envasscest 126 160 640 1,935 1,968 
Total Cars, Canada.... 7,380 8,768 7,403 29,529 145,478 122,404 
CANADIAN PRODUCTION—TRUCKS 
Week Week Jan. 1 Jan. 1 
Ended Same Ended Total To To 
May 6, Week, April 30, Output, May 7, May 6, 
1961 1960* 1961* April* 1960* 1961 
CHRYSLER CORP. ..... 160 127 164 638 2,733 2,734 
FORD MOTOR .............. 350 434 341 1,439 7,664 6,898 
GENERAL MOTORS .. 800 927 791 3,136 16,781 11,549 
INTERNATIONAL ...... 280 256 287 1,092 4,787 4,331 
Total Trucks, Canada _ 1,590 1,744 1,583 6,305 31,965 25,512 
Total Cars, Trucks, 
OM OR 0558). Fccccaiseeeess 8,970 10,512 8,986 35,834 177,443 147,916 





Grand Total, 
Cars and Trucks, 
U. S. and Canada....159,752 


*Revised. 


181,723 148,184 580,052 3,427,385 2,296,028 











* * * 


R EVISED output figures for 
April showed the industry built 
447,343 cars — its top production 
month of the year. 

A new high for the year is ex- 
pected to be attained this month 
with the makers reaching for a 
goal of 515,000 cars. The makers 
were producing at a better than 
24,700 unit-a-day clip during the 
first week of this month, which, 
if maintained throughout the re- 
mainder of the month, would 
push car output well above the 
goal for May. 

Model-run output through last 
week totalled an estimated 3,980,315 
units, or only 19,685 assemblies 
short of the four-million mark, 
which should be achieved today. 

Model run totals through last 
week also represent 66.2 percent of 
the 6,011,482 cars that were assem- 
bled during the entire 1960 model 

year. 
ok * * 

Pages pai gy fa 8 output last 

reek totalled an estimated 
24,214 units—off slightly from the 
24,669 trucks turned out a week 
earlier, but down sharply from the 
28,908 commercial vehicles built 
during the week ended May 7 a 
year ago. 

Revised figures put truck pro- 
duction in April at 96,875 units, 
below the 97,717 units assembled 
in March, and far below the 113,- 
006 units built during March of 
last year. 

The Canadian auto industry, with 
Studebaker down the entire week, 
turned out 7,380 cars and 1,590 
trucks last week, compared with a 
production of 7,403 cars and 1,583 
trucks a week earlier. During the 
week ended May 7 a year ago, the 
Canadian makers turned out 8,768 
cars and 1,744 trucks. 

Output in Canada during April 
totalled 29,529 cars and 6,305 trucks, 
compared with a production of 
30,240 cars and 6,277 trucks in 

March. 


ma 
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Edwards Receives Quality Dealer Award— 


W. Sterling Edwards (Chevrolet), Birmingham, Ala., receives a ‘Benjamin Franklin 
Quality Dealer Award" from the Saturday Evening Post, presented by James W. Gava- 
gan, Post vehicle marketing manager. Edwards is now serving his sixth consecutive 
term as Alabama director for National Automobile Dealers Assn. He has been regional 
vice-president, a member of the executive committee and national secretary. In 1954@ 
he was chosen as “Mr. Alabama Automobile Dealer.'’ He is active in numerous civic 


organizations in Birmingham. 


Virginia Parley Devotes 


Most Study to 


Profits 


(Continued from Page 6) 


profit margin, Cooper said, adding: 

“The only difference is that it’s 
coming out of our pocket and not 
his.” 

Maintaining that a dealer has an 
obligation to make a profit, Cooper 
said, “The dealer who takes a deal 
from someone else just to be mak- 
ing a deal and does not make a rea- 
sonable profit himself, deserves to 
go broke.” 

Cooper said he wouldn’t sug- 
gest that dealers get together on 
prices to maintain an orderly 
market for that would be illegal. 
But he wondered at the effect of 
an occasional phone call to a fel- 
low dealer, suggesting a profit for 
a change. 

“Chances are he’ll be so _ sur- 
prised to hear you want to make a 
profit too (and stop cutting prices), 


Would Sell Well, Ohio Poll Finds .. . 


Smaller Compact Rates High 


CLEVELAND.—A domestic car 
the size of the Volkswagen and 
Renault would sell well in the 
American market, but mainly as a 
second car, according to a Cleve- 
land Plain Dealer survey. 

In the poll, which covered all 
parts of Ohio and represented 
Cozens of occupations, the Plain 
Dealer said 58 percent of those 
responding said they would con- 
sider buying such a car, but 79 
percent of them added they 
would consider it only as a sec- 
ond car. 

Such a car was vetoed by 42 
percent. The survey found that 7 
percent of all respondents now own 
VWs, Renaults or imported makes 
of similar size. 

The Plain Dealer said also that 
the public’s idea of the ideal 





Dodge Eyes Boost 


In Police Sales 


DETROIT. — Nearly 3,200 Dodge 
cars have been sold to police de- 
partments and other state and mu- 
nicipal agencies since introduction 
of the ’61 models, 
Dodge General 
Sales Manager 
John B, Naugh- 
ton said. 

About 2,200 of 
the total have 
been police cars, 
Naughton said. 
During the 1960 
model year, 
Dodge sold near- 
ly 3,700 units to 
state and mu- 


J. B. Naughton 
nicipal agencies — a Dodge record. 

“Since there are several months 
of prime bidding time left in the 
1961 model year, we expect to sur- 
pass our 1960 record by a sizable 
margin,” Naughton said. 





American car is one with a six- 
cylinder engine that gets 19 miles 
per gallon, has a rustproof body 
and costs $2,276. 

Fifty-one percent of persons con- 
tacted said they preferred com- 
pacts and 49 percent favored the 
standards, but fewer than a quarter 
reported they now own the smaller 
cars, either domestic or imported. 

Operating economy and han- 
dling ease were cited in that 
order by those who said their 
next car will be a compact, Lower 
price was third on their list of 
reasons for favoring the smaller 
vehicles. 

Safety was the chief interest of 
14 percent of the 66 percent who 
expressed a preference for the big- 
ger cars; 63 percent said they 
needed the extra room; 10 percent 
cited comfort and 9 percent felt 
they could get a better trade on 
their present cars. 

The survey showed that only two 
persons wanted bigger cars to im- 
press their neighbors, and one each 
reported that appearance and 
power were principal factors. 

Some other reasons given by 
those favoring compacts were: 
Style, less wasted space, less depre- 
ciation and “fun to drive.” 

Seventy-one percent felt that a 
standard low-price car should 
cost between $2,000 and $2,500, 
and 81 percent thought compacts 
should be in the _ $1,500-$2,000 
range, with $1,668 the average. 

Fifty-five percent were of the 
opinion that compacts should get 
between 25 and 30 miles per gal- 
lon; 33 percent felt they should get 
less than 25 and 12 percent wanted 
more than 30. The average was 26. 


The low-price standard should) 


get between 18 and 20 MPG, accord- 
ing to 56 percent, while 28 percent 
thought they should get less than 
18 and 16 percent felt it should 
exceed 20. The average was 19. 








he'll go along with you,” Cooper 
said. 

Joe L. Hill, Roanoke Oldsmobile- 
Cadillac dealer and president of the 
Virginia association, termed over- 
production by manufacturers the 
main problem of dealers. 


“When the manufacturers over- 
produce, then the dealers get over- 
stocked and have to push the mar- 
ket and cut prices to sell their 
inventories,” he said. 


Manufacturers have been plan- 
ning their production this year with 
more regard to demand, Hill said, 
and dealer inventories are lower. 

This means, he said, that Virginia 
dealers generally are in a good po- 
sition to take advantage of an ex- 
pected increase in new-car sales 
later this year. 


Hill and other dealers said they 
are optimistic about the prospects 
for 1961 and think dealer profits 
may be better than last year, per- 
haps averaging 1.5 percent of sales. 


Other speakers at the Monday 
session were Dr, R. Pierce Lump- 
kin, economic consultant to The 
Bank of Virginia, and Richard 
Harkness, news commentator for 
the National Broadcasting Co. 
Harkness spoke at lunch on the 
Cuban crisis. 


Lumpkin spoke on the business 
outlook and said that March ap- 
pears to be “the most likely candi- 
date” as the first month of the re- 
covery. 

On Tuesday, delegates heard 
Dave Schlothauer, director of man- 
agement services for NADA, and 
Martin H. Bury, president of Wilkie 
Buick, Philadelphia. 

Other officers of the association 
are H. Carter Myers jr., Petersburg 
Motor Co.; Burton Kephart, Arling- 
ton Motor Co., and C. B. Gifford, 
Green-Gifford Motor Corp., Nor- 
folk, vice-presidents; G. E. DuBose, 
DuBose Buick, Richmond, secre- 
tary-treasurer, and Charles B. 
McFee jr., executive vice-president 
and general manager. 


Chicago Dealers 
Back Finance Bill, 
CATA Chief Says 


CHICAGO.—A bill to establish a 
ceiling on finance charges and pro- 
vide that the charges be listed as a 
separate item in the installment 
contract has the backing of most 
auto dealers, according to Maxwell 
S, Evans, president, Chicago Auto- 
motive Trade Assn. 


The bill was introduced in the 
State Legislature by Senator Paul 
Graham, of Mattoon. Evans said 
the CATA and the Chicago Better 
Business Bureau also support Gra- 
ham’s bill. 

According to Evans, the present 
law “creates a climate for abuses 
by a small minority of dealers” be- 
cause it allows finance and insur- 
ance charges to be lumped together. 











Elmer Erickson 


ORLANDO, Fla.—Elimer Erickson, Lep- 
pere Pontiac, Inc., is dead. He. was a past 
president of the Orlando Automobile and 
Truck Dealers Assn,, and a member of the 
Florida Automobile Dealers Assn. 


* * * 


William B, Kaas 


WINTER HAVEN, Fila, — William B. 
Kaas, Winter Haven Motor Sales, Inc. (Lin- 
coln-Mercury), died recently, He was a 
member of the Florida Automobile Dealers 
Assn. 

* * * 


James O, Peacock 


ENNIS, Tex.—-James O,. Peacock, 53, 
partner in Cities Service Motor Co., died 
April 12, At one time he was associated 
with Frankie Davis Motor Co, 

* * x 


H. L. Sisk 
DARLINGTON, 8S. C.—H. L, Sisk, 68, 
operator of Sisk Motor Co, for 42 years, 
died April 12. 
* * * 


e Cc, P, Short 
OWENSBORO, Ky.—C, P. Short, 72, 
who established Short Bros. Motor Co, here 
in 1918, died April 11, 
* * * 


Jesse H, Tresler 
VINITA, Okla.—Jesse H. Tresler, 79, 
retired auto dealer, died April 12 in Tulsa. 
He was the former owner of Tresler Motor 


Co. 
* * * 


R. D. Warren 
LUFKIN, Tex.—R. D, Warren, for 25 
years owner and operator of the Warren 
Motor Co. before his retirement, died April 
17 at the age of 62. 
*-  * * 


William H. Winerich 

SAN ANTONIO.—William H, Winerich, 
61, retired owner of Winerich Motors, died 
April 21. 

* * * 
Stephen Brown 

ALBANY.—Stephen Brown, 67, chairman 
of Albany Garage, Inc., died April 18. He 
had been with the auto dealership since 


1915. 
* * * 


Henry D. Conshafter 
BUFFALO. — Henry D, Conshafter, 68, 
retired president of Conshafter & LaSpisa, 
Inc. (Plymouth-Dodge), died April 20, He 
retired last year and was the oldest Plym- 
outh-Dodge dealer in Buffalo. 


* * * 


Erwin C, Horton 
BUFFALO.—Erwin C, Horton, 74, con- 
sulting engineer for Trico Products Corp., 
died April 20. He held many automotive 
patents, and was particularly active in the 
development of windshield-wiper systems. 
* * * 


Eugene L. Moody 
SAGINAW, Mich.—Eugene L, Moody, 46, 
president of Moody Laboratories and de- 
veloper of the Moody Safety Visor, died 


April 15. 
* * * 


George H. Wehman 
CHICAGO.—George H, Wehman, 61, a 
partner in Sheair-Wehman Oldsmobile Co., 


died April 25. 
* * 


Ira C. Lambert 
LOS ANGELES.—Ira C. Lambert, 77, 
co-founder of Lambert Co., a parts and 
equipment house, and a founder of the 
Pacific Automotive Show organization, died 


April 27. 
* * * 


Israel Bockman 
PHILADELPHIA. — Israel Bockman, an 
auto dealer here, died April 23, He was 47. 


* * * 


Charles Milby Dow 
HOUSTON.—Chariles Milby Dow, 69, for- 


White Sales Rise 
For Quarter, but 
Profit Declines 


CLEVELAND. — White Motor 
Co.’s first-quarter report showed a 
2.4 percent sales increase over the 
year-earlier period, but net income 
declined 24.2 percent from the first 
quarter of 1960. 

For the first three months of 
1961, White reported sales of $81,- 
856,381 and earnings of $2,014,310. 
In the comparable period of 1960, 
sales were $79,909,295 and earnings 
were $2,656,717. 

Sales of Oliver Corp., a wholly 
owned subsidiary, were included in 
the 1961 figures. 

At the company’s annual meeting, 
Chairman R. F. Black and Presi- 
dent J. N. Bauman predicted that 
full-year results for 1961 will show 
a satisfactory improvement over 
1960. 

They said they were greatly en- 
couraged by the gradual improve- 
ment in sales and production and 
expected a substantial increase in 
volume and net operating income in 
the second quarter. 
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Obituaries 


mer owner of Dow Motor Co., died here 
April 18. 


* * * 


Ernest L, Loar 
LOGAN, W, Va.—Ernest L, Loar, 46, 
part owner of Minton Chevrolet, Inc., Stol- 
lings, and president of the Logan County 
Automobile Assn., died in Kenova, April 18. 
* * * 


Ralph F. Fournier 
OMAHA.—-Ralph F. Fournier, 61, sales 
manager of Jacobson Motor Co., died April 
29. Before coming here in 1936 he had 
been assistant to the vice-president of 
Pierce Arrow Motor Car Co. 
& * * 


George W. Codrington 
CLEVELAND.—George W. Codrington, 
general manager of General Motors’ Cleve- 


land Diesel Division in the early 1930s 
and later a GM vice-president, died here 
April 26 at the age of 74. Until recently 


he had been a director of General Dynam- 


ics Corp. 
* * 


* 
Ralph H. Rippeth 
DENVER.—Ralph H. Rippeth, a retired 
car dealer, died in Santa Barbara, Calif. 
* * * 
Cecil B. Fisher 


PITTSBURGH.—Cecil B. Fisher, 46, a 
former auto dealer, died April 17. 
* * * 
Fleteher Bragg 
SALEM, Ill.—Fletcher Bragg, 60, a re- 


tired car dealer, died April 28. He had sold 
his  Pontiac-Oldsmobile lealership two 
months ago. 

* * * 

Robert L. Vorbeck 
DENVER.—Robert L. Vorbeck, 
retired auto dealer here, died April 

* * * 


Daniel Martino 
CHICAGO.—Daniel Martino, an Oldsmo- 
bile dealer for 32 years, died April 28. He 
operated Martino Motor Sales, Inc. 
* * * 
Frank A. Hill 
GARDEN CITY, N. Y.—Frank A. Hill, 
53, died here April 22. A native of Ontario, 
N. Y., he was active in auto dealerships 
ee Detroit and later in Hempstead, 


69, a 
20. 


* * * 


Percy B. Wills 
BUTTE, Mont.—Percy B. Wills, presi- 
dent of Kunkel-Wills Pontiac Co, here, 
died April 25 after an apparent heart at- 
tack. He was 57. He was widely known as 
a musician and had been an auto dealer 
since about 1949. 


HELP WANTED 





NATIONAL 
SALES MANAGER 


for 
IMPORTED CAR 


MANUFACTURER 


Send Resume to Box 2482, 


c/o Automotive News, 


Detroit 7 


SALESMAN (MANAGERIAL POTEN- 
TIAL)—Large Cleveland new car dealer 
(GM) needs one salesman with manager- 
ial potential. We are well established. In 
business over thirty years with an un- 
questioned reputation for integrity, Work 
week is only five days and showroom is 
open only two evenings a week. First 
year minimum guarantee is $7,000.00 plus 
a new car, plus $10,000.90 company paid 
life insurance, (Salesmen now employed 
averaged over $10,000.90 in 1960.) If 
you have an excellent sales record, but 
feel the size of your city or the size 
of your agency limit your success, here 
is your opportunity to increase your in- 
come, cut your working hours and have 
an opportunity to advance into manage- 
ment. Write in full, All information held 
in strict confidence. Box 2478, c/o Auto- 
motive News, Detroit 7. 


EXPERIENCED AUTOMOTIVE FIELD 
REPRESENTATIVE—Renault distributor 
in South Carolina urgently requires ex- 
perienced district sales manager, Our or- 
ganization is strong, aggressive and 
growing. We are prepared to pay top 
salary to qualified applicants. Send résu- 
mé immediately to Box 2453, c/o Auto- 
motive News, Detroit 7, 








Parts Managers 


Here's a chance to earn added money 
during your spare time. With little effort 
you can sell America's finest Bendix Chev- 
rolet push-button radios. Some of our 
men make more than $1,000 per month 
extra. Get all details by calling collect to 
Fred Hilliard LOcust 


8-4136. 


in Philadelphia at 














HELP WANTED 








SALES 
REPRESENTATIVE 


National, top-rated auto parts manufacturer 
and distributor is expanding business and 
needs capable traveling salesmen, age 25-46, | 
to sell industry's most outstanding line of 
over 5,000 fast-moving replacement parts, as- 
sortments and kits. Earnings $8,000 to $10,000 
first year, increasing every year. Paid —! 
tion, Complete, in-the-field training program 
at company expense. All supervisory positions 
filled from within. No investment required. 
Write today giving full work history and 
background. Box 2476, c/o Automotive News, 
Detroit 7, Michigan. 


A LARGE mobile home corporation in 
Florida, now expanding, has opening for 
four (4) experienced, young, aggressive 
salesmen to train for lot managers. Must 
buy $5,000.00 in stock at current book 
price. You can write your own ticket, Do 
not take up our time unless you have the 
money and are ready to move, All re- 
plies strictly confidential, Box 2477, c/o 
Automotive News, Detroit 7. 











READ THIS! 
automobile man, 36- 
year-old live wire who thrives on a 12 


FLORIDA DEALERS! 
Available at once, 


to 13 hour work day, 16 years’ experi- 
ence, wants to relocate in Miami or 
south Florida area, Just sold business in 
North, Volume experience in new cars, 
used cars, used-car buying and apprais- 
ing, leasing and imports, Excellent ref- 
erences. Interested in position with ag- 
gressive volume dealer or position with 
smaller dealership with eventual possi- 
bility of buying in. Full résumé and 
photo on request. Reply Box 2450, c/o 
Automotive News, Detroit 7. 





MANAGEMENT POSITION — &£xperienced 
Ford line; general manager four years; 
business manager five years volume deal. 
Married, 32, can furnish excellent ref- 
erences including present employer, com- 
plete factory approval, Prefer buy-in 
agreement, Only ‘‘Big 2’’ consideration. 
Prefer Southeastern region, available 
June 1, Box 2463, c/o Automotive News, 
Detroit 7. 





GRADUATE STUDENT, working on MA in 
marketing, desires management position 
assisting owner domestic or import 
agency during summer months: June, 
July, August. Two years’ experience dis- 
trict manager for import distributor. 
Thoroughly grounded advertising, sales 
promotion, finance. Relocate after May 
22, Age 27, married, Write Apartment 
No, 5, 950 E, C Avenue, Glendale, Ari- 
zona, 


GENERAL MANAGER, family man, age 
42, with 18 years’ automobile experience, 
capable taking complete charge of entire 
operation, Successfully managed dealer- 
ship with 1,500 new car potential, have 
been dealer with potential of 750. Prefer 
Florida or Southwest, GM or Chrysler 


products, Not interested in small deal. 
Available after June 1st, Box 2464, c/o 
Automotive News, Detroit 7. 





EX-EXECUTIVE TRAINEE British Motor 


Corporation, Birmingham, England, age 
29 with two years’ line and production 
engineering experience, three years’ on 


sales in Canada, seeks position with firm 
interested in increasing its dealer pene- 
tration, territories service and sales. 
Ability to talk business in German, 
French and American. Am looking for 
a progressive and well-paying assignment 
in the imported car field, Globe-trotting 
not objected to. Box 2457, c/o Automo- 
tive News, Detroit 7, 





GENERAL MANAGER — C.P.A.—PILOT, 
desires relocation to warm climate, pre- 
ferably with multi-company volume or- 
ganization involving travel. Fifteen years’ 
with volume dealers, Box 2455, c/o Au- 
tomotive News, Detroit 7, 

AUTOMOTIVE SERVICE MANAGER. Ex- 
perienced, interested in a responsible po- 
sition with an aggressive, absorption- 
minded dealer, requiring personnel with 
ability to think at executive or shirt- 
sleeve level. Potential based on results 
in terms of service profit, Box 2468, c/o 
Automotive News, Detroit 7. 





GENERAL SALES MANAGER—completely 
qualified all phases new 1nd used car 
merchandising. Excellent closer. Will re- 
locate. Box 2467, c/o Automotive News, 
Detroit 7. 


EXPERIENCED SALES MANAGER in 





both new and used cars, Prefer Used 
Car Manager. ‘‘Big three’’ experience, 
factory references, Box 2480, c/o Auto- 


motive News, Detroit 7. 


POSITION WANTED 


DEALERSHIPS AVAILABLE 





SINGLE WOMAN ACCOUNTANT—famil- 
iar with General Motors, Chrysler, Stu- 
debaker and Ford Tractor Systems, now 
living in Southwest Texas wants to relo- 
cate. Have been making income tax re- 
turns and practicing other public ac- 
counting for the past several years, Have 
also done much work installing and 
straightening out automobile books and 
teaching automobile accountants. All of 
this has necessitated much traveling. 
Would now like to settle down to one 
good job in an honest, reliable dealership 
within the next six months, Please do 
not answer unless you have been in busi- 
ness for at least ten years, Box 2469, 
c/o Automotive News, Detroit 7. 


USED CAR MANAGER, 25 years experi- 
ence all phases, proven record of not 


taking quarters and halves from whole- 


salers, Christian, married, neat appear- 
ance. Prefer N.Y.C, or ‘arge Conn. or 
N, J, town, Want chance to increase 


income, draw or salary with profit shar- 
ing arrangement. Accustomed to 60 hour 
weeks and large operation. Best of refer- 


ences from major auto manufacturer. 
Box 2479, c/o Automotive News, De- 
troit 7. 





HEAVY-DUTY TRUCK sales and manage- 
ment experience for more than twenty 
years. Know all phases of the business 
including successful merchandising of 
trades. Not cheap, but good. Prefer East- 
ern Atlantic states, but will go anywhere 
for a good proposition, Box 2472, c/o 
Automotive News, Detroit 7. 


MANAGER AVAILABLE, New England 
GM or Ford preferred. Used car and 
truck specialist. Age 48, with 25 years’ 
experience all phases of large used opera- 
tion, Will train good, hard-hitting sales 
force to retail 90% of all used cars at 
a profit. Best of factory and dealer ref- 
erences. Only complete control considered. 
Arthur Bryant, 87 Crescent St., Shrews- 
bury, Mass. Phone: VIking 5-3891. 


AUTOMOTIVE SERVICE ENGINEER — 
Thoroughly experienced in all phases of 
dealership management, service and 
parts. Eight years’ experience as factory 
service representative for one of ‘‘big 
three.’’ Instructor in technical and man- 
agement fields. College background in 
engineering and accounting. Married and 
interested in relocating to warmer cli- 
mate. E. H. Danahey, 1206 South St., 
Fremont, Ohio. Phone: FE 2-2501. 


GENERAL MANAGER—sales manager— 
well qualified to take complete charge. 
Factory references ‘‘Big Three.’’ Box 
2422, c/o Automotive News, Detroit 7. 


DEALERSHIP AVAILABLE 


ATTENTION—automobile dealers, general 
managers, sales managers. Isn’t spring 
a wonderful time of year? Would you 
like to live where it’s spring virtually all 
year round? If this thought interests you, 
and if you’d like to become a Dodge 
dealer in the San Francisco Bay area 
of Northern California—write us imme- 
diately. Capital assistance is available, 
if required, All replies will be held in 
confidence. Write or telephone: Dodge 
Regional Office, 2010 Pioneer Court, San 
Mateo, California, telephone: FlIreside 
5-8274. 





DEALERSHIP HANDLING CHRYSLER- 


PLYMOUTH-VALIANT in northern New 
Jersey in a growing comm .inaity 50 miles 
from New York. Can be obtained for 
very small investment, Age and health 
reasons for retirement, Information upon 
request. Box 2460, c/o Automotive News, 
Detroit 7, 

HANDLING FORD AND MERCURY, buy 
only low inventory parts and equipment. 
Factory approval necessary. Contact E. 
P. Compton, Box 89, Portales, New 
Mexico. 

HANDLING FOUR TOP IMPORTS, Parts 
and equipment $10,500 plus new-car 
stock. A-1 location, reasonable lease. 
Florida East Coast, Box 2461, c/o Auto- 
motive News, Detroit 7. 


DEALERSHIP HANDLING FORD, Illinois 
community of 20,000, trading area 100,- 
000, New building, five-car showroom, 
80’x160’ service department. Ten twin 
post hoists. Milford Lindsey, Rte, 1, Box 
715, St. Louis 41, Missouri, 


WELL ESTABLISHED dealership handling 
Rambler showing good profit, no used 
cars or accounts—can lease building, In- 
ventory value of parts and equipment. 
Shenandoah Valley of Virginia. Box 2470, 
c/o Automotive News, Detroit 7. 

DEALERSHIP HANDLING Pontiac-Tem- 
pest in Northeastern Pennsylvania, Es- 
tablished in 1936. Beautiful location, 
modern, profitable 400 new car operation 
under one roof, Complete sales-service 
organization. Age and health reason, Buy 
all or part on terms. Must have factory 
approval. Box 2475, c/o Automotive 
News, Detroit 7. 

TORONTO, CANADA: New car dealership 
available with very low overhead and 
excellent profits. 1960 model year sold 
372 new American-line cars, Located in 
heart of Toronto on Automobile Row. 
Adequate facilities for service, parts and 

used car business at one loca- 





new and 
tion, Premises can be leased or pur- 
chased. Reply Box 2471, c/o Automotive 


News, Detroit 7. 

RURAL DEALERSHIP handling Ford cen- 
tral Illinois. Want buyer or qualified 
partner, Have own building. Other inter- 
ests, Box 2483, c/o Automotive News, 
Detroit 7. 

FOR LEASE OR SALE—Auto sales build- 
ing, 100’ x 100’, seven ‘hoists, used car 
lot adjoining, A-1 condition, on Gratiot 
in Detroit. TU 4-2411. 








FACEL VEGA 


France's Prestige Car. 


Would be interested to 
hear from qualified 
dealers. 


The Facel Vega line has been acclaimed 
by the motoring press as one of the most 
beautiful cars on the market today. It 
was exceptionally well received at the re- 
cent New York International Auto Show, 
with sales reflecting this interest. 
Retails from 
$4,860 to $12,981 


Factory Distributed 
For further information, contact 
Mr. Harry Gray, 
c/o Facel Vega, Inc. 


341 East 44th St., New York 17, N. Y. 
MU 6-7516 





FOR SALE IN MAINE—Popular car fran- 
chise, 125 car potential and approximate- 


ly 300 
garage, 
buildings 
and real 
Automotive News, 


cars yearly, Well equipped 
stocked parts department, 
in good condition, Inventory 
estate $60,000. Box 2465, c/o 
Detroit 7. 


used 
well 





DEALERSHIPS WANTED 





ce i CR 





GENERAL MOTORS 
OR FORD 


From 400 units up, for experienced auto- 
mobile man. Prefer Texas, New Mexico, 
Arizona or California, but would consider 
other locations. Finances available imme- 
diately. W. M. Holman, 602 East Parkway, 
San Angelo, Texas. Telephone 7-3554. 





CHEVROLET IN SOUTH or Southwest. 
Eight hundred plus potential, Cash and 
approval assured, Lease facilities. Box 
2473, c/o Automotive News, Detroit 7. 





GM OR FORD, single-dual, Onhio-Michigan. 
Buy-in or buy-out to $150,000. Factory 


approval assured, Replies confidential. 
Box 2481, c/o Automotive News, De- 
troit 7. 





DEALER SERVICES 








ARE YOUR PROFITS 
SATISFACTORY? 


OLD LINE DEALER, HANDLING ONE CAR 
FOR OVER 25 YEARS, HAS SIMPLE FOR- 
MULA AND METHOD FOR OBTAINING 
MAXIMUM NET PROFITS. TELLS YOU 
QUICKLY EVERYTHING TO DO. DEALER 
HAS MADE CONSISTENTLY HIGH PROF- 
ITS EVERY YEAR. GOOD FOR ALL SIZE 
DEALERS HANDLING ANY MAKE. INVEST 
$25.00 AND YOU SHOULD BE REPAID 
MANY, MANY TIMES. DEALER'S NAME 
UPON REQUEST. 


Box No. 2451, c/o Automotive News, De- 
troit 7. 








TWO ESSENTIAL SERVICES 


INVENTORY SERVICE 


Parts, accessories and similar goods. 


APPRAISAL SERVICE 


Furniture—Equipment—Machiner y—Tools 
For Buy/Sell Agreements, Annual Fiscal 
Reports, Tax, Banking and Insurance 


Write for free 
“Hidden Earning Power’ booklet. 


AUTOMOTIVE INVENTORY & APPRAISAL CO. 
10040 Freeland Ave. Detroit 27, Michigan 
WEbster 3-6445 








1961 Auto Costs! 


Discover how much your Deal's cars really 
cost. The book, "AUTO COSTS," gives you 
the factory invoice prices of all 1961 American 
cars, 25 foreign cars, 4 American trucks, and 
all their equipment. Used by dealers and 
banks nationwide. Order your ‘6! edition 
today for only $10—three year subscription $18 
(including all supplements). . 


AUTO COSTS, Spencer Publishing Company, 
Liberty, 
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BUSINESS OPPORTUNITIES CARS FOR SALE 


_————_—Zz=—Oc~—x—*~—— 

CARBONDALE, ILLINOIS 
A first-class industrial location available for 
immediate occupancy, a 100,000 sq. ft. brick 
and steel beam building suitable for light 
or heavy industrial use. Lease or lease-pur- 
chase basis. Investigate! Carbondale Cham- 
ber of Commerce, Telephone GLenview 
7-4700, P. O. Box 76l. 


ATTENTION 
DEALERS! 


The First 


1960 FORDS 
EX-TAXICABS 





WHOLESALE AUTO parts business. Profit- 
able over 20 years in prosperous New 
York State community. Steady volume, 
clean inventory, good receivables; profit- 
able machine shop largest in area; travels 
two salesmen; runs two delivery trucks. 
Price approximately $60,000. Box 2474, 
c/o Automotive News, Detroit 7. 

CARS FOR SALE 


In Quantity 


Immediate Delivery 
Call! Wire! Write! 
TAXICAB CORP. 


58-01 Queens Bivd., 
Woodside, N. Y. 


OLympia 1-7171 


IMPORTANT NOTICE 


Dealers are cautioned that before 
purchasing any import automobiles 
or trucks, they should be sure to 
check the seller as to what, if any, 
excise taxes and duties have not 
been paid on the vehicles. 


WILL WHOLESALE 
700 1960 & 1961 MODELS 


Rambler Americans—All Type Compacts 
Fords—Chevrolets—T-Birds—Buicks 
Pontiacs—Cadillacs 


SEDANS—HARDTOPS—CONVERTIBLES 
Low mileage—Clean cars 
Delivery Arranged 


MORSE NATIONAL 
CAR RENTALS 


Miami International Airport 
Miami, Florida 
Phone: NE 3-8655 


CLASSIFIED WANT ADS 
BRING RESULTS 








AUCTION SALE 


OVER 300 NEW & USED 
CARS AND TRUCKS 


1952 Through 1961 Models 


This sale being held by Mrs, Ben Fishel due 
to the death of Mr. Ben Fishel. WEDNESDAY, 
MAY 10, 1961, starting || A.M., daylight sav- 
ing time. At the Cairo Ben Fishel Auto Co., 
Cairo, Ill. Phone 652. 


AUCTIONEERS 


Carl Kraatz Warren Hayes 
Ullin, Hl. Paris, Tenn. 


SEE PAGE 24 
for the nation's 
TOP AUTO AUCTIONS 


Frank Nance 
Owensboro, Ky. 








CARS FOR SALE 





Got the customer ? 


HERTZ 


has the used car! 


All are in fast-selling colors and fully equipped with 
power steering, R & H, automatic transmission, 
many with power brakes — the works! 

Chevys, Fords, Plymouths, Buicks, Cadillacs, Pon- 
tiacs. Sedans, hardtops, wagons and converts — you 
name it, we’ve got it! Low mileage, clean and sharp 
— real bell ringers! 

1959 and ’60 models are now available at Hertz offices 
across the country. 


CALL THE HERTZ MANAGER IN YOUR CITY TODAY 


or 


write: Mr. I. E. Spatig, The Hertz Corporation, 


660 Madison Avenue, N. Y., Tel. PL 2-2000 


FORDS — LATE 1960s 


Automatics, Excellent Condition, Tires Included 


As Low As $450 
FORDS — LATE 1959s 


Standards, Exceptionally Clean, Tires Included 


From $295 
CHECKERS — 1959s 


7-Passenger, Automatics, Tires Included 


From $250 
ELMONT AUTO SALES 


P. O. Box 32, Long Beach, N. Y. 
or Call Mr. |. Trebish, GEneral 2-9036 





CARS FOR SALE 











Ample Supply of 


CLEAN 
USED 


CARS 
1960 - 1959 - 1958 


MOST MAKES 


CURRY 


CHEVROLET 


B'way & 133rd St., N. Y. C. 
Ed Hogan AD 4-6000 


6 CYL.—STAND. TRANS. 


TOP 
QUALITY 
"60 


FORDS ‘475 
MARTIN'S 


1431 Bruckner Blvd., 
Bronx, N. Y. Ti 1-7300 


‘375 





USED CARS WANTED 





WANTED—Late model wrecks and police 
cars. Ed Matt, 55 Madison Ave., Pater- 
son, N, J. Sherwood 2-4488, 





WANTED late model Rolls-Royce. 
mail complete description, price 
photo if available. Riegel Becker Motors, 
Box 1442, Spokane, Washington. 





WANTED CARS 
"59—'60—'61 
One of California’s Biggest Dealers. 


BONDED-STANWAY MOTORS 


790 Van Ness Ave., San Francisco 2, Calif. 
TUxedo 5-6267 





CADILLAC LIMOUSINES and hearses— 
sharp, late models only, Franz Ridgway, 
BE 4-6611, 2836 N. E, Sandy, Portland 
12, Oregon. 





PARTS FOR SALE 





LLOYD PARTS for all models. Complete 
stock, Fast service. Foreign Cars Corpo- 
ration, 1812 South Andrews Ave., Fort 
Lauderdale, Florida, JA 2-7491. 





LLOYD PARTS—complete stock, Prompt 
shipment, Greene County Motors, Cats- 
kill, New York, Phone: 2000. 


NSU PRINZ and SPORT PRINZ PARTS 
and accessories. Contact nearest distribu- 
tor or national parts center, Ludwig 
Motor Corp., 421 E. 91st St., New York 
28. TRafalgar 6-7010 (Sole U, S, im- 
porter for NSU cars and parts, Trans- 
continental Motors, Inc., 230 Park Ave., 
New York 17, MUrray Hill 9-2710), 





COMPLETE STOCK, BMC and JAGUAR. 


Will sacrifice far below dealer cost. 
Keil’s, Inc., Wilmington, Delaware, OL 
4-5161. 





PARTS 


For ALL Imported Cars 
Wholesale to the Trade 


Clutches Fan Belts 
Brakes Electrical 
Pistons Ignition 
Gaskets Carburetors 
Seals Fuel Pumps 
Bearings Oil Filters 
Valves Shocks 
Hoses Water Pumps 
Universals Tie Rod Ends 
Exhaust Rebuilts 
Instruments Accessories 
We Are Also 


Wholesale Distributors For: 
CASTROL OIL @ PIRELLI TIRES @ 
AMCO ACCESSORIES @ YANKEE 

MIRRORS 
@ LUCAS @ GIRLING @ SMITHS 


Write Or Phone Your Needs— 
Same Day Shipments 


PARTS FOR 
IMPORTED CARS, LTD. 


1065 Main St. Buffalo, N. Y. 
1175-7005 Area Code 716 





PARTS WANTED 


WANTED—1958-1961 Karmann-Ghia com- 
plete front end assembly for wrecked car 
or will buy complete wrecked car with 
perfect front end. Quality Body Works, 
Box 121, Palmyra, Pa. 


ACCESSORIES FOR SALE 





PORTABLE DUAL CONTROLS 


Recommended for Driver-Education Cars by 
the Auto-Industry Highway Safety Committee 
and by Chevrolet, Ford, Plymouth and Ram- 
bler for all their models, including compacts. 
Automatic transmission $25; standard $30. 
Money back guarantee, PORTABLE DUAL 
— INC., 1701 Balmoral, Detroit 3, 
ich, 








TRUCKS FOR SALE 

“ATTENTION DISTRIBUTORS AND 
DEALERS.’’ For sale, Chevrolet tractors 
and trailers. Tractors are equipped with 
saddle tanks, fifth wheels, mirrors, ready 
for use. Several trailers modified to 
transport imports as well as domestic 
lines, Write Motors Management Com- 
pany, Inc., P.O, Box 1870, Pensacola, 
Fla., or phone HE 3-5674. 


1958 T-800 FORD TRUCK, tandem drive 
with auxiliary transmission, $3,000; 1953 








Chevrolet 1%-ton wrecker with 10-T. 
power winch, $650. Apply at Clark’s 
Auto Parts Co., 1409 W, Broad S8t., 


Savannah, Georgia. 
BUSES FOR SALE 
29-PASSENGER FLXIBLE, used last 12 
years as private coach, Excellent me- 
chanically, high rubber, 500 miles on 
new short block. Contact Jim Nevins, 
Bill Allen Chevrolet, 101 Armour Rd., 
North Kansas City, Mo. Phone GRand 
1-4770. 
SHOP EQUIPMENT FOR SALE 
$58,000 WORTH OF SHOP EQUIPMENT 
used for rebuilding motors and transmis- 
sions—at liquidating prices. These include 
such items as crankshaft grinders, turret 
lathes, boring bars and every device for 
motor rebuilding. Apply for list at 
Clark’s Auto Parts Co., 1409 W, Broad 
St., Savannah, Georgia. 


ARMCO METAL BUILDING: 20’ x 25/ 
length, Will deliver. $750 or best offer. 
Call Davenport, 


Louisville, Ky., collect: 
JUniper 2-2661. 


OUR LOSS—YOUR GAIN. New #15 Storm- 
Vulean crankshaft grintier with extra 
equipment. Write for particulars, will 
sacrifice. Box 2484, c/o Automotive 
News, Detroit 7. 


MISCELLANEOUS 


NEW ROADKING 


Standard Four Point Hookup $3950 


with Regular Draw Beam 
$ 52°° 











Universal Wrist Action Bar 
COMPLETE WITH ADJUST- 
ABLE LONG 36” DRAW 
BEAM BAR AND STEERING 
GUIDE CABLES 


TRAIL KING 
BALL BAR 


Compac-Tow Intra- 
State Tri-Bar 
* SPECIAL, 3 FOR $100.00 


Automatic BrakinG 
waist action” © SB) 45 


QUANTITY USERS—-GET OUR 
DIRECT FACTORY DEAL 


Tow Bar Sales Co. 


Exclusive Factory Distributors 
DE 2-0700 AN 3-8888 Nites: BA 1-8717 


Call Collect 3 280s se: 
40 So. Clinton St., Chicago 6, Ill. 





EXCESS SHOP EQUIPMENT? 
Why not sell that extra equipment now 
standing idle in your shop? 

An advertisement in this section is the 
answer! 


AUTOMOTIVE NEWS 
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MISCELLANEOUS 
WHY SETTLE FOR LESS... 


No Other Tow Bar 
Can Give You These 
Outstanding Engineering Features 


*CADALLOY STEEL CAST 
COUPLING HEADS LINED 
TO PROTECT CAR BUMPERS. 


e 
*CADALLOY STEEL CAST 
YOKES WITH HEAVY DUTY 
TUBULAR STEEL "Vv" 
SECTIONS TO RESIST 
STRAIN & STRESS. 


*Cadalloy Steel Castings 
Minimum Yield Point: 
46,000 Lbs. Per Square Inch 


UNIVERSAL SWIVEL ACTION 
ON COUPLERS FUNCTIONS 
IN UNISON WITH SPRING 
SUSPENSION ON ALL CARS 
FOR SMOOTH & SAFE 
TOWING. 
* 


BOLTS, NUTS & WASHERS 
ARE USED TO MAINTAIN 
SNUG FIT OF ALL CONNECTIONS 


NO RIVETS TO LOOSEN AND 
CAUSE PREMATURE WEAR 


* 
THE SUPERIOR 
BLUE CHIP 


TOW PILOT 


With Lubricated Automatic Brake 
and Brake Cable 


Dealers’ List Price, F.O.B. Factory. . . $69.80 
Dealers’ 25% Discount 17.45 


Dealers’ Net with 4 $52.35 


Standard plus 2 Large 
Adapter Clamps Fed. Tax. Inc. 


THE FAMOUS 
MOTO-MATIC 


TOW GUIDE 


With Universal Swivel Action! 
Four Clamp Hook-Up 


Dealers’ List F.O.B. Factory ..$59.80 
Dealers’ 25% Discount - 14.95 
Dealers’ Net with 4 

Standard plus 2 Large $44.85 
Adapter Clamps Fed. Tax. Inc. 





"ON THE BALL” 


TOW PILOT 


with *Cadalloy Steel Safety Coupler 


Dealers’ List F.O.B. Factory ................ $51.00 
Dealers’ 25% Discount .............:0:s0+008 


Dealers’ Net with 2 $38.25 


Standard plus 2 Large 
Adapter Clamps Fed. Tax. Inc. 


Substantial Discounts 
To Distributors 
Write for Illustrated Catalog 
PILOT DISTRIBUTING CO. 
Factory Sales Division 
BATTLE CREEK 9, MICH. 
Phone WO 2-5257 All Depts. 
"Leaders in the Industry 
since 1939" 








(ESS ee 


New Subscription Order 


| 

| 

| 

| 

| 

Send Automotive News to Address Below 
| U. S., Canada and U. S. Possessions 

! One Year $9 [] or Two Years $16 [] 
| 
| 
| 
| 
| 
| 


All Other Countries — One Year $13 [] or, Two Years $22 [] 





AUTOMOTIVE NEWS, 965 E. JEFFERSON, DETROIT 7, MICH. 


COOH HHH REE HEHEHE ESE EEE HEHEHE HEHEHE HEHEHE EHH EEE HEHE HEHEHE EES 


TRADE CONNECTION: 


Car Dealer [] Truck Dealer [] Manufacturer [] 
Jobber [] Insurance [[] Financial [1] Supplier [] 
Make of CaP.ccccccccce eubdvetsane Srey rer eer Tre Bi iecinaeteiena 


5-8-61° 


poorer 





&. 


Don't Let Getting Stuck Spoil Summer Fun 
—SELL LIMITED SLIP DIFFERENTIAL! 


HERE’S HOW TO DEMONSTRATE LIMITED SLIP DIFFERENTIAL . 


Stop your right rear wheel 
on a pile of wet leaves 
which you can place at 
the curb yourself, then 
demonstrate how LSD lets 
you start up smoothly 
and with no wheel spin 
— because the power 
goes to the wheel with 
the traction. 


If you’re near an un- 
paved country road or 
lane where you can run 
one rear wheel off into 
soft soil, you can put on 
a powerful demonstration 
of how easy it is to get go- 
ing instantly—with LSD. 


Dirt really flies when a 
car with a conventional 
differential starts with 
one wheel in the mud. 
You can make a mud 
puddle in your used car 
lot or in a field—and 
show how LSD insures a 
quick, clean take-off. 


In the winter, if you're 
where the temperature 
goes below freezing, put 
one rear wheel on a patch 
of ice or packed down 
snow and show your cus- 
tomer how LSD lets you 
Start up instantly. 











This is no way to end a fun day on the water—and you can 
help your customers by-pass this sort of trouble by selling 
them their next cars factory-equipped with a limited slip 
differential. This amazing device, which automatically 
directs power to the rear wheel with the greater traction, is 
both easy and convincing to demonstrate. And once most 
drivers have seen how it works—and realize how little it 
costs—they want a limited slip differential. So, be sure 
your demonstrators are equipped with LSD. Besides 
outdoor enthusiasts, there are lots ‘of prospects—drivers who 
just can’t afford to get stuck, like doctors, policemen, 
taxi operators, rural mail carriers, salesmen and busy 
housewives. Sell them a limited slip differential and earn 


their everlasting good will. 


BE SURE YOUR DEMONSTRATORS HAVE LIMITED SLIP DIFFERENTIALS! 








Rea y 
CORPORATION 
Toledo 1, Ohio 





